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Virginia Dealers Elect Officers— 


New officers of the Automotive Trade Assn. of Virginia are, standing, from left, 


sd Weekly at 965 E. Jefferson. 
nt, 1960, All Rights Reserved. 


G, E. DuBose (Buick), Richmond, secretary-treasurer; Charles B. McFee jr., executive 


vice-president and 
president. Seated: 


eneral manager, and C. B. Gifford (Chrysler), Norfolk, third vice- 
rion Kephart (Ford), Arlington, second vice-president; Joe L. Hill 


(Caditiac-Oldsmobile), Roanoke, president, and H. Carter Myers jr. (Ford), Petersburg, 


first vice-president. 
in Roanoke. 


The officers were elected at the association's annual convention 


Used Compacts Playing 
Uncertain Market Role 


By Robert M. Lienert 
Associate Editor 


OMPACT cars continue to play 

little more than a walk-on role 
in..the used-car drama, according 
to reports from the field. 

The number of used compacts 
—except for older Ramblers—in 
the market is still so small that 
no concrete picture can be drawn. 
And even the dealers who have 

handled a few are divided in their 
preliminary assessments of the 
compacts as used merchandise. 
* * * 

yor do agree that the used 

compact car and the used-car 
buyer don’t mesh too well. A much 
better match, they say, is the used- 
car buyer and the new compact car. 

Explained the manager of a 
used-car outlet for a volume new- 
car dealer: “We sell a good num- 
‘ber of our new compacts to buy- 
ers who in other years bought 
used cars. They aren’t really buy- 
ing a new compact, they’re buying 
terms. 


“The man who buys a used car 
today is usually a family man— 





Top Cars 


New-car registrations for nine months, 
plus 28 states for October: 


1960 1959 
Pos. Make Pos, 
1—1,341,479 Chev. 1,193,845— 1 
2—1,091,704 Ford 1,149,713— 2 
3— 357,751 Plym. 311,188-— 4 
4— 340,110 Rambler 285,2938— 6 
5— 310,383 Pontiag 314,810-— 3 
G— 290,270 Dodge 116,763. 9 
7— 265,007 Olds, 295,812.~ 5 
&— 196,607 Buick 196,660—\q 
G— 117,478 Mercury 120,749— § 
1 112,825 Cadillac 112,401—10 

1 110,384 Comet ......... 
245 Stude. 103,413—11 
1 489 Chrysler 50,334—12 
1 20,005 DeSoto  35,786—13 
16,191 Lincoln 21,199—-14 
ia 12,0138 Imperial 13,455—-15 

418,487 Misc, 516,799 

' Total All Makes 
| 5,148,428 4,838,220 


Further details on Page 32. 





sts esses 


with, say, a couple of kids—he 
wants a car that can haul an out- 
board, the life preservers, maybe a 
bale of peat moss. He doesn’t want 
@-compact.” 
+ cd * 
BY put the used compact on the 
used-car lot and ask the dealers 

their reaction. 

“Hard to sell,” says one camp. 

“Great merchandise but we can’t 

{Continued on Page 4, Col. 1) 


Upions Losing Out 
In Showroom Push 


Action by Dealers 
Thwarts Organizers 


By Francis J. Gawronski 
Staff Writer 


7 apparent failure of a cam- 
paign to organize some 90 to 100 
new-car and used-car salesmen in 
the Boise, Id., area is another in- 
dication that the unions are having 
a tough time organizing the na- 
tion’s automobile dealers. 

The latest union setback is in 
tune with a national trend in which 
salesmen have been 
rejecting unions in 
representation elec- 
tions conducted by 
the National Labor 
RelationgABoard., 

Labor observers contend that one 
of the chief reasons for the unions’ 
failure to organize the salesmen is 
a move by dealers and dealer as- 
sociations to develop and maintain 
conditions of employment which 
allow little ground for union con- 
troversies. 

ot ot om 

oe action taken by Detroit 

dealer associations is a good ex- 
ample of what can be done to fore- 
stall further organization success 
by unions 
} Shortly after two unions, the 
Salesmen’s Guild of America and 
Teamsters Local 376, announced 
plans to “upgrade the status” of 

(Continued on Page 4, Col. 4) 
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«Car Production Slated 


To Decline This Month 


By Martin L. Whitmyer 
Staff Writer 


aso makers are--expected to 
slow down assembly lines to 
550,000 cars in December, a check 
of production sources indicated last 
week. . 

That would be ~ 8 percent 
decline from the estifnated 597,570 
ears built in November, when 
several makers scheduled over- 
time operations to ‘make up for 
the Thanksgiving Day losses, and 
well below the 618,380 units rolled 
from United States assembly lines 
in October. 

Production of better than 141,000 
units last week helped the industry 
to its second highest November 
production on record. The month’s 
yield was second only to the record 
749,003 cars turned out in Novem- 
ber, 1955. It also compared with the 
255,351 cars built in November a 
year ago, when the industry was 
hit hard by a prolonged steel strike. 

* + *” 


UST how long the downward ad- 

justments this month will stay 

in effect is uncertain. 

With a production of 550,000 cars 
in December, the industry will close 
the year with better than 2,247,800 
current model cars buiJt, Through 
the end of December last year, the 
industry had built 1,533,964 models 
of the 1960 vintage. 

,.With current-model -production 
running well ahead of a year ago 
and a good number»vof 1960 mod- 
els still to be sold, industry ob- 
servers are forecasting a produc- 
tion of 1% million Cars in the 
first three months of 1961. 

That's a 25.1 percent-decline from 
the first quarter of this year, when 
the industry turned jout 2,003,997 
cars, but still figures gut to 500,000 
assemblies a month. © 

On that basis, the industry will 
have produced an est ted 3,747,- 
790 current-model cars through the 
first quarter of 1961, or 62.3 per- 
cent of the entire 1960 model run 
of 6,011,482 cars. : 

* * * 
CYR scheduling was re- 
duced last week ag only Ram- 
bler at Kenosha, standard Ford 
plants at Dallas and Norfolk, Va., 





Lincoln and Thunderbird at Wixom, 
Mich., and the Buick-Oldsmobile- 
Pontiac assembly plant at South 
Gate, Calif,, worked Saturday. 

Several makes worked only 
three days. These included Chrys- 
ler Corp.’s Dodge Dart, Lancer 
and Valiant lines at Hamtramck, 
Mich., and Studebaker’s Lark and 
Hawk lines at South Bend, On 
four-day schedules were the 
Chrysler Corp. plants at Newark, 
Del., and Los Angeles. 

Working only two days last week 
was DeSoto, which closed out its 
production, Announcement of the 
car’s demise Was made two weeks 
ago. 

On a price-group basis, 


UAW Talks Cited 
As National Show 
Waits Until 62 


HE 44th National Automobile 

Show will be held in Detroit in 
1962, the Automobile Manufacturers 
Assn. board of directors decided 
unanimously last week. There will 
be no AMA show in 1961. 

No reason was given for skip- 
ping a show next year, but there 
was speculation that expiration of 
United Auto Workers contracts 
with the auto makers in August 
may have been a factor. 

One source suggested that it 
would be difficult to plan for a 

show at a specific time in the face 
of the possibility of drawn-out labor 
negotiations that could result in a 
delay ‘in introduction of '62 models. 

* co * 
O DATES for the ’62 show have 
been set, according to L. L. Col- 
bert, AMA president and Chrysler 
Corp. chairman. However, the show 
probably will be staged shortly after 
introduction of the ’63 models, prob- 

ably in the fall of 1962. 

The success of this year’s show 
in Detroit’; Cobo Hall, the first 
national show ever held outside 
New York City, was the clincher 
in the decision to stage the ’62 


(Continued on Page 6, Col. 1) 


the 


standards accounted for 60,790 cars 
or 43.1 percent of the 141,006 units 
built by the entire industry last 
week. A week earlier, the standards 
picked up 46 percent on 51,122 as- 
semblies. 
* ++ * 

T= 141,006 cars built last week 

represented a 26.9 percent in- 
crease from the 111,181 units turn- 
ed out during the previous week, 





Production Table on Page 44 





and nearly triple the 55,525 cars 
turned out during the comparable 
week-a year ago. 

The compacts, with Rambler 
leading the way with an estimat- 
ed 12,000 assemblies, took 33.3 
percent of total industry output 
on 46,987 cars last week. A week 
earlier, the group picked up 30 
Percent on 33,321 units, 

The medium group took 20.3 per- 
cent of tetal industry output on 
28,624 assemblies last week, com- 
pared with 20.9 percent gained on 
23,202 assemblies a week earlier. 

The highest-priced group picked 
up 3.3 percent on 4,605 assemblies 
last week, compared with 3.1 per- 
cent on 3,536 units the previous 
week. 
+” oF * 

(COGEERCIA-CAR output last 

week totalled an estimated 
21,819 units, compared with 17,077 
trucks turned out a week earlier, 
and 11,391 commercial vehicles 
built during the week ended Dec, 
5 a year ago. 

Truck production for Novem- 
ber was estimated at 89,161 units, 
compared with 78,825 assemblies 
in October and 49,305 trucks 
built in November of last year. 
Canadian manufacturers turned 
out an estimated 8,376 cars and 
trucks last week, compared with 
8,095 vehicles produced a week ear- 
lier, and 3,532 cars and trucks 
turned out during the comparable 
week a year ago. 

A breakdown of Canadian opera- 
tions showed. the makers turning 
out. 7,210 cars and 1,166 trucks last 
week, compared with 7,049 cars and 
1,045 trucks produced a week ear- 
lier, 





60s Continue to Split Ad Punch 


NCREASED attention to ’61 

models wag cropping up in deal- 

er advertising last week, but the 

slowly diminishing sto¢kpile of '60s 

was still not suffering from any 
neglect. % 

An Automotive News survey came 
up with the conclusion that the '60s 
and’ ’6%s were getting a “separate 
but equal” treatment in most major 
mark 

Th titude extende 
mereh andising of ‘var 


Inside ‘A 


even to 
logk- 








Factory-pr 





utomotive News 


Need for nore power boosts diesels, Page 16. - 
qctices laws revitalized, Page 3. 
Recession or what? Page 10. 

Auto show roundup, Page 6. 

Air conditioning the compacts, Page 23. 


alike models on showroom floors. 
A Dodge-and-Plymouth retailer 
in California was including ’61 
Valiants in his ’60 inventory at 
the Plymouth showroom, while 
billing the ’61 Lancers as “ad- 
vanced Valiants” on sale in both 
Dodge and Plymouth locations. 
In San Antonio, O. R. Mitchell 
Motors (Dodge) advertised a '61 
Lancer for $1,485 “total difference 
with your ’54 model in good condi- 
tion.” A ‘61 Dart was offered on 














the same basis for a $1,685 “dif- 


ference.” 
* ok + 


KNOXVILLE (Tenn.) Rambler- 

import dealer offered these 
prices: 61 Rambler American, 
$1,845; ’°61 Metropolitan, $1,545, and 
’61 MGA, $2,444. The advertiser, Jim 
Clayton Motors, Inc., also handles 
British Motor, Volvo, Jaguar, Tri- 
umph, Alfa Romeo and Citroen. 

Ford Dealers of Metropolitan De- 
troit used a half-page, three-cdlumn 
display ad to pitch “final clearance” 
of 389 Galaxies, 252. Thunderbirds, 
133 station wagons, 201 Faleons, 
271 Fairlanes and 331 Fairlane 500s. 

“Lower downpayments, « lower 
monthly payments than on ’61 
models” was emphasized in. the 
Detroit Ford-ad. 

A '61 Tempest for $2,253 wag of- 
fered by Caskey Pontiac Co., Pa- 
ducah, Ky. 

Fort Sumter Chevrolet Co.; Char- 
leston, S. C,, staged a 60-hour ‘sale 
for 125 '61s and 28 listed '60s, in- 

(Continued on Page 4, Gol, 1) 
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10-Day Record Set by Ford Luxury Compact oR 


Buick, T-Bird Report Sales Gains 


DETROIT. — Impressive sales 
gains for Buick and Thunderbird 
were announced last week. 

Edward D. Rollert, Buick gen- 
eral manager, reported that deal- 
ers delivered nearly 32,000 units in 
the 30 days prior to Nov. 25, the 
biggest single 30-day period since 
December, 1958. 

The Ford Division said Thunder- 
bird sales in the Nov. 11-20 period 
set a new 10-day record, totalling 
3,675 units. 

In the best previous comparable 
period, the last 10 days of April, 
1960, dealers delivered 2,965 vehicles, 
the company added. 

Although final figures were un- 
available, the division said total 
November sales probably would ex- 
ceed the previous monthly high of 
8,086, which was established in 
May, 1960. 

Buick sales in the second 10 
days of November totalled 10,003, 
Rollert said, compared with 9,678 
in the second 10 days of October 
and 11,129 in the first 10 days of 
November. 

It was the third consecutive 10- 
day period in which retail sales ex- 
ceeded 10,000 units, he added. 

Rollert said retail sales for the 
previous 30-day period totalled 31,- 
923 units, while the previous high 
for any similar period wag 34,182 in 
December two years ago. 

Thunderbird’s Nov. 11-20 sales 
topped the first 10-day total of 1,292 
by 184 percent, the division said, 
and were 52 percent higher than 
those in the first 10 days following 
new-model introduction in 1959. 

The daily sales rate of 459 in 
the second 10 days of November 

also set a record, the firm con- 
tinued, exceeding the previous 


high of 353 by 30 percent. The old 

mark was established in June, 

1959. 

The division also reported a two- 
month backlog of orders. 

Retail deliveries by Lincoln-Mer- 
cury-Comet dealers in the second 
10 days of November totalled 10,598, 
an increase of 90 over the first 10 
days of the month, the division re- 
ported. 

Lincoln Continental sales jumped 
from 132 to 652, but were less than 
half the 1,330 units delivered in the 
comparable period a year ago. 
However, last year’s mark was 
achieved during the new-model in- 
troduction period, the company 
said. 

Mercury sales in the current pe- 





























































Chrysler Divisions 
Promote Noble, 


Noonan, Schuster 


DETROIT.—Three major ap- 
pointments were announced last 
week by Plymouth, Dodge and the 
Chrysler-Imperial Division. 





Cc, P. Noonan H. L, Schuster 

Stephen L. Noble was named 
Plymouth dealer relations director, 
succeeding Paul 
Herpolsheimer jr. 
The latter has 
been assigned to 
the Chrysler 
Corp. sales staff. 

Noble, who has 
been with Chrys- 
ler since 1946, 
had been South- 
ern area director, 
corporate sales 
staff. 

Charles P. 
Noonan was appointed director of 
sales promotion for Dodge cars and 
trucks, a new position. W. D. 
Moore, who previously headed ad- 
vertising and sales-promotion ac- 
tivities, will continue as advertising 
director. 

Noonan had been director of 
sales development for the corpora- 
tion’s sales divisions group. 

Henry L. Schuster, former Mid- 
west area director for Chrysler Mo- 
tors Corp., was named assistant 
general sales Manager of the 
Chrysler-Imperia] Division, He will 
have a major role in the direction 
of the field organization, the com- 
pany said. 





Dealer Rewards 
Faithful Aides 
With $1,000 Gifts 


NORFOLK, Va. — How does an 
automobile dealer show his appre- 
ciation to employes for long and 
valuable service? 

Irving B. Kline, president of Kline 
Chevrolet Sales Corp. here, sur- 
prised three of his veteran employes 
with checks for $1,000. 

Kline invited 10 of his employes 
to his home on Lynnhaven Bay for 
a barbecue supper. The highlight 
was when he presented $1,000 
checks to Arthur Elliott, Archie C. 
Luck and E. L. Toxey. He also an- 
nounced that E. B. Henries, who 
was present, will receive $1,000 
when he completes 20 years in July. 

“I adopted a slogan of courtesy 
and fairness when I started in the 
business 35 years ago,” Kline re- 
called. “I’ve tried to maintain those 
principles with both employe and 
customer.” 

Six of the employes attending 
have worked for Kline for more 
than 30 years and have already re- 
ceived gifts of either $1,000 or an 
automobile. 





S. L. Noble 





Ford Parts Meeting 
DEARBORN. — Ford Division 
management officials met last week 
with members of the Ford National 
Parts Managers’ Council to discuss 
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Business Barometer 


Automotive News Economic Index — 


95.9 Percent of Last Week 
109.1 Percent of Like Week Last Year 


(Dec. 5, 1960) 


riod were 4,492, up 20 over the first 
10 days, but under the 5,512 deliver- 
ies in the like period a year ago. 
Comet sales were down from 
5,904 units in the first 10 days of 
the month to 5,454, the company 
said. 
In the first 20 days of November, 
Chrysler dealers reportedly sold 
4,900 units, compared with 3,743 in 


the like period last year. Imperial]. 


deliveries totalled 1,200, compared 
with 1,502 in 1052. 

In the second 10-day period, 2,275 
Chryslers and 525 Imperials were 
delivered, compared with 2,022 and 
807 in the like periods a year ago. 

Total Chrysler Division sales for 
the first 20 days were placed at 6,100, 
compared with 5,245 a year ago. 

Rambler sales in the mid-month 
period totalled 10,579, compared 
with 12,294 a year ago, according to 
reports. However, deliveries report- 
edly were up 15 percent over those 
in the first 10 days. 

Studebaker sales dropped from 
3,214 units a year ago to 2,245, a 
decline of 31 percent, it was re- 
ported. But the mid-month deliver- 
ies were 8 percent higher than 
those in the initial period, one 
source said. 





Dealers Plan Auto Show— 


Details of the second annual Fort Worth 
Auto Show are being worked out by these 
committeemen from the New Car Dealers 
Assn. of Greater Fort Worth. Standing, 
from left, are Basil S. Roper (Ford), Bob 
Campbell (Oldsmobile), Paul O. Ridings, 


association executive secretary. Seated: 
Jack K. Williams (Chevrolet) and Sam W. 
Fleming (Lincoln-Mercury), association pres- 
ident. The Fort Worth Star-Telegram and 
NCDA are cosponsoring the 1961 annual 
event which will be held Jan. 8-10 in the 
Will Rogers Exhibits Building. 


Chrysler Case Law Suits 
Keeping Courts Busy 


DETROIT.—The many law suits 
related to the conflict-of-interest 
case at Chrysler Corp. continue to 
produce considerable court activity, 
although none of the cases appears 
to be nearing a climax. 

As best as can be determined, 
here is the present status of each 
of the major cases: 

1. A New York stockholder, Rob- 
ert Markewich, filed a damage suit 
and asked for permission to ex- 
amine Chrysler officials to draw up 
more detailed charges. A New York 
court has ruled that the “virtually 
unlimited inquisition” of Chrysler 
officials is not justified. 

2. Sol A. Dann, Detroit attorney 
and chief critic of Chrysler man- 
agement, and his supporters filed a 
suit in Delaware asking that a re- 
ceiver be appointed to oversee 
Chrysler operations. . 

Chrysler lawyers questioned 
Dann in a deposition hearing and 
both sides are now seeking addi- 
tional information. The Dann 
group seeks records and docu- 
ments on Chrysler operations 
while the company seeks the 
names of those who have furnish- 
ed Dann with information. 

3. The Dann group also asked a 
Delaware court to grant access to 
the list of Chrysler stockholders. 
The action has moved slowly and 
it may be 1961 before final papers 
have been filed. 

4. A federal court suit was filed 
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in New York by the Dann group, 
attacking pension and stock options 
programs for certain Chrysler offi- 
cials. Chrysler lawyers are seeking 
a chance to question Dann on the 
suit and that hearing may come 
|later this month. 

5. Chrysler filed a $30 million libel 
and slander suit against Dann in 
Michigan courts. Dann has filed a 
motion asking that the suit be dis- 
missed but action on the motion is 
not expected until March. 

6. Chrysler has also sued Ben 
Stone, seeking the profits he 
made in two Chrysler supplier 
firms. 

Stone’s lawyers asked for dis- 
missal of the case on the grounds 
that Chrysler had not shown a 
cause for action. There may be 
some action on that motion this 
week. 

7. Almost two years ago, Metro- 
politan Convoy Co. filed a $2.2-mil- 
lion damage suit against Chrysler 
in a Delaware court, The Pennsyl- 
vania haulaway firm attacked the 
way Chrysler took business from 
Metropolitan and assigned it to 
other carriers, Some of the charges 
later became parts of other suits 
against Chrysler in the conflict of 
interest matter. 

Action on the suit has been slow. 
Meanwhile, Metropolitan has sued 
Chrysler in the Federal Court in 
Delaware, The suit is much the 
same as the case in the state court 
but requests damages of $1.8 mil- 
lion. The suit was filed in mid- 
November and there has been no 
real action on it yet. 

Meanwhile, questions have been 
raised about the way Chrysler 
billed its dealers for cars on 
shipments made before introduc- 
tion time this fall. 

It was implied that Chrysler was 
able to show a profit in the third 
quarter because the company 
charged dealers more for ’61s in the 
preintroduction period than it had 
been charging for ’60s, although 
prices on ’61s were not generally 
above those on the ’60s, 

Dealers and the company said the 
billing procedure was ,customary 
and is used by other auto compa- 
nies. The new models shipped be- 
fore the introduction date are bill- 
ed at a figure above that charged 
for the previous year’s cars. 

If there is a price increase on 
the new models, it comes out of 
this additional charge. Mean- 
while, no one knows the prices of 
the new models until they are re- 
leased near introduction day. 


Dealers get a credit for any over- 
charge paid on the new. models. It 
is customary to apply’'this credit 
toward any debt a dealer has for 
parts already shipped and then re- 
turn any amount not used to the 
dealer. 





AMC Realigns 
Corporate Setup; 
Abernethy Upped 


DETROIT. — American Motors 
last week realigned its corporate 
structure, doing away with the 
former divisions, and elevated 
Roy Abernethy to 
the rank of ex- 
ecutive vice-pres- 
ident. 

In his new post, 
Abernethy will be 
in charge of dis- 
tribution and 
marketing of all 
AMC autos and 
appliances. He 
formerly directed 
those activities 
for the automo- 
tive division. 

Roy D. Chapin jr., former head 
of the automotive division, takes 
charge of al] fiscal and interna- 
tional operations in both the auto- 
motive and appliance fields. 

Bernard A. Chapman, former 
head of the appliance division, 
takes over direction of manufac- 
turing, engineering, styling and 
procurement operations for both 
the automotive and appliance 
lines. 

Abernethy was elected a director 
of the company. Chapin and Chap- 
man continue as executive vice- 
presidents and directors. 

President George Romney an- 
nounced the changes and said they 
were made “to effect maximum use 
of special talents and to prepare 
for more intense activities in sev- 
eral fields.” 

Other executive changes included: 

John W. Raisbeck, from assist- 
ant to the president to vice-presi- 
dent in charge of sales operations. 

Richard T. Purdy, treasurer, and 
Donald P. Else, comptroller, retain 
their present positions and were 
elected vice-presidents of the cor- 
poration. 

Homer L. Travis, appliance sales 
vice-president, was placed in charge 
of domestic appliance sales. 

Joseph W. Eskridge, vice-presi- 
dent and general manager of the 
special products division, remains 
in charge of defense production and 
takes charge of future product de- 
velopment for all lines, including 
cars and appliances. He also heads 
the company’s acquisition commit- 
tee. 

Romney also named a top policy 
committee for the corporation. He 
will serve as chairman. 

Other members are Abernethy; 
Chanin; Chapman; Edward L. 
Cushman, vice-president; Richard 
E. Cross, a director and a member 
of the corporate counsel, and John 
L. Brown jr., corporate secretary. 
Brown will serve as secretary of 
the committee. 

* 


AMC Profit Dips 
On Record Sales 


$48 Million Netted 
For the Fiscal Year 


DETROIT.—American Motors re- 
ported record sales but lower earn- 
ings for the fiscal year ended Sept. 
30. 

Sales in the year just ended 
reached $1,057,716,477, compared 
to sales of $869,849,704 in the pre- 
vious fiscal year. It was the first 
fiscal year in which sales topped 
the $1-billion mark and repre- 
sented a gain of 22 percent from 
the previous year’s total. 

Profit for the year was $48,243,361, 
compared with $60,045,760 in the 
previous fiscal year. 

AMC’s profit before taxes in the 
most recent year was actually 


higher than the like figure for the 
(Continued on Page 44, Col. 3) 





Roy Abernethy 


Desalter Sener Keller 


DETROIT.—K. T. Keller, former 
president and chairman of Chrysler 
Corp., was honored on his 75th 
birthday at a luncheon attended by 
150 of Detroit’s business and civic 
leaders. Among those at the lunch- 
eon were Officials of the other auto 
companies that Keller battled in the 
marketplace in the years before his 
retirement at Chrysler in 1956. 
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Dealer Forum 


by Robert M. Finlay 


UT north Woodward Ave. from 

Detroit there is an unusual 
community where the students of 
local phenomena forecast the fu- 
ture_of the auto business by the 
number of new cars that show up 
in town at new-model time, The 
community is Birmingham, Mich., 
an area of ostentatious spending 
but dubious credit, since for every 
well-to-do auto executive in the 
area (which includes Bloomfield 
Hills), there are 10 who haven't 
made it yet, but who feel com- 
pelled to spend as if they had. 

But whatever else you say 
about the natives, they buy cars 
fast and often—as a rule, This 
fall they didn’t. 

Looks like a rough winter. 

Incidentally, a local merchant 
gives this picture of a not-so-solid 
Birmingham citizen: 

He buys his wife a $125 dress 
from you like it were nothing, and 
it probably isn’t, for chances are 
you'll see little of the dough, A 
year later you get a notice that 
the customer is consolidating his 
debts, and you are down for $5 a 
month from then on. Next evening 
you may see him slightly loaded at 
a high-class restaurant. He’ll bland- 
ly offer to buy you a drink, This 
is the gay life of Birmingham. 

* co * 


To Bury a Head 


C IS NOT my purpose to spread 
gloom. I’ve read the story of 
the happy owner of the hamburger 
stand who was doing fine until his 
son went to college and found out 
there was a depression. 

Yet I’ve watched with wonder as 
the word is spread via a so-called 
confidential newsletter (which is- 
sues press releases on the most 
important news it gathers) that 
new-car sales are booming. The 
same newspapers which carry the 
bright sales reports also carry what 


Milner Purchases 


Ryder Rental Cars 


MIAMI.—Ryder System, Inc., has 
sold 215 cars and a number of auto- 
rental locations in three Southern 
cities to Dumas Milner, Southwest 
Chevrolet dealer and financier, ac- 
cording to James A. Ryder, presi- 
dent of the Miami-based leasing 
and common carrier firm. 


The rental locations are in 
Miami, New Orleans and Jackson, 
Miss. Ryder said his firm will con- 
centrate on long-term auto leasing 
rather than car rentals. He added 
that the company will dispose of 
additional cars and locations in 
Atlanta, Nashville and Birming- 
ham, Ala. 

It also has been reported that 
Milner is negotiating for the pur- 
chase of Abraham Chevrolet here. 
Last year Abraham said it sold 
2,871 new cars. The reported ask- 
ing price is $250,000. 
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are represented to be clearance ads 
on 1960 models—two months after 
introduction of the ’61s. 

This is like burying your head 
in the sand along with the 10- 
day factory sales reports. Almost 
every dealer on the firing line 
tells a different sales story. 

The records lie, for last year 
sales were curtailed by a steel 
strike, and this year the figures are 
bolstered by cut-rate sales on the 
huge carryover of 1960 models. 

+ * * 


How It Works 


N THE surface, this doesn’t 

sound so bad. There always is 
a carryover. But this year there 
was an unusually large carryover. 
And take a specific case. 

“So,” says a leading dealer, ‘this 
guy comes in to look at a new 
model, and he likes it. But he has 
a price on a ’60 from a dealer down 
the street. And the price is for 
$300 less than the car cost the 
dealer during the regular season. 

“Sure, the factory is helping to 
stand the rap, but how are we 
going to sell ’6lg at any kind of 
a profit against such price cut- 
ting on the ’60s?” 

In one way, it is easy to see how 
newspapers spread so much misin- 
formation about the current new- 
car sales situation, Newspapermen 
reason: Who is in a better position 
to know what is going on with 
new-car sales than the auto facto- 
ries, with their reports from whole- 
sale personnel and dealers all over 
the country? 

Who, indeed? 

But what they forget is that 
factories are dedicated to promot- 
ing their business, and their bus- 
inéss ig not the dissemination of 
news. 

And there is a tendency on the 
part of some newspapers to re- 
member that they are in the busi- 
ness of making money (and good 
news helps set the stage for mak- 
ing money)—and to forget that 
they are also in the business of 
reporting the news—whether it be 
favorable or unfavorable. * 

The truth will catch up with 
them in time. In a month or so 
they will discover all is not rosy 
on the showroom floor. 

But will they remember which 
glass they were looking through 
when they were smelling the roses? 


Title Law Gets 
New Push in Ga. 
From Legislators 


ATLANTA, Ga.—aAccording to 
Rep. Taylor Phillips, a member of 
the Bibb: County legislative dele- 
gation, a special House committee 
will recommend that the General 
Assembly pass an auto title regis- 
tration law to help prevent Georgia 
from being a dumping ground for 
stolen cars in the South. 


Phillips said the House Motor Ve- 
hicle Study Committee will not 
recommend a particular registration 
bill “due to the complexity of the 
problem” but would urge one be 
adopted. 

However, Director Murray Chap- 
pell of the state motor vehicle license 
division urged adoption of the uni- 
form title registration bill now in 
operation in several states. 

Rep. Phillips, secretary, said the 
House study committee will recom- 
mend that the General Assembly: 

1. Pass a law providing for five- 
year automobile tags. 

2. Not pass a law requiring com- 
pulsory automobile liability insur- 
ance for every driver. 

Phillips went on to say that his 
group could not agree on whether 
to require a re-examination of driv- 
ers for licenses every five years, or 
for annual safety inspections of 
automobiles. ; 





State Curbs on Factory Practices 


OUTLAWED ACTS 
OF MANUFACTURERS 


Coercion or attempted coer- _ 
cion of dealers to accept un- 
ordered goods 

Unfair threats to cancel 
dealers 

Unfair franchise cancella- 
tions 

Unfair nonrenewals or termi- 
nations of franchises 
Misrepresentation in 
advertising 

Failure to deliver within 60 
days new vehicles advertised 
“immediate delivery” 

Unfair methods of 
competition 

Not using transportation 
chosen by dealer 

Unfairly cancelling 
distributor 

Coercing dealers 

to pay for ads 

Prohibiting requiring certain 
type of building 
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Curbs on Factories 
Given Shot in Arm 


By Maynard M. Gordon 
News Editor 
os laws governing factory 
conduct towards franchised 
dealers have received a revitaliz- 
ing shot from the United States 
Supreme Court. 

By refusing to upset the strin- 
gent Tennessee law, the Supreme 
Court has swept away a cloud 
of uncertainty which had left the 
18 state regulations largely unen- 
forceable. 

The Tennessee case, pressed hard 
by Ford with aid from Chrysler 
Corp. and General Motors, was the 
first to reach the highest U. S. 
court. The Tennessee Supreme 
Court had found the state’s law 
constitutional, and the U. S. Su- 
preme Court summarily dismissed 
Ford’s appeal from the Tennessee 
ruling. 

* * * 

PENDING a U. S. Supreme Court 

determination on state factory- 
practices laws, dealer associations 
in many non-contro] states had de- 
clined to ask their legislatures for 
similar enactments, The Court’s 
implied affirmation of the state 
regulations is expected to pave the 
way for a rash of proposals across 
the country at legislative sessions 
next year. 

According to attorneys and state 
association managers, state laws 
would be more desirable from a 
dealer-protective level than the 
Federal good-faith law for three 
reasons: 

1. The model Tennessee and 
Wisconsin laws, both of which 
have now been upheld by their 
supreme courts, are more asser- 
tive and restrictive than the Fed- 
eral law. 

2. There is more loca! control 
over factory-dealer practices. All- 
dealer licensing commissions ad- 
judicate violations in five states— 
Arkansas, Louisiana, Nebraska, 
Oklahoma and Tennessee. 

3. Factories have won most cases 
under the federal law so’far, and a 
constitutionality test is still to come 
before a Circuit Court of Appeals, 
much less the U. S, Supreme Court. 

* * * 


Ww were the factories so con- 
cerned about the Tennessee 
aw 


Early press reports on the U. S. 
Supreme Court’s action mistakenly 
placed emphasis on that portion of 
the Tennessee law which makes it 
possible to deny a factory its oper- 
ating license in the Volunteer State 
for any proof of violation. 

Such a possibility igs embodied 
in the law, just as the Tennessee 
Motor Vehicle Commission may 
withhold or revoke a dealer's li- 
cense. But the issue of keeping 
Ford from selling cars to Tennessee 





dealers, never was raised, and, deal- 
ers believe, never will be, 

What Ford and its friendly 
competitors were primarily agi- 
tating against in the Tennessee 
case were clauses designed to pro- 
tect franchised dealers from can- 
cellations, terminations or nonre- 
newals “without due regard to 
the equities of said dealer” and 
“without just provocation.” 


These qualifications are “vague 


Holmes Ford Outlet Sold 


After 37-Year Operation 


BATTLE CREEK, Mich.—Holmes 
Motor Sales, Inc. (Ford), a car 
and truck dealership here since 
1923, has been sold to George O. 
Kimball, Ben- 
ton Harbor, and 
associates, ac- 
cording to David 
N. Holmes, vice- 
president and 
half owner of 
Holmes Motor 
Sales. 

Holmes, former 
president of the 
Battle Creek Au- 
tomobile Dealers ‘ 
Assn, and the D. N. Holmes 
Michigan Automobile Dealers Assn. 
and an ex-director of the National 
Automobile Dealers Assn., said he 
is leaving automotive sales to de- 
vote his time to other business in- 
terests. 


On the 





Afouse .. . 


oo“ ——_—- 








and uncertain” and leave clarifica- 
tion to a body composed entirely of 
dealers, Ford charged. 
F * * * 

N EFFECT, the factories were 

fighting for their right to con- 
tract as they pleased and to get rid 
of unsatisfactory or inefficient deal- 
ers as they pleased. 

“It seems to us,” Tennessee Su- 
preme Court Justice Hamilton S. 
Burnett wrote, “that the applica- 
tion of these terms objected to can 
be fairly administered by the com- 
mission in applying the ordinary 
meaning of such terms to them.” 

However, in upholding the Ten- 
nessee law as constitutional, Jus- 
tice Burnett did agree with Ford 
that the statute went too far in 
forbidding auto producers from 
“inducing” dealers to commit 
acts. 

Factories can be stopped from 
“coercion” but not from “induce- 
ment,” he explained, on the grounds 
that “inducement clearly means the 
art of selling” and thus raises a 
question of legal constitutionality. 

Justice Burnett also ruled uncon- 
stitutional a section forbidding the 
factories from letting dealers 
choose new-vehicle transportation 
facilities. 2 


| FORD’S case, the Tennessee 
dealer whom it sought to sever 
was Cocke County Motor Co., New- 
port. Cocke County Motor’s status 
now will have to be decided by the 
Motor Vehicle Commission, if Ford 
still wants to drop the franchise. 
Cocke County has continued to sell 
Ford products while the controlling 
law has undergone its court test. 
Justice Burnett struck down 
Ford’s attack on the all-dealer com- 
plexion of the commission by de- 
claring that all Tennessee regula- 
tory boards are made up of mem- 
(Continued on Page 8, Col, 3) 


Are you innocently involved in a price-fixing 


agreement, at the behest of your factory or other- 
wise? Indiana association points to one factory’s 


efforts to get its 


dealers to sell one model at a set 


price; warns dealers to look out or they may face 


anti-trust penalties . 


. . October net profit was $69 


per new vehicle sold by Chicago-area dealer group; 
in same month last year it was $72... All dealer 
associations in California are now working as a 
team on state legislative matters; have hired Los 
Angeles attorney Kent Redwine to represent them 


Wemhoft 


at Sacramento... 
Herb Galles, former NADA president, reports to 


his New Mezxico colleagues that (1) it doesn’t look too good for 
passage of legislation on territory security; (2) NADA is looking 
into the factories’ increase in freight charges; (3) he is hopeful 
that NADA will push through the new salesmen training program 
... North Dakota, Wyoming and New Mezico are studying Sunday- 


closing legislation .. . 


Dave Castles, former NADA president, is celebrating his 5ist year 
with Buick, 11 in wholesale and 40 as dealer . .. Dealers Bob Odegard 
and Ron Everson were elected state representatives in Minnesota; 
the following dealers and former dealers were elected in Iowa: Bill 
Mooty (Ford), lieutenant governor; Carroll Price (Olds) and Cliff 


Nystrom (Chrysler), state senators 





; George Rapson, Vern Lisle, and 
A. L. Mensing, state representatives. ‘ 


—Pete Wemuorr, Editor, 
Automotive News 
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Used-Car Buyers Unenchanted .. . 


Later Compacts Sticky on Lots 


(Continued from Page 1) 


get them,” reports the other school | Ford dealership.) | 


of thought. 

The manager of one lot, re- 
porting he sells 15 used standards 
for every used compact, said, 
“There are not too many com- 
pacts around and they are not a 
fast seller when we have them 
on the lot. Our buyers don’t hunt 
for them because they don’t move 
too well.” 

He quoted average retail prices 
of $1,495 on Falcon and Rambler 
(“A pretty good piece”), $1,395 on 
Valiant and $1,295 on Corvair. 

He added that perhaps price, 
rather than the car itself, tends to 
soften the used-compact market. 

“We find it difficult to sell any- 
thing above $1,000,” he said, “and 
we can’t move Chrysler products at 


all.” (His lot is identified with a 


* 
ANoTum dealer, terming used- 


compact business “real good,” 
said, “They don’t sit, they move.” 





Chrysler Car Shipments 
Hit Million for Year 


DET ROIT.—Chrysler Corp.’s 
United States and Canadian car 
assembly plant last week hit the 
one million mark in shipments 
during 1960. 

With one million cars shipped 
through last Tuesday (Nov. 28), 
Chrysler surpassed the total car 
shipments from plants in the two 
countries for all of 1958 or 1959. 
The last time the corporation 
reached the one million level.in a 
single year was 1957. 





1960 Models Continue 
To Get Ad Spotlight 


(Continued from Page 1) 


cluding seven Biscaynes, 10 Bel 
Airs and six Impalas. A ’61 Corvair 
was billed at $1,699 cash price. 

* * + 


= CAMDEN, N. J., a $1 accessory 
sale was featured on '61 Plym- 
ouths. Virginian Ford, Lynchburg, 
Va., offered savings “up to $650” 
on a remaining supply of seven ’60 
Fairlanes and Galaxies. 

Summers-Herrman (Ford), Louis- 
ville was pushing ’61s with a $1,795 
“balance” on a Fairlane two-door 
and $1,595 “balance” on a Falcon. 

The following Rambler prices 
were quoted in Cincinnati ads: 
Classic wagon, $2,095; Classic sedan, 
$1,948; Metropolitan, $1,595. 

Los Angeles Hillman dealers were 
advertising a $1,399 price on their 


two-door wagon. 
* * 


Cleveland Dealers Open 


Drive on ‘Unworthy’ Ads 
eee campaign to 
clean up false and misleading 
advertising in the Cleveland area 
has been launched by the Cleveland 
Automobile Dealers Assn. 

In a resolution adopted unani- 
mously by members, the associa- 
tion called for the cooperation of 
dealers, advertising agencies and 
media in correcting “unworthy 
advertising practices.” 

These groups and the Cleveland 
Better Business Bureau were urged 
“to take specific action to restore 


Dodge Dealers Meet with Factory Officials— 


and then maintain public con- 
fidence and believability in all ad- 
vertising upon which the American 
people have come to depend for the 
comfort, well-being and ever-grow- 
ing standard of living.” 

* * * 


Ts resolution noted that only a 
few dealers were guilty of “un- 
worthy” ad practices. 

It said the “minority have re- 
sorted to false, misleading, ab- 
surd and silly advertising in these 
mediums to a degree that public 
acceptance has been impaired not 
only in automobile advertising but 
has seriously affected the believ- 
ability of all advertising and will, 
if continued, destroy public opin- 
ion and confidence in all automo- 
bile dealers.” 

In urging immediate action, Clif- 
ford Houser, CADA president, said 
the city’s dealers spend several 
million dollars annually in all 
media, and should be protected 
against “the unscrupulous, unethi- 
cal, as well as half-truthful and 
ridiculous ad practices of the few.” 


VW Dealer Elected 


TWIN FALLS, Id.—Wes McKen- 
zie, co-owner of McKenzie Motors 
(Volkswagen), has been elected 
president of the Twin Falls Auto 
Dealers’ Assn. McKenzie has oper- 
ated his agency for one year in 
Twin Falls. 








He quoted average retail prices on 
his lot of $1,595 for stick Falcons 
and $1,695 with automatic. Valiants, 
he said, tented toward lower levels 
unless “loaded,” when they could 
fetch $1,695. 

He handles few Ramblers, ex- 
plaining: “Everybody tells you 
how good the Rambler sells, but 
out of the 2,100 used cars I’ve 
moved so far this year, there 
haven’t been more than a half- 
dozen Ramblers. 

“The used-Rambler buyer likes to 
go to the Rambler dealer,” he said. 

“Corvair? They’re really cold. I 
haven’t had one for a month, If we 
can wholesale them at $1,300, we 

get rid of them right away.” 

The used-car manager of a Chev- 
rolet dealership said he had han- 
dled no compact outside Rambler 
and Corvair. 

+ * ke 
E’VE taken in only a couple 
of Corvairs,” he said, “and we 
sold them before we could put them 
on the lot or advertise them, at 
$1,695. 

“We'd like to have more, al- 
though there aren't really many 
requests for a compact on this 
lot.” 

He explained that most buyers 
inquire only about merchandise 
that is on view on the lot. No com- 
pacts, no inquiries. 

Still another dealer reported han- 
dling a trickle of Falcons, at about 
$1,650 retail, with no experience at 
all with Corvair or Valiant, The 
“profit structure,” he said, was 
about the same as on a standard 
car of corresponding price. 

Several dealers expressed doubts 
that compacts can be accurately 
tested as used-car merchandise in 
the current market simply because 

demand is so soft. 





Steel Wages Go Up 
But Prices Hold Line 


PITTSBURGH.—Steel wages 
went up from 7 to 13 cents an 
hour last week but major steel 
companies indicated they plan- 
ned no immediate increase in 
prices. A survey showed that the 
depressed state of the steel in- 
dustry had discouraged any im- 
mediate move to offset higher 
labor costs by higher steel prices. 

However, industry spokesmen 
gave no assurance that prices 
would remain stable if the steel 
market improved. The latest wage 
increase represents the second 
round of benefits for the steel- 
workers under the 30-month con- 
tract that ended the 116-day steel 
strike last January. 





Plans for an intensive sales program for 1961 and election of new officers were the principal items of business at the annual 
three-day meeting of the Dodge Dealer Advisory Conference's National Committee in Detroit. John H. Lander, Atlanta, was re- 
elected committee chairman for a third year, while Frank Collord, Waterloo, la., was reelected vice-chairman. From left, firs! 
row, are John B. Naughton, Dodge general sales manager; J. R. Wegge, Pasadena, Calif.; John Drew, Sacramento, Calif.; Byron 
J. Nichols, Dodge general manager; Lander; Collord; Mike Rendaci, Clinton, Ind., and Wilbur Hawkins, Randolph, Mass. Second 
row: Charles Isbell, Kirkwood, Mo.; W. B. Scott, Charlotte, N. C.; R. W. Marberger, Norristown, Pa.; Jess Myers, Covina, Calif.;} salesmen voted 2-to-1 @ainst the 


John White, Mineola, N. Y.; Frank Elliott, Bedford, O.; John Geringer, Tracy, Calif.; George Tunis, Freeport, N. Y., and Fred M. | union. 


Sutter, Columbus, Ind. Third row: L. J. Ouellette, Dodge dealer relations director; W. H. Edwards, Aberdeen, S. D.; B. J. Clark, 
Lawrence, Kans.; H. E. Johnson, Youngstown, O.; Harold Walsh, Everett, Wash.; D. T. Roney, Detroit; L. D. Eversole, La Crosse, Wis.; 
R. H. Craig, Albany; P. H. McNulty, Pine Bluff, Ark., and G. C. Dowell, Lubbock, Tex. 

















Cincinnati Dealers Elect Leaders— 


G. G. Russell, right (Studebaker), has been elected president of the Cincinnati Auto- 
mobile Dealers Assn. for 1961. Other officers are, from left, Charles G. Ackerman 
(Chevrolet), vice-president; Erdie Turner, secretary, and Clifford Jacobs (Plymouth), 


treasurer. 


Nearly All Elections Lost .. . 


Salesmen Rebuff Unions 





(Continued from Page 1) 


some 3,000 Detroit area salesmen 
by organizing them, the various line 
associations set up “minimum 
standards relating to new and used- 
car salesmen” for their members to 
follow. 

The “minimum standards” rec- 
ommended by the associations 
were designed to match most of 
the goals announced by the two 
unions, 

These included paid vacations, 
minimum commissions and monthly 

draws, demonstrator programs, 
shorter work weeks, group insur- 
ance and regulations of house 
deals. 

As a result of the associations’ 
new programs, the Guild, after fil- 
ing 31 election petitions with the 
NLRB, has lost 10 of 12 elections 
and has withdrawn from another. 

Teamsters Local 376 has man- 
aged to win one election after los- 
ing 18 straight. The local has filed 
71 petitions with the NLRB, but 
most observers fee] that the Team- 
ster drive is on the verge of col- 
lapsing. 

cd a * 

N BOISE, the first of two meet- 

ings called by the Retail Clerks 
Union attracted only 30 salesmen 
out of the number eligible to join. 
A second meeting drew even fewer 
salesmen. 

Following the first meeting, one 
salesman who attended took back 
his signed application because he 
was “disappointed with the looks 
of things.” 

A dealer who saw a copy of the 
contract offered to the salesmen 
during the meetings by the 
union’s organizer said that “it 
was a rough one.” 

Evidence of an attempt to sign 
service personnel was uncovered 
when a union organizer, believed 
to be a Teamsters representative, 
“approached” the foreman of a 
service department at a Boise deal- 
ership. 

“The campaign to organize our 
salesmen had one good effect, any- 
way,” said one dealer. “It brought 
the dealers together faster than 
anything else. 

“The quicker we get together on 
salesmen-relation procedures, 
hours, benefits and other things, 
the better off we will be.” 

* oo * 


Detroit Teamsters Win 
EANWHILE, Teamsters Local 
376 finally won election in De- 

troit last week when salesmen at 

Redford Rambler, Inc., voted 4-to-0 


to make the union their bargaining | 


agent. The Guild also was on the 
ballot but failed to get a vote. 


si This marks only the second time | 
|that the Teamsters loca] has won 
an election among salesmen in De- 


troit. A little more than a year ago, 
the local gained the right to repre- 
sent salesmen at the Cadillac 
branch office by one vote. The 
Guild’s latest setback came at Cam- 
pau Rambler, Inc., Detroit, when 


Dealerships in which salesmen 
voted against both the Teamsters 
and the guild include Funston 


Chevrolet Co., North Chevrolet Co. 
and Charlie Burke Pontiac, Ince. 
The Teamsters also lost at Mathews 
Cadillac, Inc., in Dearborn. 

In Fairmont, W. Va., the NLRB 
has ordered a representation elec- 
tion among shop personne] at An- 
thony Chevrolet Co. The workers 
will vote for or against District 50, 
United Mine Workers. 

In Washington, 84 shop employes 
at Cherner Shirlington voted 
against representation by three 
unions, the Teamsters, Machinists 
and United Mine Workers. 

ca . + 


Pay Hike for Auto Workers 


ON THE factory front, record 
high living costs reported by 
the government brought a two-cent 
hourly wage increase for more than 
a million auto and allied workers 
in Detroit and elsewhere, 

The plant workers affected in- 
clude 340,000 at General Motors 
Corp., 120,000 Ford Motor Co. and 
65,000 Chrysler Corp. 

In addition, 175,000 salaried em- 
ployes at the Big Three companies 
will receive comparable increases 
in cost-of-living allowances. 

The two-cent raise for auto 
workers will become effective in the 
first pay period this month, It will 
bring their total cost-of-living al- 
lowance to 17 cents an hour, 

The raises are based on the na- 
tional consumer price index com- 
piled by the Labor Department’s 
Bureau of Labor Statistics. 

Escalator clauses in labor con- 
tracts with the companies provide 
for a review of wages every three 
months, based on the rise or fall in 
the index. The latest index soared 
from 126.6 to 127.3 percent of the 
1947-49 average level of prices na- 
tionally. 









] . ill caliadlcudismaesiaino = 


At Show Opening— 


Among those who took part in the open- 
ing of the recent Philadelphia Auto Show 
Were, from left, Charles A. Bott, president, 
Philadelphia Automobile Trade Assn., and 
Walter E. Alessandroni, United States at- 
torney for Eastern District of Pennsylvania. 
Bott also was show chairman. 
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... helps us close deals in 
the showroom!” 


says B. H. BROTHERTON, General Manager, 
Schilling Motors, Inc., Lincoln-Mercury, 
Memphis, Tennessee 




























“Fast, efficient service after the deal has been 
phoned in and understanding treatment of our 
customers are the two big reasons why we are 
sold on the COMMERCIAL CREDIT PLAN. The co- 
operation of their local office helps us close deals 
while the customer is still in the showroom. And 

if, for some reason, the customer runs into 
financial difficulties later on, Commercial 

Credit does everything to work out his 

problem with him, without repossessing 

the car. To promote our time sales, we 
offer bonuses and other inducements 

to salesmen who close deals that 
include our house plan.” 


Commercial Credit dealers 
are successful dealers 





Write or call the nearest CommerctAL Crepir CorRPORATION 
office for complete information on the benefits of ComMERCIAL 
Crepit Pian. Why not do it, today? 


= =) A service offered in principal cities of the 
ROU Ta ee United States and Canada by subsidiaries 
rasta) a PLAN of Commercial Credit Company — Capital 
“i Hh ag and Surplus over $240,000,000. 








6 
UAW Talks Cited... 
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National Show Off 
Until 62 in Detroit 


(Continued from Page 1) 


event in the Motor City, Colbert 
said, 

This year’s 10-day show drew 
1,403,873 visitors, the largest attend- 
ance ever for an auto show. The 
last previous AMA show, held in 
New York’s Coliseum in 1956, was 
attended by only about 320,000 per- 
sons. 

Meanwhile, Boyce Tope, executive 
vice-president, Detroit Auto Dealers 
Assn., said the question of reviving 
the dealers’ show would be up to 
the DADA board of directors. 

The DADA had sponsored 47 
shows prior to bowing out in favor 
of the AMA event this year. 

+ a * 


W eather, Strike Hurt 


West Coast Shows 
TORMY weather and labor trou- 
bles were blamed as attendance 
fell below par at two West Coast 
auto shows. Two days of snow cut 
down the turnout at a third. 

Charles L. Elmendorf, execu- 

tive secretary of the Los Angeles 

Motor Car Dealers Assn., report- 
ed that attendance at the city’s 
38th annual International Auto- 
mobile Show was down by 4.2 
percent. 

“We feel that heavy rains early 
in the show and a bus strike the 
last five days hurt us considerably,” 
he said. “But the public and the 
dealers seemed pleased with the 
exhibits and the show’s results.” 

The 11-day show, the biggest ever 
staged on the West Coast, drew 
203,123 visitors, Elmendorf added, 
compared with 212,026 a year ago. 

Snow was a factor as attendance 
at the five-day Spokane show 
dropped 6.5 percent below the turn- 
out of 39,000 registered last year. 
This year’s exhibits were viewed 
by 36,500 persons. 

Richard W. Axtell, secretary of 
the sponsoring Spokane New Car 
Dealers Assn., said “dealers and 
sales personnel who worked the 
show were pleased with the selling 
results and the number of pros- 
pects lined up.” 


* * * 


N° ATTENDANCE figures were 
available for the five-day Port- 
land (Ore.) show, but the turnout 
was better than those in any com- 
parable five-day period since 1952, 
according to Howard J. Steib, man- 
ager of the sponsoring Automobile 
Dealers Assn. of Portland. 

“The show not only develop- 
ed more sales on the floor, but 
also a healthy prospect list,” he 
added. “The decision to reduce 
the number of days from 10 to 
five was a wise one.” 

He said several cars sold on the 
floor were removed from the show 


Trico Seeks End 
Of Anderson Suit 


BUFFALO.—Federal Judge John 
O. Henderson reserved decision on 
a motion to dismiss a $17 million 
patent infringement suit against 
Trico Products Corp., of Buffalo. 

The suit was brought by John W. 
Anderson, a Gary (Ind.) inventor, 
who claims Trico has infringed on 
the patent for a curved windshield 
wiper blade. The suit was tried here 
previously and was dismissed, but 
the Second Circuit Court of Appeals 
later ordered a new trial. 

Edward A. Haight, representing 
Trico, argued that the suit should 
be dismissed because Anderson did 
not fully disclose his manufacturing 
plans when he applied for the pat- 
ent. David L. Landy, Anderson's 
lawyer, replied that his client has 
complied with all the laws re- 
lating to disclosure of manufactur- 
ing plans. 

The arguments were made after 
the plaintiff’s case was rested. Pres- 
entation of Anderson’s case requir- 
ed 13 days of trial. 








area during the night to permit 
immediate delivery to the buyer. 

Snow on the first two days of 
the show had some effect on at- 
tendance, Steib said. The weather 
was so bad that State Police ad- 
vised against use of highways out- 
side the metropolitan area, he 
added. 

The show was held in Portland’s 
new $8 million “Palace of Glass” 
exhibits building, and many of the 
exhibits had been seen earlier at 
the National Automobile Show in 
Detroit, Steib said. 

The eight-day Pittsburgh show 
drew 101,089 visitors, according to 
Hartley R. Graham, secretary-man- 
ager, Pittsburgh Automobile Deal- 
ers Assn. A total of 101,314 attended 
last year. 

During the Pittsburgh and Los 
Angeles shows, Chrysler Corp. an- 
nounced that it was dropping the 
DeSoto line. The DeSoto exhibits 
were promptly removed from the 
two shows, 

* * a 4 
oe only new show opening this 
week is the International Auto- 
Rama, which will open a five-day 
run in the New Orleans Municipal 
Auditorium Wednesday (Dec. 7). It 
will be the last new show until 

after the Christmas holiday. 

The annual Indianapolis show 
closed Saturday (Dec. 3) and the 
second A. Harris Oak Cliff Auto 
Show will wind up a 10-day run 
in a Dallas shopping center on 
Sunday (Dec. 11). 

St. Louis dealers decided to skip 
a central show this year in favor 

of an “Open House Week,” which 
took place the last three days in 
November and the first three in 
December. 

“The dealers believe that by in- 
viting the public to their show- 
rooms, they provide the equivalent 
of 80 free auto shows at locations 
throughout the city and county,” 
said Ed Hayward, executive vice- 
president of the Greater St. Louis 
Automotive Assn. 

A year ago the dealers held their 
first outdoor auto show at a St. 
Louis shopping center and drew an 
attendance of more than 160,000. 

In Hornell, N. Y., Robert Elsen- 
heimer, president of the, Hornell 
Automobile Dealers Assn., announc- 
ed that his group has dropped plans 
for a show that was to have open- 
ed Jan. 22 in the State Armory. He 

said it would be impossible to com- 
plete preparations by that time. 

Roy Jones, manager of the Elk- 
hart (Ind.) Automobile Dealers 
Assn., reported that the two-day 
show sponsored by the association 
and the Pierre Moran Merchants 
Assn. was “a huge success.” Every 
exhibitor sold at least one car and 
some as many as three, he said. 


New Rambler Deal— 


Veteran Albuquerque dealer Ed Mooney, 
second from right, timed the opening of 
his new Rambler dealership, Kiva Motor 
Co,, with the introduction of the 1961 
models. Congratulating Mooney at his 
grand opening is Jack Frome, left, Ameri- 
can Motors district manager. Looking on 
are Mrs. Mooney and Joe Lambrecht, AMC 
Denver zone parts and service manager. 





Coming Next Week— 


Spotlight on Imports 


Results of a searching study of the multimillion-dollar im- 
ported-car market will be depicted in a special issue of Automo- 


tive News, coming next week. 


All those who have a stake in this market will want to see: 

@ A straightforward look at the imports’ future. 
Blueprints of success, drawn up by outstanding dealers. 
Ammunition for fighting 1961's competitive battles. 


A complete package of statistical analyses and reference 
material, unavailable elsewhere. 








By Illinois Dealers... 


Factory Ads Criticized 


PEORIA, Ill.—There is an “un- 
dercurrent of dissatisfaction” 
among Illinois new-car dealers with 
the various advertising policies and 
strategies of the automobile manu- 
facturers. 

This is the finding of an inde- 
pendent survey conducted by Dr, 
James E. Moyer of the School of 
Journalism, University of Illinois, 
for the Illinois Daily Newspaper 
Markets, an organization repre- 
senting 48 daily newspapers in 
the 101 counties outside of Cook 
County (Chicago). 

Research efforts of the study of 
all new-car advertising media were 
mainly focused upon the attitudes, 
opinions and judgments of new-car 
dealers in the communities served 
by these newspapers. 

Some 405 dealers, representing 
each of the 48 markets served by 
the newspapers, were sent a ques- 
tionnaire designed to solicit their 
views on the advertising programs 
of the auto industry. 

Sixty-one percent of the dealers 
provided usable answers, according 
to George H. Williams, Illinois 
Markets general manager. Ninety- 
nine of the returns were from Gen- 
eral Motors dealers, 44 from Ford 
Motor Co. dealers, 50 from Chrysler 
Corp. dealers, 19 from American 


Canada’s Output 
Tops ’59 Despite 
Employment Cut 


TORONTO. — Canada’s $750-mil- 
lion-a-year auto industry appears 
to be headed toward lifesaving 
higher productivity. 

In October—the month ’61 models 
were rolling out in high gear—Gen- 
eral Motors of Canada, Ford Motor 
Co. of Canada, Chrysler Corp. of 
Canada and Studebaker-Packard 
had a total of 31,291 people on their 
payrolls, down 3,562 from the same 
month last year. 

But production, 
passenger and commercial vehicles, 


including both 


at 27,128 units was down only 210 


from October, 1959. 

Though 1960 was supposed to 
have been a tough year for the in- 
dustry and labor, production in the 
first 10 months totalled 326,531 pas- 
senger and commercial vehicles, 
3,611 more than for the like period 
last year. 

To the end of September sales of 
new cars and trucks in Canada 
totalled 404,623 units, up 2,761 from 
sales in the first nine months of 


}| 1959. 


There were 3,858 auto dealers in 
Canada in October. 


Program Slated 
For AALA Parley 


CHICAGO.—The agenda for the 
annual January meeting of the 
American Automotive Leasing 
Assn., scheduled Jan. 11-13 at the 
Mountain Shadow Hotel, Scottsdale, 
Ariz., has been finalized. 

Ellis Lyons, Washington tax at- 
torney, will discuss the current 
status of the “Cohn case” and other 
tax problems; Robert R. Nathan, 
Washington economic consultant, 
will discuss the progress of the 1961 
survey which he is conducting for 
AALA and give his views on “Eco- 
nomic Prospects for the ’60s.” 


Motors dealers and 13 from Stude- 
baker-Packard dealers, Twenty-five 
import and truck dealers also sub- 
mitted returns. 

“These returns represent, as far 
as Illinois is concerned outside of 
Cook County, a picture of the 
universe, rather than just a seg- 
ment of new-car dealerships in 
our state,” Williams said. 

According to Dr, Moyer’s report, 
48.8 percent of the dealers answer- 
ing said that manufacturers and 
their advertising agencies are not 
adequately concerned or infiuenced 
by the views and opinions of the 
dealer organization. Another 35.2 
percent said the factories were 
concerned and influenced by the 
dealers. 

On the question of what type of 
advertising dealers believe is most 
effective in bringing prospects to 
the floor and creating interest in 
the brand, 63.6 percent favored 
local advertising and 29.2 percent 
favored national, 

As another gauge of what dealers 
think of factory ad programs, the 
group surveyed was asked what 
happened to factory support in 
their communities since the end of 
co-op advertising. 

Of those answering, 36.4 percent 
Said there was less support and 
30.8 percent said the support was 
about the same, 

Asked whether their reputation 
and service facilities are of suffi- 
cient importance to warrant 
stressing the dealer’s name in 
factory advertising, 97.6 percent 
said yes and 0.8 percent said no. 

On the question of whether they 

are receiving adequate local adver- 
tising support from car manufac- 
turers, 39.6 percent said support 
was slightly inadequate, 33.6 per- 
cent said it was quite inadequate, 
and 26 percent said it was ade- 
quate. 

Typical of the comments on the 
manufacturers’ advertising policies 
were these remarks: 

“Manufacturer’s policy is static 
and not receptive to dealers’ views 
or to the current trend in modern 
advertising.” 

“They spend too much in major 
markets (cities). I believe smaller 
dealers subsidize them.” 

“My company’s program has no 
elasticity, no pliability. It is in 
a strait jacket.” 

“The manufacturer paints a pret- 
ty picture of what it is doing, but 
dealer sees little results and has 
no voice at the local level.” 

“They thrive in terms of metro- 
politan area potential. Agency 
doing beautiful job selling factory 
gimmick type advertising.” 


Late Report... 


Market Labelled 
‘Austere Mink’ 


Car Buyers Present 
Paradox, Says Cole 


EAST LANSING, Mich.—Today’s 
American car buyer represents a 
great paradox in the market place 
because he wants cars which are 
both “more luxurious and less ex- 
pensive.” 

These were comments made last 
week by Edward N. Cole, general 
manager of Chevrolet. He was 
speaker on the graduate lecture 
series of the Michigan State Uni- 
versity school of business adminis- 
tration. 

Cole said American car buyers 
“would like to have interiors of 
austere mink, They want the 
greatest economy, without sacri- 
ficing ability to get away from 
the stop light fast. They want a 
smaller car — but with room 
enough to transport a family 
crosscountry.” 

He cited the Corvair Monza as a 
specific example of the paradoxical 
American car-buying public. Al- 
though the Corvair is an econo- 
my line, Cole revealed that the 
more expensive, luxurious Monza 
is running more than 30 percent of 
1961-model Corvair demand. 

“In short,” Cole added, “the 
American people want to have 
their cake and eat it, too. Fortu- 
nately, the American automotive 
industry is prepared and willing to 
let them do just that.” 

Satisfying these diverse demands, 
Cole said, “has resulted in an ever- 
increasing variety of products in 
terms of size, appearance, function, 
price, options and equipment items. 
In effect, the American automobile 
industry is today producing a cus- 
tom-made car for almost every 
buyer, but at a price which only 

volume could make possible.” 

He explained that Chevrolet 
now offers 30 separate car and 
186 truck models. In Chevy’s reg- 
ular car line alone, Cole said 
there are 165 options on equip- 
ment, color and trim. 

“This is the kind of wide cus- 
tomer choice which would allow 
Chevrolet—even if we excluded the 
accessory possibilities—to build its 
entire 1960 output of about 1,850,000 
cars without making any two units 
exactly alike,” he added. 

Cole said the trend toward cus- 
tomized transportation “is drama- 
tized by the 10 new models intro- 
duced by American makers during 
the past 14 months, eight of which 
are in the ‘so-called’ compact cate- 
gory.” 

Cole predicted that the intro- 
duction of the new models into 
the market would bring about “a 
realignment of traditional Ameri- 
can makes during the next few 
years” and “a levelling off of to- 
tal import sales.” 

While he believes the smaller, 
more economical cars are “here to 
stay,” he does not expect them to 
outsell the full-size cars. ; 

“The fact remains that a major- 
ity of people in this country still 
need a larger, all-purpose car for 
the multitude of duties which the 
family car is called upon to per- 
form, And most Americans still 
enjoy luxury—and many are even 
willing to pay for it,” Cole added. 


Lone Star Cadillac Is 37 


DALLAS, Tex.—Lone Star Cadil- 
lac Co. held its 27th anniversary 
party and honored 10 employes who 
have served the firm a total of 175 
years, Twenty-five year employes 
are N. D. Knight and E. J. Bevering. 








Used-Car Market 


The overall average price of used cars sold at wholesale auction 


declined $35 last week to $1,047, 


index. 


according to Automotive News’ 


Every model on the index shared the setback except for ’54s, 
which had a minor boom amounting to $18. Losses were reported 
at $6 on ’55s, $22 on ’56s, $24 on ’57s, $51 on ’61s, $54 on '58s, $58 
on ’60s and $76 on ’59s. New lows were established for all of these 


models except ’61s. 


iIDe 


At a group of representative auctions last week, the sales ratio 
was 60.3 percent, compared with 61.8 percent a week earlier. This 
was the lowest ratio recorded since the index of Jan. 12, 1959. 


Auction reports begin on Page 26. 
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We Have the Product for the Exploding Compact 
Car Market. . . There Are Still a Few 
Franchises Available in Select Markets .. . 


YOU Have The Opportunity! 


Rambler Franchises Also Available in Canada and Important Export Markets. 
In Canada, Write to: American Motors (Canada) Ltd., Brampton, Ontario. 


THIS IS THE 
SIGN OF 





OPPORTUNITY FOR 


VOLUME-MINDED, 
PROFIT-MINDED 
DEALERS! 








%* RAMBLER DEALERS sell the lowest-priced U.S.- built car—the all-new 


Rambler American. 


% RAMBLER DEALER profits are well above the industry average. 
% RAMBLER DEALERS sell more cars per dealer than all but two other dealer 


bodies in the entire industry. 


* RAMBLER DEALERS sell 3 sizes of compact cars to meet every purpose and 


help every purse. They completely blanket the fastest growing segment of the 
new car market. 


% RAMBLER DEALERS, and only Rambler Dealers, sell the compact cars 


proved by 11 years’ experience and 35 billion owner-driven miles. 


% RAMBLER DEALERS enjoy the huge service and repeat sales potential that 


results from the more than 1,300,000 Ramblers on the road. Remember, there 
are more Ramblers on the road than all other compacts combined! 


Get The Facts, And You, Too, Will Want To Be A 
RAMBLER DEALER 






Director of Dealer Development 
American Motors Sales Corporation 
Detrolt 32, Michigan 





MAIL 
hs 
Ha 
TODAY 


Dear Sir: Will you please provide me with more complete 
information about the Rambler franchise. | understand that | 
am under no obligation and my inquiry will be held in the 
strictest confidence. 








NAME 
ADDRESS i Sciniiltedl Mie 
city ‘ ail ZONE _.STATE 
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Virginia, Minn., Gets Safety-Check Award— 


For the fourth consecutive year, Virginia, Minn., has received the Vehicle Safety 
Check Award of Excellence from the Auto Industries Safety Committee. Harry A. Sieben, 
center, Minnesota Safety Director, presents the award to William Sperling, left, presi- 
dent, Virginia Jaycees, and Dr. Godfrey Larson, president, Virginia Safety Council, 
while Leo Faricy, second from right, general manager, Minnesota Automobile Dealers 
Assn., and Lyle McCabe (Studebaker), Virginia, state chairman, Vehicle Safety Check, 


look on. 





State Laws Reaffirmed . . 
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Curbs on Factories 
Given Shot in Arm 


(Continued from Page 3) 


bers of the profession which that 
board governs. 

“The reason for this is perfect- 
ly obvious,” he added. 

The justice also denied a Ford 
allegation that the legislature had 
given the commission legislative 
power. 

“It has long been settled in this 
state that under the police power 
the legislature may extend to these 
boards or commissions the right 
to administer regulatory laws,” he 
noted. 

In refuting factory arguments 
against the anti-coercion provisions 
of the act, Justice Burnett referred 
to a Tennessee Supreme Court de- 
cision made 60 years ago, which 
asserted: 

“.. The Legislature, as it 
thought, found the employe at a 
disadvantage in this respect, and 
by this enactment undertook to 


place him and the employer more 

nearly upon an equality. This alone 

commends the Act and entitles it to 

a place on the statute book as a 
valid police regulation.” 
* * * 

USTICE BURNETT noted that 

this identical provision was ap- 





Chrysler Delivers 
M-60 Tank to Army 


DETROIT. — The first produc- 
tion line M-60 medium tank to be 
built at the Chrysler-operated De- 
troit tank plant in Center Line, 
Mich., has been accepted by Army 
Ordnance officials. 

The vehicle accepted was the 
first of 720 M-60s to be built by 
Chrysler at Detroit Arsenal under 
a $60 million Army Ordnance con- 
tract. 
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FIND OUT HOW MUCH FASTER ae 
YOU CAN INSTALL A STROMBERG-CARLSON 


CUSTOM AUTO RADIO — 


Stromberg-Carlson custom auto radios are almost as easy to 
install as they are to listen to. You can really save on installa- 
tion time—really slash “get-ready” costs. It adds up to a potful 
of money every day. 

But why not make us prove it! Let us arrange a speed trial, 
right in your own shop, using your own people, stacking our 
radio against any other units on the market. And the more 
the merrier. 

What makes us so confident? Human engineering! Units are 
trim and compact—slip in fast. On most models, a single wire 





synchronizes the dial light with the dashboard dimmer. Front 
and rear deck antennas can be trimmed with no time-consuming 
modifications. There are simple, built-in connections for the 


rear deck speaker. 7 


7 


To arrange a trial... to learn about one of the most generous 
warranty plans yet offered... for full facts on our “one-trip” 


Service Program for auto radio owners . 


.. for a run down on 


the sales power of the incomparable Stromberg-Carlson auto 
radios — write: Commercial Products Division, Box BC-1, 
1412 North Goodman Street, Rochester 3, New York. 


‘‘There is nothing finer than a Stromberg-Carlson’’ 


STROMBERG -CARLSON 


a oivision or GENERAL DYNAMICS 








proved by the majority of the Wis- 
consin Supreme Court when that 
state’s factory-dealer licensing law 
was upheld in another Ford dealer 
case. 

He observed that the Louisiana 
Supreme Court, in May, 1958, con- 
doned the right of that state’s leg- 
islature to enact a factory-practices 
law. He noted that a Colorado li- 
censing law was overturned by a 
three-judge federal court in a GM 
case, but dismissed this opinion as 
lacking the “persuasive power” of 
the Louisiana and Wisconsin opin- 
ions. 

Last May, a Milwaukee federal 
judge refused to try a termination 
case involving a DeSoto-Plymouth 
dealer, but at the same time dis- 
solved a state court injunction pre- 
venting Chrysler Corp, from termi- 
nating the dealer’s franchise. The 
federal judge ordered a state court 
trial under the Wisconsin licensing 
law. 

The Tennessee and Wisconsin 
laws are two of the 13 in the 
U. S. providing for factory-and- 
dealer licensing, together with 
codes of fair practices. The other 
states in this category are Ar- 
kansas, Florida, Iowa, Kentucky, 
Louisiana, Mississippi, Nebraska, 
North Carolina, Oklahoma, Rhode 
Island and Virginia. 

Five other states impose less 
stringent curbs on factories. Min- 
nesota and South Dakota merely 
bar “unfair” nonrenawals or can- 
cellations, respectively, without 
going so far as the other 13 states 
in cracking down on threats to 
terminate or in regulatory provi- 
sions. They and Wyoming, however, 
join the 13 states in forbidding 
coercion or attempted coercion of 
dealers to accept unwanted goods. 

New York simply outlaws “un- 
fair’ nonrenewals or terminations, 
Neither New York nor California, 
which merely bans misrepresenta- 
tion in factory advertising, go along 
on the shipments-coercion ban, 


51 Motorists 
To Drive Larks 
In One-Year Test 


SOUTH BEND.—Fifty-one lucky 
motorists will drive Studebaker 
Larks for one year as a Christmas 
gift from Studebaker-Packard 
Corp. in a “Drive It to Believe It” 
demonstration contest, it was an- 
nounced by L. E. Minkel, S-P vice- 
president of marketing. 

Minkel said that participation in 
the contest simply consists of tak- 
ing a free Lark demonstration ride 
offered by all S-P dealers and sign- 
ing an entry card. The cards will 
be forwarded to Studebaker-Pack- 
ard’s 17 zone sales offices where 
drawings will be held Dec. 22. 

The contest ends Dec, 20. Three 
winners will be drawn in each zone 
and notified prior to Christmas Eve. 

“Purpose of the contest,” Minkel 
explained, “is to familiarize the 
motoring public with the Lark’s 
new Skybolt 112-horsepower six- 
cylinder and _ performance-proved 
V-8 engines, new steering and sus- 
pension systems, and numerous 
other engineering and styling ad- 
vances for 1961. Only by driving the 
Lark can these achievements in 
power, handling ease and maneu- 
verability be appreciated.” 

License plate fees and local taxes 
will be prepaid for the winners in 
this holiday contest. 


14th Convention 
Of Independents 
Set for Jan. 15-18 


WASHINGTON. — The 14th an- 
nual convention of the National In- 
dependent Automobile Dealers 
Assn, will take place Jan, 15-18 at 
the Eden Roc Hotel in Miami 
Beach. 

Milton T, Raynor, NIADA’s first 
general counsel, will moderate a 
panel discussion of “Business Man- 
agement for Independent Automo- 
bile Dealers” at the opening lunch- 
eon session Jan. 16, 

At the Jan. 18 luncheon meeting 
there will be a panel on “Advertis- 
ing Media for Independent Auto- 
mobile Dealers.” The featured 
speaker at the meeting will be 
Robert A. Bicks, assistant United 
States attorney general. 

Joseph Briley, president, Nation- 
al Auto Auction Assn., and Raynor 
will be among the speakers at the 
annual banquet. 
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One of a series of statements to U. S. IMPORTED CAR DEALERS by members of the British Automobile Manufacturers Association 


William G. Owen 
Vice President of Lucas Electrical Services, Inc. 
U.S. subsidiary of Joseph Lucas Ltd., says: 


“$34,000,000 in parts are owned 


by British car manufacturers in U. S. warehouses, 
exclusive of stocks at distributors and dealers.” 


Ever since British automobile makers opened the import 
market in this country, they have adhered to the sound 


principle that sales efforts for cars must be supported by - 


parallel activity to maintain more than adequate parts 
inventories. 


Since the British cars have been the import leaders over 
the years, our facilities for spare parts warehousing and 
distribution have been also the most extensive and up to 


date. British auto makers and our distributors have been 
among the first to install modern inventory control sys- 
tems and distribution techniques. 


The steps thus far taken are part of a continuing effort, 
because jointly and individually the British manufactur- 
ers intend to maintain a stable and growing parts business 
for our U.S. distributors and dealers, and already 44 ware- 
houses are in operation with more under construction. 


Why U.S. dealers can rely on the stability and growth of the British imported car business 


1. Capital ! nvestment —British auto makers have the largest 


investment in plant, research and distribution facilities in the U.K. 
and in America and will continue to maintain this leadership. 


2. Quality Products — Built to a standard, not to a price, 
British cars offer dealers and their customers true dollar value. 
Their quality craftsmanship and technical advancements have 
made them market leaders. 


3. Market Stability—Tne steady, healthy growth of British 
car sales in America has been based on the soundest foundations 
... Solid financing of superior products. 


4, Service Facilities—sritish manufacturers consistently 
conduct training courses, supervised by factory experts from 
England, for distributor and dealer mechanics. 


5. Product Diversification—a vehicle for every need . . . 


every taste... every budget. British makers provide the widest 


range of dependable economy, sports, compacts and luxury cars 
and commercial vehicles. 


6. Advertising Support —The British automotive industry 
invests more than any foreign group in advertising and sales pro- 
motion in support of U.S. dealers. 


7. Profit Factors—sritish cars are realistically priced, qual- 
ity produced and solidly backed to assure our dealers a strong 
position in a highly competitive season. 


8. Parts Availability —sritish makers and their distributors 
have parts warehouses strategically located from coast to coast. 
Additional warehouses are under construction. 


9. Design Continuity — British makers have traditionally 


been advocates of models in series, improving on tested basic 
designs rather than creating planned obsolescence, 





British imports give you business you can bank on 


Lucas Electrical +» Morris + RollsRoyce * Rover + 


BRITISH AUTOMOBILE MANUFACTURERS ASSOCIATION, INC. 


680 Fifth Avenue, New York 19, N. Y. 


Austin + AustinHealey + Bentley + Daimler + DunlopTires - €EnglishFord + Hillman + Humber + Jaguar - MG 
Singer + Smiths Accessories »* Sunbeam «+ Triumph + Vauxhall 












“True State’ 


AUTOMOTIVE WASHINGTON 
Joint Committee to Seek 
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of Economy 


By William Ullman 
Washington Bureau Chief 
E A FEW short weeks, a new Congress will convene, and 
already there are strong indications it will have more on 


its mind—especially with regard to car dealers and small 
tea trentinenttantenesecaeninentieinseinnee 


businessmen generally 
throughout the countr y— 


than any of its predecessors. 

As if to tip off the public that 
it’s preparing in 
advance for eco- 
nomic and legis- 
lative “things to 
come,” the Joint 
Economic Com- 
mittee of Con- 
gress has sched- 
uled a series of 
December public 
hearings to deter- 
mine the “true 
state of the na- 
tion’s economic 





William Uliman 


health.” The committee’s chairman, 
Senator Paul H, Douglas, Illinois 
Democrat, says the hearings will 
find out exactly what the current 
economic situation is and what its 
prospects are for the “immediate 
future.” 

One member of this group prob- 
ably will not be present during the 
fiscal probe session. He is Senator 
John F, Kennedy, Massachusetts 
Democrat and President-elect, But 
its other members, including Rep. 
Thomas B. Curtis, Missouri Repub- 
lican and senior GOP participant in 
the group, are eager to hear the 
testimony of numerous witnesses 
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CIRCLE 


PISTON RINGS ARE 


BUILT TO 


TAKE IT 


THE MEASURE 
eee 


One important measure of leadership for a company is 





due to testify in the hearings— 
witnesses such as Seymour L. Wolf- 
bein, deputy assistant secretary of 
labor; Louis J. Paradiso, economic 
|and statistics expert with the De- 
| partment of Commerce, and Joseph 
A. Pechman of the Brookings Insti- 
tute—and to learn from them, in 
the words of a committee aide, 
“where we are headed before the 
|}new Congress and Administration 
| get started.” 

| Nearly as important as the pur- 
pose of the hearings, we think, 
is the fact they’ve been sched- 
uled for early December—more 
than a month before the “due 
date” of President Eisenhower’s 
annua] economic report. By law, 
the President must submit this 
roundup by Jan. 20, which hap- 
pens to be Inauguration Day this 
year. Also by law, the Joint Com- 
mittee must hold hearings on that 
report after its submission, and 
follow up by submitting its own 
report to the President. 

But this year, faced with what 
it terms a “confused” situation, the 
|committee has decided it does not 
| want to wait. Responsible to a large 
|extent for this decision to launch 
@ probe without the Chief Execu- 
| tive’s report in hand, committee 
sources say, were the results of a 
survey taken by committee staff 











members immediately after the 
presidential campaigning ended, 

Staffers were instructed to “find 
out the actual state of the econ- 
omy” and establish whether a re- 
cession might be in the offing. 
What they “found out,” though it 
hag not yet been made public, 
prompted the early scheduling of 
the hearings. 

No one can say, of course, just 
what the new Congress has in store 
for the nation’s car dealers and 
other local-leve]l businessmen. There 
are, in fact, indications that a 
storm cloud is working up steam 
in the “minimum-wage” camp, and 
it certainly is not the time to lay 
down arms, But it is at least en- 
couraging to see some of Congress’ 
members showing concern, before 
the law requires them to, about the 
future of the nation’s economy, 

* aE * 


Outlook May Be Bright 


SS: these bipartisan 
hearings could result in a firm- 
ly based finding that the economic 
future is far brighter than some 
gloom-peddlers would have us be- 
lieve. One of those due to star at 
the hearings, Louis Paradiso, has 
gone on record as being very op- 
timistic about our fiscal future. 
Such a finding by the committee, 


its engineering advances. And, since the birth of the auto- 


motive industry, Perfect Circle has made more impor- 


tant contributions to piston ring design than any other 


ring manufacturer. 


staff in the piston ring industry. 
Leadership such as this has made Perfect Circle the 


take it —Perfect Circle. 


PERFECT 2..CIRCLE 


That’s because PC has consistently maintained the 


largest, most skilled and best equipped engineering 


most preferred ring. Always use the ring that’s built to 


PISTON RINGS - PRECISION CASTINGS - POWER SERVICE PRODUCTS - SPEEDOSTAT 
HAGERSTOWN, INDIANA - OON MILLS, ONTARIO, CANADA 





we would hope, might serve to 
create an atmosphere in the new 
Congress, and in the White House, 
conducive to sound proposals and 


realistic action — and perhaps, 
might prompt some “second 
thoughts” about the legislative 


facts of life. 
* a * 


Facts on Minimum Pay 


INIMUM-WAGE boost advo- 

cates shouldn’t expect any eas- 
ier time next year with their pro- 
posals than in. 1959-60. The Cham- 
ber of Commerce, among other op- 
posed groups, already is lining up 
evidence to refute “misleading ar- 
guments which have little or no 
bearing on the true issues when 
Congress again tackles this pro- 
posal in January.” 

Last year, the Chamber points 
out, supporters of a higher fed- 
eral minimum harped on the al- 
leged spread between average 
wages and the existing $l-an- 
hour minimum. They cried that 
the spread had “grown greatly, in 
dollars and cents, since the origi- 
nal minimum wage law was en- 
acted in 1938,” and that this dem- 
onstrated a “need” for boosting 
the minimum. 

Ready to answer these conten- 
tions, the Chamber notes that to- 
day’s minimum wage actually is a 

greater proportion of the average 
wage than the minimum wage was 
two decades ago. 

“In 1939,” Chamber experts say, 
“the average pay in durable man- 
ufacturing was 70 cents an hour. 
The federal minimum was 25 cents, 
or 35.7 percent of the average. To- 
day, average pay in durable manu- 
facturing is $2.44 an hour. The 
minimum wage is $1—or 40.9 per- 
cent of the average.” Much the 
same ratio exists, they add, in non- 
durable manufacturing. 

While this so-called spread actu- 
ally has little to do with the real 
issues in the minimum-wage battle, 
it has been used again and again 
by advocates of an increase, and no 
doubt will continue to serve as fod- 
der for their propaganda machines 
in the coming months. 

ok * + 

HE Interstate Commerce Com- 

mission, which regulates our na- 
tion’s truck and rail lines, has been 
asked to give “particular consider- 
ation” to the needs of auto makers 
in securing better transportation of 
autos at lower costs—which, of 
course, would mean savings right 
down to the dealer and consumer 
level. 

The plea was made by Ford 
Motor Co, in a brief submitted 
to ICC in support of the opera- 
tions of a Denver auto hauler, 
Ford told the Commission that, 
since the development of “trailer- 
on-flatcar” and multilevel rail 
services, car makers have been 
able to accomplish the long-dis- 
tance movement of their autos to 
dealers at “considerably reduced 
costs” which inure to the benefit 
of the dealers and buyers. 

However, Ford hinted, these sav- 
ings could be lost if ICC does not 
take action to insure that well- 
equipped and willing truck lines are 
authorized to perform the railroad- 
to-dealer portion of their shipping 
operations, and thus insure continu- 
ance of present-day fast and eco- 
nomic transportation in the car 
field. 


* * * 


D. C. Faces Sales-Tax Hike 


HE three commissioners who 

run the nation’s capital last 
week let it be known they are 
seriously considering a boost in 
the district sales tax, from the pres- 
ent 2 percent to 3 percent, 

The increase, sources close to the 
commissioners said, is included 
in a “package” fund-raising plan 
now being “sounded out” through 
key ‘congressmen and D. C. offi- 
cials. It would mean an addi- 
tional $9 million in revenue for 
the capital, they say. 

Car dealers so far have remained 
silent on the proposal—it still has 
a long way to go before it can be 
effected, and may have a less-than- 
good chance of getting Congres- 
sional approval. But if the sales- 
tax boost gets too much closer to 
being realized, its supporters may 
find they have a fight on their 
hands. 





Named by Fiat 
EAST GRAND FORKS, Minn. 
—Gasoline & Fuel Co. here has 
been appointed a new Fiat deal- 
ership. Leo Dunlevy is owner. 
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HEAVY-DUTY CLUTCHES 


Helo your truck customers 
combat major cause of clutch failures! 


Spicer Heavy-Duty Clutches, the Standard of the Industry, are specifically designed to 
combat heat—to help fleet owners prolong clutch life and reduce the cost of engine and 
power train maintenance. That's why two out of three truck operators who specify clutches 
specify Spicer. Specify Spicer Heavy-Duty Clutches for your customers—give them these 
cost-cutting advantages: 


* Cooler Operating—Simplicity of construction with minimum number of parts—plus the 


* 


ventilating effect of the louvered cover—make the Spicer clutch cooler operating, 
longer lasting. 


Combats Heat Set—Spicer’s two pressure springs don’t contact the pressure plate, so 
spring pressure is more constant and your chances of burning up your clutch under 
heavy load are greatly reduced. 


Uniform Contact Pressure—Spicer’s multiple levers and centrally located springs give 
uniform overall pressure plate loading regardless of wear or adjustment. There’s no 
chance of uneven wear. 

Smoother Engagements— Because of multiple lever flexing, a rigid disc can be used. 
‘Passenger Car’ engagement is obtained with the durability of rigid discs. Smoother 
engagements mean longer clutch facing life, less wear on transmissions and drive line 
components. 

“Like New” Adjustment—Special adjustment ring makes normal wear adjustments 
easier, with “like new’’ performance. 

Functional Design—Pull-type release, a Spicer exclusive, uses a lubricated enclosed 
release bearing, making possible an effective clutch brake for easier shifting into 1st 
and reverse. 


SPEC/FY SPICER 


Spicer 








Spicer Heavy-Duty Clutches are available in 13” 
2-plate, 14” single and 2-plate, and 1514" single é 

and 2-plate sizes. All Spicer Heavy-Duty Clutches ERVICE MANUAL 
are available with ceramic facing for added pana 

torque capacity. 









WRITE for Bulletin 707, a 23-page illustrated 
service manual on Spicer’s complete line of 
Heavy-Duty Clutches. Contains complete step- 
by-step service information for your customers. 


CoRPORATION 
Toledo 1, Ohio 
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1 |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

1 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 
¥ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world 
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Some Importers Learning 


Facts of U.S. Life 


I* IS the nature of most editorials that they are written 
after the fact—for they comment on something that has 
happened. For that reason, this editorial is a bit unusual. 
We'd like to tell you about something coming up—the cover- 
age of the import car market in our Dec. 12 issue. 


We believe this issue will give readers one of the closest, 
down-to-earth views of this important segment of the Amer- 
ican auto market ever put together. 


Many have counted out the import cars. This, in our 
opinion, is a mistake. We think some of the imports offer 
auto dealers a good opportunity. We think they’ll be 
around for many years to come. 


But there have been drastic changes since the American 
compacts hit the market. Dealers and buyers alike are be- 
coming more discriminating. 


Imports no longer sell just because they are imports. Some 
never had the stuff needed to meet the demands of American 
traffic—and American abuse. The day of the flimsy, 20,000- 
mile import is gone. 


And some of the import executives misjudged the Ameri- 
can distribution system, too. They failed to understand the 
humanities of it. They thought, like some of their American 
brothers of bygone days, that they could play fast and loose 
with dealers. 


Coming 
Events 


% Eprror’s Norz: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


Dec. 5—Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 

Jan, 15-19—National Independent Auto- 
mobile Dealers Assn.,.Eden Roc Hotei, 
Miami, 

Jan. 28-Feb. 1 — National Automobile 
Dealers Assn., San Francisco, 

March 13-14—Louisiana Automobile Deal- 
ers Assn., Roosevelt Hotel, New Or- 
leans. 

March 26-28—Automobile Dealers Associ- 
ation of Alabama, Biloxi. 

%& Jan. 14-22—Toledo Auto Show, Sports 
Arena and Exhibit Hall, Toledo. 

May 1I1-13—Pennsylvania Automotive Assn., 
Pittsburgh Hilton, Pittsburgh. 

May 14-16—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vannah. 

May 1416—|daho Automobile Dealers 
Assn., Idaho Falls. 

May 21-23— Oregon Automobile Dealers 
Assn., Eugene Hotel, Eugene. 

June 16-18—Michigan Automobile Dealers 
Assn., Detroit. 

% April 23-25—Arizona Automobile Deal- 
ers Assn., Pioneer Hotel, Tucson. 

¥ April 23-25—Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Richmond. 


+ + of 
Auto Shows 


Dec. 2-11—A. Harris Oak Cliff Auto Show, 
A. Harris Oak Cliff Shopping Center, 
Dallas. 

Dec. 7-11—International Auto-Rama, Muni- 
cipal Auditorium, New Orleans. 


Jan. 6-15 — Upper Midwest Auto Show, 
Minneapolis Auditorium, Minneapolis. 


Jan. 7-15 — Buffalo Auto Show, Masten 
Avenue Armory, Buffalo. 


Jan. 8-10 — Fort Worth Auto Show, Fort 
Worth. 


Jan. 11-15—National Capital Area Auto 
Show, National Guard Armory, Wash- 
ington, D. C. 

Jan. 11-22—Brussels Auto Show, Brussels, 
Belgium. 

Jan. 14-2i—Syracuse Auto Show, Syracuse 
War Memorial, Syracuse. 

Jan, 1422— Columbus Auto Show, Ohio 
State Fairgrounds, Columbus, O. 

Jan, 25-29—Fort Wayne Auto Show, Me- 
morial Coliseum, rt Wayne, Ind. 
Jan. 26-29—Birmingham Auto Show, Munic- 

ipal Auditorium, Birmingham, Ala. 

Jan. 28-Feb. 4—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 


Feb. 2-11—Amsterdam Auto Show, Am- 
sterdam, The Netherlands. 


Feb. 3-8—International Foreign & Sports 
Car Show, Dinner Key Auditorium, 
Miami. 

Feb. 18-26—53rd Chicago Auto Show, Chi- 
cago Exposition Center, Chicago. 


Feb. 22-26—Eleventh annual National Au- 
torama, Connecticut State Armory, 
Hartford. 

March 16-26—Geneva Auto Show, Geneva, 
Switzerland, 

April 15-23 — Philadelphia International 
Auto Show, Trade & Convention Center, 
Philadelphia. 


General 


Dec. 2-9—Automotive Electric Assn., Meet- 
ing and Manufacturers-Distributors Con- 
ference, Edgewater Beach Hotel, Chi- 
cago. 

Dec. 9-l1—Auto Trim Show Convention, 
Hotel Sherman, Chicago. 

Jan, 7-15 — General Motors Motorama, 
Civic Auditorium, San Francisco. 

Jan. 9-13—SAE International Exposition, 
Cobo Hall, Detroit. 

Jan. 28-Feb. 5—General Motors Motor- 
ama, Pan Pacific Auditorium, Los An- 
geles. 

Jan. 30-Feb. 2— Automotive Accessories 
Manufacturers of America, New York 
Coliseum, New York, 

w% April 13-15—National Truck Trailer & 
Equipment Show, Great Western Exhibit 
Center, Los Angeles. 




























































The Big Stories 


35 Years Ago—1925 

Belief that there is no such thing as a saturation point in the auto- 
mobile purchasing capacity of the American people so long as new 
roads are constructed at the present rate of improvement was ex- 
pressed by Charles E. Mitchell, president, Chase National Bank, New 
York. “It may be that in the future we will have to get used to large 
volume of business with less profit,” he said. 


20 Years Ago—1940 
Banks gained more than 25 percent of the total retail automotive 
financing paper, according to the Department of Commerce. At the 
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"The cost of advertising to let people know we're ‘out of the 
high rent district,’ where we can sell cheaper, 
has put us in the hole.” 











Speak Up! 

May I congratulate W. H. Mitchell 
jr., on his realistic article published 
in the Nov. 21 issue of AUTOMOTIVE 
News. 

This article is almost identical 
to my distribution idea which as 
a member of Pontiac Dealer 
Council, I presented at Pontiac in 
July, 1959. 

I am sure that in this wonderful 
country of ours there must be more 
good dealers with the same good 
blood in their veins. 

So come out and speak up re- 
alistically on sound distribution, so 
that at least our grandchildren 
(of whom I am sure some will be 
asked to carry on with selling and 
servicing automobiles) may be bet- 
ter respected for engaging in this 
great “profession?” than their 
grandpas did—Jor Barre.., Bartell 
Motor Co. (Pontiac), Cicero, IIl. 


Hail and Farewell 


I am attaching herewith copy of 
an ad which I ran in the Tampa 
Tribune, with reference to the sale 
of our agency, which seems to me 
as if it would have “news appeal.” 


I have been actively engaged in 
the automobile business in Tampa 
for 40 years, having originally been 
distributor of White trucks, later 
distributor for Durant products, and 
also Nash. Holtsinger Motor Co. 
represented Ford, beginning in 













“More Good Dealers ... .” 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 






May, 1928, until we sold our dis- 
tributorship. 

I am now transferring my activi- 
ties to Northgate Motor Co., a Ford 
dealer in Tampa, which is a wholly 
owned subsidiary of Holtsinger 
Motor Co.—G. M. Ho.tsincer, Holt- 
singer Motor Co. (Ford), 1514 Flor- 
ida Ave., Tampa, Fla. 

* * + 


A Plan for Sales 


As a subscriber and sometimes 
advertiser, I herewith submit my 
“Suggestion Plan For Sales, Dealer 
Ideas” requested by “Southern 
Dealer.” 

For the past 25 years, I have 
specialized in sales aids for auto- 
mobile dealers, during which time 
I have talked to thousands of deal- 
ers in all parts of North America. 

My business is supplying forms 
necessary to record prospects and 
owners, and a followup system. 

Any dealer can obtain free addi- 
tional details on this subject by 
writing me. — CoLLIN CHISHOLM, 
Chisholm Systems, Box 1352, Palo 
Alto, Calif. 
+ * 

Eprror’s Note: Mr. Chisholm’s 
suggestion, which he entitles, 
“Sixty Million Prospects,” fol- 
lows: 

Every car owner in America is 
desirous of owning a new or newer 
car, and will consider a trade. Yet, 
if you or I were to buy a car today, 
we must take the initiative and 
seek out a dealer. 

If we're fortunate in contact- 
ing a sales representative who 
will cooperate—listen to our 
needs, take the time to let us 
drive the car of our choice and 
give us the profit in overallow- 
ance—we buy a car. 

Aren’t we entitled to this? No 
one sold us anything—we bought. 

This isn’t the way the automobile 
business got its start. In the be- 
ginning, salesmen were out beating 
the bushes, seeking prospects, De- 
veloping a need; creating a desire; 
demonstrating their product — and 
by so doing, justifying the price. 
The end result of this type of sell- 





ing was, of course, more profit per 
sale. 

During the past few years, I be- 
lieve every gimmick known to man 
has been tried by some dealer in 
the United States to achieve vol- 
ume sales with minimum effort. 


Results are summarized in a 
(Continued on Page 34, Col, 1) 





end of 1939, sales finance companies held $995,582,000, or 72 percent 
of the total automotive paper, while banks increased their holdings 
to $387,591,000, or 28 percent. 


10 Years Ago—I 950 

There was little doubt in the minds of government officials that 
most of the controls of World War II would be put into effect promptly 
should the Korean crisis eventuate into a third world conflict. 






Those who will remain have learned—or will have to 

} learn—that dealers are the real vital part of auto distribu- 
tion—that they have to be sold, resold and continually in- 
spired on the product and on the builder’s integrity. 


The solid imports with solid dealers will be around for a 
long time to come. 
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HYDROVAC* 
POWER BRAKES 
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- | PAYLOAD—Hydrovac Power Brakes weigh less, permit increased payloads 
is | up to several hundred pounds. 

. PRICE—Hydrovac Power Brakes cost less to buy, less to operate, 


less to maintain. 


PROTECTION— Built-in standby safety . . . manual braking available in case of 
power failure. 


More Bendix Hydrovac vacuum power brakes are in use than all other makes. 


‘: Bendix siviston South Bend, inp. 











F Texas fleet tests with TYREX’ Rayon Cord 








TIRES WITH NYLON CORD 
AFTER 100,000 MILES — 
READY FOR RECAPPING 





TIRES WITH TYREX CORD 
AFTER 100,000 MILES — 


STILL 51.4% OF ORIGINAL 


TREAD DEPTH LEFT! 








: MYTH! 


Here you see the results of a startling showdown tire test . . . a test 
made under actual operating conditions on the trucks of the Ray 
Smith Associated Companies of Dallas, Texas! Here are facts, not 
claims, that can make more profits . .. more satisfied customers for you! 


Tires of TYREX tire cord were tested against those of nylon construc- 
tion to determine comparative performance characteristics. The Ray 
Smith Associated Companies Fleet has 383 tractors, 505 trailers. Test 
tires are 1000/20 standard production tires—32 with TYREX cord—32 
with Nylon cord—all mounted on the drive wheels. The four you see 
(left) are the first to reach 100,000 miles and the difference in tread- 
wear is visible to the eye. As the tests continue, the results should prove 
even more startling. More facts to add to the mounting evidence of 
the superiority of tires made with TYREX cord—tires that give more 
mileage—tires that keep more of their strength as tire heat soars— 
tires that run cooler, “grow’’ less, recap easier for lower cost per mile. 
For happier customers, for bigger profits, recommend tires made with 
TYREX tire cord for trucks and passenger cars! 


Test fleet includes 383 tractors. 505 trailers. A ‘‘road’s-eye” view of 2 of the 64 tires. Both 
They haul cement throughout Texas. are standard production 1000/20 tires, 


Roads are hot, loads heavy—72,000 pounds both have gone 100,000 miles—but com- 


pare mileage remaining on nylon tire (left) 
with TYREX cord (right). 


THREX veils 


For more facts on test, write TYREX Inc., Empire State Bldg., New York 1,N. Y. 
TYREX (Reg. U.S. Pat. Off.) is a collective trademark of TYREX Inc. for tire 
yarn and cord. TYREX tire yarnand cord is also produced and available in Canada. 


gross weight or 4,000 lbs. per tire. 
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‘ommerecial Car News 


4 Monthly Section for those who make, sell and service America’s Trucks, 





HE demand for diesel 

power is growing among 
many users, dealers revealed 
in a recent survey. 

Users are demanding more power 
to take advantage of more liberal- 
ized road-weight regulations, and 
are turning to diesel power to get 
needed torque for today’s over- 
road hauling, dealerg said. 

They also reported that users 
feel that the savings in fuel and 
maintenance over the life of the 
truck will more than offset the 
additional cost and weight dis- 
advantages. 

There are indications, too, that 
many operators confined mostly to 
city work are considering diesel 
power in lighter units. 

Some of the reasons given deal- 
ers for this trend, the survey show- 
ed, are lower fuel consumption and 
less maintenance work in opera- 
tions where there is considerable 
idling time. 

It is claimed that the diesel uses 








White Announces 
New ‘Compact’ 


Trucks, Tractors 


ITE MOTOR CO, has an- 
nounced a new line of trucks 
and tractors functionally engi- 


neered for increased payloads and|. 


low-cost operation and mainte- 


nance, They will be called the| ~ 


White Compacts. 

J. N. Bauman, White president, 
said the Compacts can be turned 
in either direction with a wheel 
cut angle up to nearly 100 percent 
greater than other similar units. 
While the tractor is designed for 
piggyback, yard shuttling and ped- 
die runs ag well as inter-city serv- 
ice, he pointed out that both the 
tractor and the truck are designed 
for metropolitan delivery service. 

Curb to curb turning circle, 
made possible by a front wheel 
cut angle of approximately 50 de- 
grees in either direction, is smal- 
ler by 11 feet for the tractor and 
nearly 13 feet for the truck as 
com to conventional vehi- 
cles. This is made possible oy, an 
extremely short wheelbase (74 to 
96 inches) for the tractor and 
(114 to 150 inches) for the truck, 
wide track front axle (80 inches), 
high-capacity steering and out- 
board mounted front springs. 

Light chassis weight on the rear 
axle permits a gross combination 


(See Photo, Page 17) 





weight of 60,000 pounds for the 
tractor while the truck version, 
with optional components to 28,000 
pounds gross vehicle weight can 
meet a wide range of vocational ap- 
plications. An exclusive off-set fifth 
wheel which permits even greater 
transfer of weight to the front axle 
of the tractor is available as op- 
tions. 

Bumper to back of cab dimension 
of the new cab over engine mod- 
els, is 59 inches for the tractor and 
65 inches for the truck. Distance 
from bumper to center line of front 
axle ig 47 inches for both vehicles. 
Cab is of low step-up design with 
wide piano hinged doors, and full 
cab width vision to speed opera- 
tions, increase safety, and reduce 
driver fatigue, Bauman said. 
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approximately half the amount of 
fuel in general use, and from three 
to four times less fuel when idling, 
since the diesel uses only enough 
fuel to keep the engine operating. 
The flow of fuel is controlled by the 
workload placed on the engine. 

It also is claimed that 18 percent 
of all road troubles and down-time 
of trucks in within-city service are 
due to electrical and carburetor 
difficulties. These, of course, are 
practically eliminated in the diesel 
engine since new injectors now en- 
able trucks to go from 8,000 to 
12,000 miles between injector clean- 
ings. 

oe * + 
Wars no figures are available 
on the increase in diesel de- 
mand on a per-unit basis, one large 
truck maker which provides both 
* * os 


‘Two-in-One’ GM Diesel Unit— 


This “two-in-one™ custom truck, one of 


Need for More Power 
Boosts Diesel Demand 


gasoline and diesel power said that 
in 1959 its records showed approxi- 
mately 45 percent diesel to 55 per- 
cent gasoline, while this year it is 
running 49 percent diesel to 51 per- 
cent gasoline, 

While 64 percent of the dealers 
queried said they were experi- 
encing an increased demand for 
diesel power this year, the up- 
ward trend was not universal, nor 
did it all come from dealers sell- 
ing the same line or lines of 
trucks, Even dealers in the large 
independent makes reported that 
they had experienced both high 
gains and no gain at all. 

One Chevrolet dealer who has no 
original-equipment diesel engine in 
his line reported that 5 percent of 
his sales in the 2%-to-four-ton 

(Continued on Page 18, Col. 1) 
* ad +” 





four identical units in use by the Miami 


branch of General Motors’ Detroit Diesel Engine Division, serves both as a diesel demon- 
stration unit and as a mobile diesel-engine installation and service shop. The trucks 
are equipped with GM Model 5037-7240 diesels and with “job-planned" Reading Model 


78AB utility bodies. 








Truckin’ 


by Jack Weed 


At THE recent annual meeting 
of the Truck Committee of the 
National Automobile Dealers Assn. 
and the sales managers of the vari- 
ous truck companies, the question 
of dealer profits under the current 
“profit squeeze,” which is happen- 
ing in practically all lines of retail 
merchandising, 
length. In fact, this meeting lasted 
longer than any previous meeting 
of these two groups that I have 
ever attended. 

The end results of the discus- 
sion seemed to simmer down to 
an acknowledgement that the in- 
dustry has a “wild cat” by the 
tail and nobody seems to know 
just how to let go of it without 
getting clawed worse than we are 
now. 

It was agreed that for a dealer 
to be able to make a reasonable 
and steady profit in the retailing 
of trucks, the dealer needed good 
salesmen. In order to get good 

salesmen and hold them, he must 
pay them well. On today’s market, 
with dealers and salesmen both 
going for the majority of the busi- 
ness with the “low-dollar”’ deal as 
the closing factor, how can the 
dealer afford to pay his truck sales- 
men enough to make it attractive 
for good salesmen to come into the 
business, or to hold the good sales- 
men he now has? 

Robert Hughes, the White dealer 
in Dayton, found the answer to this 
problem years ago when he rec- 
ognized that in his area, to be suc- 
cessful selling heavy-duty trucks, 
he would have to go after all the 
truck service he could lure into his 
shop. 

He has been very successful in 
doing this and in holding his serv- 
ice customers, so successful that 





"Mobile Hoist Gets New Support 


HE current trend in new service 

building design and the multi- 
plicity of wheelbases, especially in 
heavy-duty trucks, is bringing 
about a revolution in hoist design 
and use. 

In the new “drive through” type 
of truck service buildings, especial- 
ly those built to accommodate 
heavy-duty trucks, at least one fac- 
tory is advocating that the fixed 
post type of two and three-post lifts 
that had become quite standard for 
handling trucks not be used. 


Studies indicate that it is much 
more efficient to have as many 
tools, and as much equipment as 
possible, mobile so that the hoist- 
ing equipment and lubrication 
equipment can be brought to the 
vehicle instead of tieing up one 
or more stalls exclusively for 
those jobs where it is necessary 
to raise the vehicle. 

The experts in this company 
claim that with the new “drive 
through” type of buildings which 
they advocate for their dealers, and 
are building for their own retail 
operations in various places in the 
nation, the fixed type of hoists pre- 
vents obtaining the maximum of 
efficient operation and traffic flow 
that the new buildings otherwise 
provide. 


* aa * 
yeu company, instead, advocates 


the mobile type of hoist that 
can be moved from stall to stall as 


the need arises and which will lift 
one end of the truck to provide 
greater access to the under-chassis 
parts or to drop an axle, change 
tires or do an undercoating job. 
Otherwise, with heavy-duty 
trucks it is easier and faster for 
the mechanic to work on most 





Maintenance Exhibit 


On in N. Y. Coliseum 


NEW YORK. — The National 
Fleet Maintenance Exposition 
which opens today (Dec. 5) in the 
New York Coliseum is sponsored 
by the Private Truck Council of 
America, Inc. It will be open to 
all fleet, auto, truck, bus and 
service people for all four days of 
the show. 

The show will close Monday, 
Wednesday and Thursday at 6 
p.m. and will stay open Tuesday 
until 10 p.m. to permit fleet op- 
erators and others in the New 
York area who cannot come dur- 
ing the day to see the exhibits. 

A highlight of the four-day 
event will be a technical program 
that will feature a series of off- 
the-record workshops at which 
representatives from private and 
for-hire fleets will discuss their 
personal problems. Also on the 
program will be a series of panel 
discussions for fleet operators and 
their maintenance executives. 








under-chassis service jobs from a 
creeper. It is acknowledged, how- 
ever, that for light trucks and 
buses where the skirting comes 
down on the sides, fixed hoists are 
more economical and’ essential. 

In a recent survey of truck 
dealers on the question of fixed 
hoists as against mobile hoists 
and pits, 70 percent of the dealers 
said they still favored fixed twin 
and three post hydraulic hoists 
for all truck lubrication and re- 
pair work. 

Those that did not favor the fixed 
hoists were equally divided be- 
tween dealers who sell cars as well 
as trucks and the exclusive truck 
dealers who tend to trim their serv- 
ice operations to the heavy-duty 
trucks. 

ca * * 

[pRALERs said they used the 

fixed post hoists not only for 
most under-chassis service work in- 
cluding lubrication, but for locating 
other needed work such as spring 
replacement, shackles, freeing up 
the steering and other under-chas- 
sis work that can only be seen ade- 
quately when the truck is up in 
the air. 

In addition, many dealers re- 
ported that their mechanics found 
the hoists advantageous in doing 
clutch and transmission overhaul, 
brake work, axle shaft bearing 
trouble and for some engine work. 

These truck dealers were asked 
(Continued on Page 19, Col. 1) 


was discussed at} 














today he is enjoying a 114 percent 
absorption from his shop, 
* Ke * 


No Temporary Programs 


OB never enters into any pro- 

gram on a temporary basis, 
and always looks to the long-range 
effects of any program he starts 
in his operation. 

So, recently he found that he 
should add at least one more good 
salesman to his force (he and his 
son have been handling most of the 
sales up to now). He looked around 
for the best man available in his 
area. 

When he found the man he 
wanted, a man with years of 
sound truck experience and a 
thorough knowledge of the busi- 

(Continued on Page 20, Col, 1) 


All-Purpose Unit 
Called the Scout 
Planned by IH 


NTERNATIONAL HARVESTER 
will introduce a compact all- 

purpose vehicle early in 1961, ac- 
cording to D. F. Kuntz, divisional 
sales manager for the company’s 
Motor Truck Division. 

Named the Scout, the new ve- 
hicle will feature an integral pick- 
up body, a detachable hardtop cab 
and detachable doors, The new unit 
will also be available with a detach- 
able steel enclosure for both pas- 
senger compartment and load-space 
area, 

“In a matter of minutes the Scout 
can be converted to a completely 
open model without top, doors or 
windows, allowing a wide range of 
uses from passenger runabout to 
small pickup truck,” Kuntz ex- 
plained. “The Scout hag been de- 
signed for family, business or 
sportsman’s use, both on the farm 
and in the city.” 

The Scout will be available with 
either two-wheel or four-wheel 
drive. Its wheelbase measures 100 
inches and its overall length less 
than 13 feet. 

The new unit will be powered by 
a newly-developed International 
four-cylinder engine featuring both 
power and economy. The engine 
has undergone long and arduous 
tests in the laboratory and at Har- 
vester’s proving grounds, Kuntz 
said. 

A variety of attachments, includ- 
ing snow plows, winches and other 
equipment items, will be made 
available for the new compact unit, 
Kuntz said. 

















Top Trucks 


New-truck registrations for nine months, 
plus 29 states for October: 


1960 1959 
Pos. Make Pos, 
1—252,873 Chevrolet 259,995— 1 
2—230,325 Ford 230,173— 2 
38— 90,345 Internat. 84,034— 3 
4— 66,357 GMC 57,468— 4 
5— 34,577 Dodge 42,969— 5 
6— 23,568 Willys 22,268— 6 
J— 11,978 White 12,259— 7 
8— 9,075 Mack 11,009— 8 
9— 4435 Studebaker 5,087— 9 
10— 2,129 DiamondT 2,314—10 
ll— 876 Brockway 912—11 
35,980 Misc. 33,009 
Total All Makes 
762,518 161,497 


Further details on Page 32. 
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From Body Builder .. . 





Tip to Truck Sellers: 


Stress Low 


Eprror’s Note: There is a mark- 
ed difference between low cost 
and low price in the truck busi- 
ness. So says Edgar Parker, of 
J. B. EH. Olson Corp., manufactur- 
er of multi-stop truck bodies, in 
the following article. 

ok a * 

OMORROW’S + successful truck 

salesman will be a convert to 

the basic truth that economy in 
trucking is low cost, not low price. 

Low cost involves, first of all, 
an efficient unit. If it is a bread 
truck or a Jaundry truck or a de- 
partment store truck, it has to be 
high enough for a man to load 
easily and in which he can work 
the load efficiently. 

In some cases, it has to be wide 
enough to accommodate certain 
rack dimensions, It has to be eco- 
nomical enough to take up less 
floor space in the garage in rela- 
tion to the cubic feet of payload it 
can handle. It has to be more effi- 
cient at the loading platform so 
that more payload can be loaded 
in less time. It has to be more effi- 
cient through the saving of less 
dead weight. It has to be more eco- 
nomical through longer life. 

In other words, we are facing in 
the light delivery field a demand 
for economical truck life almost 
without end. 

Expressed differently, the effici- 
ent truck operator today expects 
trucks and bodies to last indefinite- 
ly with proper care with replace- 
ments only of worn components 
after long mileage. 

* * * 

O ILLUSTRATE this point, a 

prominent operator in the light- 

truck field recently put new en- 
gines, new tires and some miscel- 
laneous components on 13-year-old 
trucks at an expense of less than 
20 percent of what new trucks 
would have cost him. He expects 
to get at least seven years more 
life out of the units and possibly 
another 13 years. 

The same operator pointed out 
that today one mechanic is able 
to take care of twice as many 
trucks as formerly because to- 
day’s chassis and bodies are so 
much more efficient. 

The wave of buying cheap in 
price that swept the country in the 
light truck field has served to em- 
phasize the difference between low 
price and low cost. In other words, 
it isn’t just how much you put into 
a truck but how much you get out 
that determines its economy. This 
Means more economical operation, 

If today’s expectancy of 20-year 
life from route trucks, for instance, 
is in the cards, it means that the 
routeman who drives the truck will 
expect to make perhaps $100,000 
during the life of the truck, The 
mechanics who maintain such 


New Mack Plant 
In Maryland Due 
To Open Next F all 


PLAINFIELD, N. J.—Additional 
details describing Mack Trucks’ 
new Hagerstown (Md.) engine, 
transmission and carrier plant, 
scheduled for completion in the fall 
of 1961, have been announced by 
G. E. Engelmann, executive vice- 
president, administration, 

The rectangular manufacturing 
building, containing a million 
Square feet of usable floor space 
(large enough for 22 football fields), 
will be a one-story, steel frame 
structure. 

It will turn out all major compo- 
nents for gasoline and diesel en- 
gines, transmissions and carriers. 
All-weather recessed shipping and 
receiving areas, equipped with pow- 
er-operated dock levelers, will be 
built into the plant, which will be 
supplied entirely by truck trans- 
portation. 

In addition to the manufacturing 
building, there will be a _ 60,000- 
square-foot, t w o-story administra- 
tion building and an 80,000-square- 
foot employe facilities structure at- 
tached to the main building. 



































































Cost 


trucks also want to make big 
money. 

. + * * 

IHEREFORE, it is a reasonable 

assumption that the routeman, 
during the long life of tomorrow’s 
trucks, will be collecting around 
25 times as much as the first cost 
of the vehicle; so it hag to be very 
efficient as well as very economical 
in operating and maintenance costs 
to enable the owner of the vehicle 
to realize a profit after paying so 
much to the routeman. 

It also is a reasonable conclu- 
sion that the mechanic who serv- 
ices the truck during its life will 
be paid more for servicing the 
truck than the first cost of the 
truck. Therefore, the less dead- 
weight, the less denting, the le.s 
corrosion the maintenance man 
has to contend with, the lower 
the cost. 


in the past has been that they talk- 
ed too much about price and didn’t 
understand the economics of truck 


operation enough to be good ad-|" 


visers of their prospects on the 


economics. In other words, they a 


were prepared to talk low price but 


not to explain the economy. of low| — 


cost instead of low price. 


Too many dealers have sold|_) 


themselves on price as the import- 
ant factor in truck selling and 
have joined the price-slashers be- 
cause they lacked the understand- 
ing of the economy of low operat- 
ing and maintenance costs. 
+ oa * 

ex RessED bluntly, if a truck 

salesman cannot sell the eco- 
nomics of transportation, he really 
can’t earn the right to a profit. 

If, on the other hand, he is 
well enough versed in the eco- 
nomics of low cost instead of low 
price, he can earn a profit on the 
truck rightfully. His advice will 
save the profit in lower operat- 
ing and maintenance costs and 
longer life — thus saving many 
times as much money as the prof- 
it margin he has on the deal. 

It is time for truck buyers and 
truck dealers to face up to the fact 
that buying a truck is not a com- 
mitment by purchasers to pay a 


The criticism of truck salesmen! few thousand dollars in first cost. 


STL aD 








: 
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Easy Tilting— 


Little manual effort is required to tilt 
cab for easy accessibility to power plant 
of the new White Compacts. Cab tilting 
mechanism, incorporating use of a torsion 
bar to permit counter b&lancing, is new 
in the White Motor Co.'s line of tilt cabs 
and was developed by company engineers 


to save weight and reduce maintenance. 


Rather, it is a commitment by pur- 
chasers to spend perhaps $100,000 
and may be as much ag $150,000 or 








hicle during its long life. 

The only way the buyer of the 
truck can make a profit is to buy 
on a low-cost basis. The only way 
the truck salesman can earn the 
right to repeat orders is by selling 
low cost instead of low price, 


v= trend in car design towards 
lighter and longer-lasting met- 
als through the use of aluminum 
for engine components and body 
components is significant not mere- 
ly of the economy of weight saving 
but also of the economy of metals 
which are less susceptible to rust. 
Additional proof of this basic 
economic development has intro- 
duced to the half-ton truck field 
lightweight aluminum bodies that 
provide more height, more width, 
more length and saving enough 
in deadweight to enable the user 
to refer to his %-ton truck ag a 
%4-one-ton truck due to the elimi- 
nation of excessive deadweight, 
This new development does more 
than reduce the first cost. It also 
will refund the entire first cost 
through the economies in operation 
and maintenance and longer life. 
Truck salesmen who become 
transportation salesmen and econ- 


$200,000 for manpower and the|omists serve their prospects and 


parts and the gasoline and tires, 
etc. to operate and maintain the ve- 





customers better and profit better 
themselves through serving better. 


Delco Moraine makes ENGINE BEARINGS 


Engine output is closely related to bearing design and durability. Moraine 100 and Moraine 400 


engine bearings, exclusive with Delco Moraine, have proved their performance reliability in both 


gasoline and diesel engines under all operating conditions. That’s why they are the original equipment 


choice for many leading makes of cars, trucks, tractors, buses, and off-the-road equipment. And 


precision-built bearings are but one example of the scores of key parts and assemblies supplied to 


automotive manufacturers. Long-lived Delco Moraine parts were installed as original equipment 


on more than 41,000;000 of all the cars and trucks on the road today. 


DELCO MORAINE 


DEPENDABLY MADE « Division of Genera/ Motors, Dayton, Ohio 


oS 
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User Survey Shows: 


Need for More Power 
Hikes Diesel Demand 


(Continued from Page 16) 


class had been dieselized to meet 
the buyers demand. 

While Ford dealers have not had 
diesel power long enough to make 
a confident forecast, many reported 
that prospects’ requests, particular- 
ly in the heavier units, lead them 
to believe that there is an increas- 
ing demand in certain types of 
transportation. 

Most dealers who reported no in- 
creased diesel demand said there 
were few diesels being used by 
truckers in their area regardless 
of make, 

Thus, it seems that the increased 
demand is coming from areas 
where diesel’s long-range economies 
can be made profitable for the op- 
erator and where the nature of the 
haul, or the distances covered, give 
the diesel, even with its higher cost, 
an operating advantage in the 
minds of the users. 

” * + 


Other Gains Noted 


evan dealers reported an in- 
~ creased demand for more power, 
not necessarily diesel. 

But all dealers who noted a 
diese] gain said it was due en- 
tirely to the user and not because 
their company had brought out 
any new engines or had added 
diesel to the line. 

Invariably they said that the rea- 
sons given for wanting diesel was 
that the user was looking for lower 
fuel cost and longer life. Lower 
maintenance cost and freedom from 






Funeral-Coach 
Makers See 
A Lively Year 


PIQUA, O.—Officials of the Mil- 
ler-Meteor Division, Divco-Wayne 
Corp., aren’t appealing to the mass 
market, as do their brother manu- 
facturers in Detroit, There just 
aren’t too many people in the mar- 
ket for an ambulance or funeral 
coach, 

But the men who operate the 
newly expanded plant here are en- 
thusiastic about sales prospects this 
year. 

Robert F. Hilbert, new produc- 
tion control manager, said the com- 
pany is turning out two custom 
units a day. This will be expanded 
to three this week and four next 
week. 

“And we expect this figure to 
reach six a day as soon as our 
distributors get out in the field and 
get a chance to sell our new prod- 
ucts,” said Hilbert. 

Work of the division was divided 
between the plant here and one in 
Bellefontaine, O., until it was de- 
cided to concentrate operations 
here. 

About $1 million has been spent 
expanding and modernizing the 
plant, in which 200 find employ- 
ment. 





Cost Record Books, Forms 
Offered by International 


CHICAGO—tTruck cost record 
books and forms for driver daily 
reports to assist truck users in eval- 
uating the performance of their 
equipment are being offered free 
by Motor Truck Division, Interna- 
tional Harvester Co. 

To obtain copies, write to Con- 
sumer Relations Department, Inter- 
national Harvester Co., 180 N. Mich- 
igan Ave., Chicago 1, IIl. 


LIQUID 
WRENCH 
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“The mechanic's friend 
- works in seconds” 


AS 


ee RADIATOR SPECIALTY CO. 
CHARLOTTE H.C. 


downtime also were mentioned fre- 
quently, the dealers said. 

While most reports of increased 
diesel demand came from the Mid- 
west, West Coast and South, added 
interest also was noted in the East 
and Plains States. Thirty-three per- 
cent of the dealers reporting added 
demand were from the Midwest; 23 
percent from the Far West, 22 per- 
cent from the South, 11 percent 


Ryder System Occupies 
New Quarters in Miami 


MIAMI.—Ryder System, Inc., has 
occupied its new $1.6 million head- 
quarters building in Coconut Grove. 

The 100 Ryder employes will oc- 
cupy the fourth, fifth and sixth 
floors and the seventh-floor pent- 
house, The building also will house 
the Coconut Grove Bank. 


from the East and, 11 percent from 
the Plains. Those reporting no in- 
creased demand were about evenly 
divided in each area. 


The report from one dealer may 
indicate what is happening in the 
East. He reported that 58 percent 
of his sales last year were diesel, 
while in 1960 diesel sales had 
dropped to 44 percent despite the 
fact that total sales in the heavier 
GVWs had increased. This dealer 
said some customers are going back 
to gasoline-powered equipment. 

- + * 

AFPROXIMATELY 36 percent of 

the dealers in other make 
trucks felt that the 100,000-mile 
warranty that Ford had put on 
their super heavy-duty gasoline en- 
gine was going to hurt them, Many 
felt this warranty would force 
other engine makers to meet it. 

However, Ford dealers said 
they are glad Ford has made die- 
sel power available to them this 
year because they would have 
been severly handicapped in their 
— sales without a diesel 

e. 


It was evident from remarks 
made in this survey that most 
heavy-duty dealers realize that die- 
Sel units must be sold properly— 





Columbus Truck Expands— 


What are said to be Central Ohio's largest and most modern truck service facilities 
are now under construction for Columbus Truck and Equipment Co., Columbus, O., dis- 
tributor for 24 Central and Southern Ohio counties for Mack trucks, Among the features 
of the 17,500-square-foot sales and service building will be complete facilities for 
major repairs such as engine, transmission, rear axle, and chassis rebuilding. Extra 
large doors will make it possible to accommodate oversized equipment and combination 
rigs. To speed up and facilitate servicing, a parts department three times the capacity 
of the present parts facilities is planned. Other features include air conditioned wait- 
ing rooms for drivers and customers. Raymond E. Mason jr., is president of the firm. 
In addition to the Columbus operation, the company also has service branches in 


Marietta and Gallipolis, O. 





higher cost or the customer won’t 
stick with diesel. 
However, there does seem to be 


for the type of work where they|a growing trend among some users 
can show savings that justify the|to use more diesel equipment in 


QUALITY CONTROLS 





lighter jobs where the type of work 
calls for the engine to operate con- 
stantly and where the vehicle is 
expected to have a long life in the 
hands of the buyer, 
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Mobile Hoist Gets New Support 


(Continued from Page 16) 


if the fleet operators who do 
their own maintenance work used 
hoists for lubrication and other 
under-chassis work. Sixty-five 
percent of the dealers replyling 
said that the fleets in their area 
did not, while the balance report- 
ed that very few or about 50 per- 
cent used hoists. These dealers 
reported that mobile lubrication 
equipment was being adopted by 
fleets because of its flexibility. 
Practically all of the dealers re- 
ported that fleet men rarely used 


Morrison Steel Unveils 


Aluminum Van Bodies 


BUFFALO, — Morrison Steel 
Products, Inc., started to produce 
van bodies of aluminum in its 
plant here, according to Isadore 
Morrison, president, 

The bodies range in length 
from 12 to 20 feet. The company 
is planning to expand the line 
still further, Morrison said, 


the fixed hoists for any other type 
of service work than lubrication. 

Evidently the manufacturers of 
the so-called “one ender” hydraulic 
or air-operated hoists haven’t done 
a very thorough promotional job 
in the field. Practically all of the 
dealers said that neither did they, 
nor the fleet operators in their area, 
favor any other type of hoist than 
the fixed post type, permanently in- 
stalled in the floor with the work- 
ing parts below floor level. 

* « ae 
[BALERS reported in a few in- 
stances that they still found 
pits to be faster and more efficient 
for their use in lubrications and 
many other under-chassis service 
jobs. 

A number of dealers also re- 
ported that the fleets in their area 
also preferred pits to any other 
method of providing stand-up room 
for the mechanic while working on 
the understructures. 

Nearly all dealers contacted 

seemed to think that the fixed 
hoist with sliding front post was 


most efficient for the light pick- 
ups and panels and for school 
buses, however, and as over half 
of the average 's sales are 
in this tonnage range most deal- 
ers felt they should have these 
hydraulic hoists for lubricating 
and other under-chassis work on 
these units. 

Advantages are offered for the 
mobile equipment, especially where 
the shop offers the “drive through” 
feature and where climatic condi- 
tions enable the ‘shop to perform 
many under-chassis and lube jobs 
in the open. In these cases, the 
equipment can be brought to the 
truck much easier and faster than 
the truck can be taken to the hoist, 
it is felt. 

* * * 
THER advantages of the mobile 
equipment include the freeing 
of all stalls for any type of work, 
and the opportunity for more than 
one mechanic to be working on the 
same job doing a number of dif- 
ferent operations at the same time, 











Fee 


Pinpoint Delivery— 


The Sikorsky S-60 “Skycrane” helicopter 
lifts a truck-sized container, produced by 
Strick Trailer Co., Philadelphia, in what is 
said to be the first use of aircraft to link 
standardized, rail, truck and sea transpor- 
tation. The container arrived in New York 
Central's Weehawken (N. J.) yard by flat- 
car, and was moved by truck trailer to a 
nearby pier. There it was lifted off its 
wheel base by the S-60 and carried to an 
ocean-going freighter in the Hudson River. 


thus saving “tied-up” time for the 
truck owner. 

There seems to be considerable 
controversy as to whether the mo- 


Two hundred and thirty four specific and exacting production controls 
—from the mill room to shipping—are used to safeguard the uniformity 
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bile hoists should be operated by 
hydraulic pressure or compressed 
air, with hydraulic operation being 
favored in most cases. 

The element of safety also en- 
ters into the dealer or service 
manager’s consideration of this 
type of equipment. Shops want 
to be certain that adequate safety 
features are built into the equip- 
ment to prevent a mishap of any 
kind should there be a power 

jure, 

Many dealers also said they had 
powered or hand operated chain 
falls on tracks that could be read- 
ily moved from one stall to an- 
other to lift one end of a truck 
while tires and wheels were being 
changed and for removing engines 
and transmissions, 

Most heavy-duty dealers, in par- 
ticular, felt that these were essen- 
tial even with the fixed or other 
mobile equipment, 


New Roads Seen 
Aiding Buses in 


Commuter Field 


BOCA RATON, Fila—Arthur C. 
Butler, director of the National 
Highway Users Conference, predicts 
that the improvement of urban 
highways in the Interstate System 
construction program should lead 
to increased use of intercity buses 
for commuting from the suburbs 
to large population centers. 

He added that “rail commuting 
seems unable to gain enough public 
acceptance to make it self support- 
ing.” Butler addressed the 28th an- 
nual meeting of the National Assn. 
of Motor Bus Owners. 

He noted that the city segments 
of the Interstate System have prog- 
ressed more slowly than those in 
other areas because of the prob- 
lems of acquiring rights of way and 
the need to relocate businesses and 
people. 

But he asserted that the improve- 
ment of the highway situation 
around cities will tend to increase 
the use of intercity buses for com- 
muting. 

Commenting on what he termed 
lack of public acceptance of rail 
commuting, Butler said: “People 
want more flexible transportation. 

“They want it closer to their 
homes than they want any rail- 
road, and they want it closer to 
their destination than, according 
to the law of averages, the railroad 
is likely to go.” 





and assure the quality of every single U.S. Royal Safety 8 Tire. It’s 
our way of giving Detroit original equipment tires every inch and every 
ounce as good as the great new cars that will ride on them. 





Half of Trucks 
On Iowa Farms 
Are 10 Years Old 


DES MOINES.—Nearly half the 
farm trucks in Iowa are 1950 or 
older models, according to a mar- 
ket survey conducted by the Des 
Moines Register and Tribune. 


The survey found 49.6 percent 
of farm trucks were in this age 
bracket, while in urban areas of 
Iowa, 38.2 percent were this old. 

On the farms, only 5.7 percent 
of the trucks were ‘59s or ’60s, 
while 13.1 percent in towns and 
cities were in this class, 

Among farm trucks, Chevrolet 
accounted for 38.7 percent of those 
in use; Ford, 31.3 percent; Interna- 
tional, 12.6 percent; Dodge, 10.4 per- 
cent; GMC, 5.2 percent; Studebak- 
er, 4.6 percent, and other makes, 
0.5 percent, 

In city-town areas, Chevrolet led 
with 41.9 percent. Ford had 36.2 
percent; International, 13.5 per- 
cent; Dodge, 9.8 percent; GMC, 6.9 
percent; Studebaker, 3.2 percent, 
and all others, 2.5 percent. 
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Truckin’ . 





e ce eo By Jack Weed 


(Continued from Page 16) 


ness, he hired him, although he 
had to offer this man more 
money than he felt the man could 
produce in sales commissions for 
@ year or more. 

But he had the backstop of a 
sound continuous and profitable 
service business to aid him in mak- 
ing this move. He was looking at 
the long-range benefit to his busi- 
ness when he made the deal. 

Now comes the “wild cat.” How 
many dealers could approach their 
truck-salesman problem with the 
same type of solution? 

How many dealers have con- 
scientiously endeavored to build up 
a following of truck customers as 
service customers over the years to 
the point where they come back to 
the dealer for their trucks because 
they know they will be properly 
taken care of on the service needs? 

Some dealers break in their truck 
salesmen by having them go out 
and contact the fleet operators and 
even the one-two truck owners to 
sell their truck service facilities 


and parts. White Motor Co. has 

found this method very productive 

in developing good truck salesmen. 
+ + * 


Equipment ‘Snub’ Noted 


OVE of the big “rat holes” in 
truck-dealer profits, not only 


Kelsey-Hayes to Acquire 
Gunite Foundries 
DETROIT.—The managements 
of Kelsey-Hayes and Gunite 
Foundries have reached an 
agreement whereby Kelsey-Hayes 
will acquire Gunite, it is an- 
nounced by Perry , pres- 
ident of Kelsey-Hayes. Gunite 
Foundries is in Rockford, Il. 
Gunite Foundries’ principal 
business is the production of 
heavy commercial steel castings 
for the agricultural, road build- 
ing and automotive industries 
and of cast steel wheels and 
Gunite iron drums for heavy-duty 
trucks, trailers and buses, 





discussed to some extent in this 


meeting but vouched for by hun-|- 


dreds of body-and-equipment dis- 
tributors around the nation, is the 
failure of the truck dealer to en- 
deavor to sell bodies and other 
equipment at a profit, Even more 
important and less done, it is 
claimed, is to pay the truck sales- 
men commissions on the bodies 
and equipment he sells on the 
trucks he peddles. 

Because so many truck dealers 
have failed to do this, it has 
opened up an avenue for one of 
the vicious malpractices that 
have invaded the retailing of 
trucks across the nation. That is 
for the body-and-equipment dis- 
tributor to pay the truck sales- 
men for either tipoffs or the 
sales that he makes. 

Either has the effect of promot- 
ing two bad things for the dealer- 
profit picture. On one hand it takes 
away the incentive for the sales- 
man to sell at a profit for the deal- 
er on either chassis or complete 
truck, and it also tends to take 
control of the salesman’s activities 
out of the employing dealer’s hands. 

All agreed at the meeting that 
something must be done not only 
to get better training on funda- 
mentals of truck selling in the 


Bendix Brake Lab Tours West— 





The new mobile brake-test laboratory of the Products Division, Bendix Corp., South 
Bend, is touring Western states in a series of tests designed to lead to lighter, stronger, 
and more efficient brakes and brake systems for heavy-duty trucks. Engineers are 
shown checking the mobile laboratory (potential gross weight 32% tons) being used 
to develop the brakes and brake systems. The $75,000 laboratory-on-wheels will travel 
thousands of miles a year as part of the company’s extensive research program. 


field at the dealer-salesman level, 
but to elevate the job of selling 
trucks in the eyes of young men 
who are looking upon selling as a 
career. 

It was suggested that the funda- 
mentals of truck selling be incor- 
porated in the NADA salesman’s 
training program that is getting 








proved 
truer running 
easier on tires 


Proved over millions of ton miles, 
the Kelsey-Hayes three-piece 

truck wheel provides more uniform 
tire bead support and uniform 
stress distribution which reduces 
rim fatigue! It is quieter and 
smoother running. And our unique 
lock ring construction affords 
fool-proof “blow-off” protection. 


Component dimensional accuracy 
held to closest tolerances in the 
industry (here being checked in 
our lab) and advanced wide-base 
design are reasons why it is 
becoming the preferred design for 
commercial vehicles. Millions 

are now in service. Kelsey-Hayes 
Company, General Offices: 
Detroit, 


Michigan. 


KELSEY 
HAYES 
COMPANY 


World's largest producer of automotive wheels! 


18 PLANTS: Detroit and Jackson, Michigan; 
Los Angeles; Philadelphia and McKeesport 
Pennsyloania; Springfield, Ohio; New Hartford 
and Utica, New York; Davenport, Iowa; 
Windsor, Ontario, Canada. 








under way now, inasmuch as most 
passenger-car dealers today sell at 
least the low-tonnage end of the 
truck lines. 


* * * 
Heavy-Truck Plan Proposed 


Ara suggestion was made 
which has a great deal of merit 
and which has been attempted in 
various ways, particularly by the 
manufacturers who make both pas- 
senger cars and trucks. That is to 
confine the selling of heavy-duty 
trucks to those dealers who have 
a real interest in the truck business 
and will merchandise them prop- 


erly. 
The “bed-rock” truck dealers 
claim, and with ‘considerable 


justification it seems to me, that 
one or two “mass-selling” deal- 
ers in an area who only sell 
trucks, especially the heavier 
ones because they want to remain 

“sweet” with their regional or 

district managers, do more to kill 

the profit potential of all the 
heavy-duty dealers in the area 
than any other factor, 

They claim that it is mostly these 
dealers who use the same tactics in 
disposing of heavy trucks that they 
do with their passenger cars—sell 
the “quick” deal that will get the 
order, without regard for either the 
prospective purchaser’s needs or 
the profit picture of the other truck 
dealers in the area. 

I can recall one Detroit dealer 
some time ago who used to store 
all his new vehicles on the second 
floor of his building. At any time 
he had an accumulation of four or 
more long-wheelbase panels, he 
would issue orders to his salesmen 
to sell them quick, even if the deal- 
er had to lose $100 on each sale. 
In those days, this dealer set the 
price for long-wheelbase panels not 
only for Wayne County but for sev- 
eral counties adjacent to Detroit. 

One truck dealer who sells any 
quantity of medium and heavy-duty 
trucks, and gives the purchaser the 
body or equipment at dealer cost 
and tells the purchaser he is doing 
it, sets the price for that body or 
piece of equipment in the area, 

* * * 


Distribution a Tough Nut 


4 rer problem of proper truck dis- 
tribution is a tough one, It is 
being worked on and I believe it 
will be solved before too long. But 
in the meantime, we do need better 
truck salesmen; we do need a bet- 
ter climate for truck salesmen so 
that more aggressive young sales- 
men with some technical knowl- 
edge and ability will be drawn to 
the field, and we do need better and 
more frequent training for most of 
the men who now are selling trucks 
at retail. 

I believe that most every deal- 
er will agree with me that some- 
thing should be done somewhere 
along the line to produce a bet- 
ter profit potential in the retail- 
ing of trucks, I believe that even 
those dealers who now are doing 
the very things that tend to upset 
the market will agree with me on 
this point. 

And there is no question in my 
mind but that somewhere along the 
road toward acquiring this better 
atmosphere, some changes will 
have to come in factory thinking 
and practices by both the truck 
makers and the makers of bodies 
and truck equipment. 

It’s going to take more of the 
same kind of meeting of minds that 
took place in the Sheraton-Cadillac 
Hotel here in Detroit late last 
month. It’s not a problem that can 
be solved overnight, or by one com- 
pany or dealer group. 
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Across the Nation ... 
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rental spots with receipts of $59 
million, and 1,085 truck-leasing lo- 
cations with receipts of $211 mil- 









Diamond T Offers 





Truck News in Brief 


LANSING.—Nearly half of all 
heavy-duty trucks and truck trail- 
ers being manufactured in the 
United States are equipped with 
Centrifuse brake drums, according 
to their manufacturer, Motor 
Wheel Corp. 

Carl F. Schultz, vice-president, 
said recent statistics show that 44 
percent of all new heavy-duty 
trucks with air brakes are equipped 
with the special fuse-type drum. 

ad ad © 


and modernization program, ac- 
cording to Fred Kampo, president. 
The units cost more than $500,000. 

The tractors have been placed in 
service pulling chemical cargos in 
40-foot stainless stee] tank trailers 
throughout Wisconsin, Illinois, Min- 
nesota, Michigan, Ohio and Ken- 
tucky. 

* * * 


U. S. Report Notes Scope 


Of Vehicle Renting, Leasing 


WASHINGTON.—Statistical data 
on the growth and scope of the 
noncarrier vehicle leasing and rent- 
ing industry is contained in the 
United States Summary of Selected 
Services (BC58-SA1), issued by the 
Bureau of the Census and based on 
data collected in the 1958 Census 
of Business. 


The report notes that there are 
2,006 car-rental establishments in 
the U. S. with gross receipts of $153 
million; 485 car-leasing outlets with 
receipts of $154 million; 1,138 truck- 

















Brockway Brochure Details 


‘Uni-Matched’ Manufacturing 

Brockway Motor Trucks has pro- 
duced a 10-page, two-color brochure 
which deals with the company’s 
“Uni-Matched” manufacturing 
process. 

The booklet explains that “Uni- 
Matched” design is the process by 
which every Brockway truck is en- 
gineered and built to give the 
owner top performance on the job. 

* 


lion. 
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30 IH Tractors Added 


To Olson Truck Fleet 


MILWAUKEE. — Fred Olson 
Motor Service Co, and Olson Motor 
Service, Inc., have’ taken delivery 
of 30 International model V-225 
highway tractors, The new trucks 
were purchased for $340,000. 

They are 145-inch wheelbase units 
equipped with trailing axles, 257- 
horsepower V-8 engines, five-speed 
direct-in-fifth transmissions and 
single reduction rear axles, They 
are being used to pull platform, 
van and bulk cement semitrailers. 

* 


ICC Asked to Reverse 


Maine Railroad Ruling 

WASHINGTON. — The Interstate 
Commerce Commission has been 
asked to overturn a ruling which 
would give the Bangor & Aroostook 
Railroad Co. authority to provide 
motor common carrier service be- 
tween the railroad’s stations in Ar- 
oostook County, Me., and points 
off the route of its current motor 
carrier operations. 

In‘a brief filed with the ICC, the 
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New Model— 


The model 4300 is one of two new 
series introduced by Diamond T Motor 
Truck Co. The second series is designated 
4000. Both are powered by gasoline en- 
gines. 


American Trucking Assns. charged 
that the ruling, handed down by 
Division 1, would give the railroad 
the “inherent advantages of motor 
carriers plus those inherent advan- 
tages already possessed by the rail- 
road.” This, ATA said, is contrary 
to the intent of Congress when it 
established the National Transpor- 
tation Policy. 





Two New Series 


= With Gas Engines 


CHICAGO.—Diamond T Motor 


.. Truck Co. has introduced two new 


series of gasoline-powered modelg 
designed to fit a variety of appli- 
cations both on and off highway. 
The new models include the 4000, 
a two-axle unit, and the 4300, a 
companion six-wheeler. Both mod- 


, els are now in production, 


Both models are powered by 


high-output engines of short-stroke, 


valve-in-head design, and have wet- 
sleeve construction. Standard en- 
gine on the 4000 model is rated at 
145 horsepower, while the 4300 
model’s engine is rated at 170 horse- 
power. Greater horsepower is of- 
fered with optional engines. 

Both models feature Diamond 
T’s “R” cab. It is all steel, welded, 
and has a heavy-duty three-point 
suspension with mounting brackets 
and integral part of the reinforcing 
frame welded to the floor. 

Gross vehicle weight for the 
model 4000 is rated at 23,500 pounds 
with standard engine. Model 4300 
is rated at 42,000 pounds. 
























Dairy Buys 135 Trucks 


BALTIMORE. — Green Spring 
Dairy has purchased 135 Interna- 
tional trucks at a cost of $750,000. 
The new units are International 
model B-160 trucks that have been 
equipped with refrigerated bodies. 

* 


North American Honors 


Driver for Safety Record 
FORT WAYNE, Ind.—The North 
American Van Lines “Driver-of- 
the-Month” award has been pre- 
sented to Walter Finkbeiner, who 
has had neither a chargeable nor 
a nonchargeable accident recorded 
in his 14 years of driving for North 
American. ; 
North American presented Fink- 
beiner a gold lighter engraved with 
a message from President James D. 
Edgett. Finkbeiner joined North 
American in 1966. . 


Truckers Get Rebates 


On Maine Use Tax 


AUGUSTA, Me.— Maine is con- 
tinuing to rebate use taxes paid by 
truck owners on equipment for in- 
terstate commerce. 

The rebates began after the Bu- 
reau of Taxation and the attorney 
general ruled that the state prob- 
ably lacked the right to tax either 
sales or use of mobile equipment 


used both in and out of Maine. 
* * + 


White-ATA Ad Compares 


U. S., Red Truck Systems 


CLEVELAND.—While the United 
States has over 11 million trucks 
and 2,400,000 miles of paved road- 
way, Soviet Union, according to 
best available estimates, has 3 mil- 
lion trucks, fewer than 40,000 miles 
of paved road and hauls less than 
one eighth as much freight as all 
the trucks in the United States 
combined. 

These facts and their relationship 
to freedom in a growing America 
and maximum efficiency and econ- 
omy in its truck transportation sys- 
tem, is the subject of a special ad- 
vertisement over the signature of 
the ATA Foundation and White 
Motor Co. in a recent issue of Life 
magazine. 

+ * 


White Names Top Winners 


In 3-Month Sales Contest 


CLEVELAND.—J. C. Pyatt, of 
the Kansas City branch, and E. A. 
Fink, of the Philadelphia branch, 
shared first place among cash 
award winners in a three-month 
nationwide sales contest of White 
Motor Co.’s White Truck Division. 

Fink helped White’s Philadelphia 
branch and regional office person- 
nel turn in the top performance 
by placing four men among the top 
28 cash winners in the contest, 
which embraced all of White's re- 
tail and wholesale salesmen and 
territory managers in 36 branches 
and seven regions throughout the 
country. 

* 7 ” 


Kampo Transit Purchases 


32 International Tractors 
NEENAH, Wis.—Kampo Transit, 
Inc., has taken delivery of 32 Inter- 
national model DCOT-405 highway 
tractors as part of a fleet expansion 








You're Sure ofa PERFECT 





@REGISTERED TRADEMARK 








ety 


Genuine Holley 
Ignition Equipment 


E " PEP Carburetor Kits 
Engineered to Original — Original Equipment 
Equipment Specifications Parts for Minor Overhaul 


SEE YOUR HOLLEY DISTRIBUTOR—CHECK 


PEP Carburetors— 


FIT 


with a Holley 
PEP*® Carburetor 
—Brand New, 
Not a Rebuilt! 


There’s no question about the “‘tailor- 
ing” when you sell a Holley PEP Car- 
buretor. Each PeP Carburetor is brand 
new and made-to-measure for the car 
and its engine, built with the same 
care and precision as the original 
equipment carburetor it replaces. Yet 
you sell these brand new Holley pep 
Carburetors at prices competitive with 
rebuilts . .. and models are available for 
Ford-built cars and the most popular 
American Motors cars. See your Holley 
Distributor today about stocking 
Holley PeP Carburetors . . . and PEP 
Kits containing genuine Holley parts 
for carburetor minor overhauls. 
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Kuntz Takes Over... 


IH Realigns 


CHICAGO.—A series of major ap- 
pointments have been announced as 
a result of reorganization of the 
management of the International 
truck sales department, headed by 
the naming of Duane F. Kuntz, for- 
merly assistant manager of sales, as 
divisional sales manager. He will 
have full responsibility for the di- 
rection of all International truck 
sales activities. 

John C. Bulleit, formerly assist- 
ant manager of sales, becomes 
manager, sales administrative 
services, while Russell C. Burns 
who was general supervisor of 
fleet sales and manufacturers’ ac- 





R. ©. Burns 
counts hag been named manager, 
motor truck sales. J. Frank 
Adams, previously parts and serv- 
ice manager, is now manager, 
parts and service sales. 

L. W. (Red) Pierson, who has 
held the position of sales manager 
of the IH truck division, is absent 


ATA Study Shows 
Short Hauls Hike 


Maintenance Costs 


WASHINGTON.—Average length 
of haul appears to exert the strong- 
est influence on maintenance costs 
for over-the-road trucks, according 
to a report by the research depart- 
ment of the American Trucking 
Assns. 

The study showed average repair 
and servicing costs per mile of op- 
eration for intercity vehicles aver- 
aged 4.7 cents, not including cost 
of fuel and oil. 

The study further revealed that 
repair and servicing costs dropped 
as length of haul increased, It was 
pointed out that the “higher cost 
for the short-haul carriers is prob- 
ably due in many respects to the 
inspections and other servicing 
operations which are performed on 
a trip or elapsed time basis rather 
than on a mileage basis, and to 
traffic conditions.” However, it was 
noted that geographic climate and 
terrain also affected relative cost. 

The report covers the second 
phase of a continuing study of 
vehicle maintenance costs and prac- 
tices designed to develop mainte- 
nance yardsticks for the trucking 
industry. 

The project was launched in Feb- 
ruary, 1958, under a grant from 
Budd Co, to the ATA Foundation, 
the educational, research and pub- 
lic information organization for 
supplier cooperation with the truck- 
ing industry. 


D. F. Kuntz 


WESTERN 
SNOWPLOWS 


With Power Hydraulic Lift 
For All Vehicles 
WILLYS, FORD, 


CHEVROLET, 
GMC 






Truck Staff 


for an indefinite period of time due 
to illness, and will rejoin the Inter- 
national sales organization in a new 
assignment on his return. 

The appointments were announc- 
ed by R. M. Buzard, vice-president, 
motor truck division. 

Kuntz, a member of the Inter- 
national sales force for 34 years, 





4. Frank Adams 


J. ©, Bulleit 


has held district management posi- 
tions at Aurora, Ill, Toledo and 
Minneapolis. In 1950 he was named 
a regional manager, and since 1955 


has been assistant manager of 


sales. 


Bulleit’s background of 25 years 
of IH service includes managerial 
assignments at Spokane and Bil- 
lings, Mont. He has been a part 
of the company’s sales operation 
research and education and train- 
ing departments, and was general 
supervisor of parts and service 
merchandising prior to appoint- 
ment as assistant sales manager 
in 1959. 

Starting with International Har- 
vester at Buffalo in 1932, Burns has 
moved through various managerial 
posts at Albany, Philadelphia, New 
York, West Haven, Conn., and Bal- 
timore. In the latter city, he was 
district sales manager and was 
placed in charge of national used- 
truck merchandising in Chicago in 
1952. He became national fleet sales 
head in 1954. 


Adams has progressed through a 
number of sales positions since 1936, 
starting in Charlotte, N. C. He be- 
came an assistant regional sales 
manager in 1948, advancing from 
the district manager’s position at 
Nashville, and has been a regional 
manager in several parts of the 
country. In February, 1959, he was 
appointed parts and service man- 
ager for the division. 





Mobile Display Rooms— 


ALF-Herman Corp., St. Louis, has announced this specially-built truck, approximately 
33 feet in overall length, in which displays of merchandise are carried. The body is 
built on a Ford parcel-delivery-type chassis on which the wheelbase has been extended 
considerably. Inside it measures approximately 88 inches wide, 76 inches high, and 
has a loadspace length almost 26 feet in the clear. Special racks, bins, lockers, and 
shelves can be furnished in the loadspace area. The body can be equipped with such 
furnishings as nylon carpeting, paneled interior, filvorescent lighting, heating and air 
conditioning. The truck is available in any length, from 12 to 33 feet. 


The American Automotive Industry—the world’s 

















































Highest quality in vast quantity, possible only in 
America, enables millions of Schrader tire valves to 


match millions of tires in superb performance. 


Millions of American vehicles—air 
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Less Space Adds Problems. . . 


Compacts Put Squeeze 
On Air Conditioning 


By Charles Cates 
Staff Correspondent 

DALLAS. — The automotive air- 
conditioning industry is wrestling 
with new problems of adapting its 
equipment to the increasingly re- 
stricted space available in the 
trend toward compactness in cars. 

The fact that there is less car 
interior to cool has not lessened 
air-conditioning engineers’ prob- 

lems, It has multiplied them, 

The shift to curtailment of space 
—especially under the hood as in 
the case of the compact vehicles— 
has piled upon designers, manufac- 
turers and components suppliers 
more of the same problems they 
have been working. with all along. 

Mainly, these center around mod- 
ifying and improving a basic proc- 
ess so that it will efficiently cool a 
car with the use of smaller com- 
ponent units and at the same time 
provide uniformity of operation de- 


spite the variable conditions which 
the system is required to meet. 

The industry has had to face the 
new challenge of compactness well 
before it had found all the answers 
to the problem of adapting the 


process to the special requirements 


ATA Says Length of Haul 


Controls Maintenance Cost 


WASHINGTON.—Average length 
of haul appears to exert the strong- 
est influence on maintenance cost 
for over-the-road trucks, according 
to a report by the American Truck- 
ing Assns. 

The study showed average repair 
and servicing costs per mile of op- 
eration for intercity vehicles aver- 
aged 4.7 cents, not including cost 
of fuel and oil. The study further 
revealed that repair and servicing 
costs. dropped as length of haul 
increased. 


of making the auto temperature 
comfortable, 


The specifics of the continuing 
challenge to designers and manu- 
facturers were reviewed here in 
the two-day annual Air Condi- 
tioning Forum of the Texas 
Chapter of the Society of Auto- 
motive Engineers. Progress in 
meeting the requirements of auto 
air-conditioning also was outlin- 
ed in the 24 technical papers pre- 
sented. 

The annual session is the only 
one of its kind in the nation, and 
attracts experts in all phases of the 
industry from over the country. 
Total attendance this year was 
placed at about 350. 

In discussing the relation be- 
tween air-conditioning condensing 
pressures and the auto-engine cool- 
ing system (the condenser must be 
located forward of the radiator), 
Edd Huff, service manager of the 
Mark IV Division, John E. Mit- 
chell Co., Dallas, outlined some of 
the factors that affect both. 

They included engine revolutions 
per minute, forward speed of the 
car as it affects condenser and 
radiator ram air, speed and direc- 
tion of the wind, temperature and 
atmospheric pressure and humidity. 

Others include number of passen- 





“Go around and touch up all 
the skinned-off places.” — 





gers, size of passenger compart- 
ment, position and intensity of the 
sun, variations in sunlight and 
shade and color of car, tinted glass 
and use of sun visors. 


The problems of controls of 





greatest enterprise—depends on tire accomplishments 


suspended by American tires and 


progressive. 





o divisionof SCOVILL 


yet the American automotive industry can offer 
vehicle, tire and tire valve mass production un- 
matched anywhere else in the world. America’s 
unique capability is to mass produce thousands 
of different parts, each of which matches every 
other in superb quality. Here lies the secret of 
the world’s most successful industry. 

Mass production of high quality is never 
achieved over night. The Schrader Tire Valve’s 





operating principle, for example, has been called 
the Ace of Standardization for excellent reason. 
The history of these valves parallels the history 
of tires and pneumatic-equipped vehicles, right 
back to their very beginnings. Modern Schrader 
valves not only match the performance of today’s 
tires and vehicles, but are being designed to 


match projected performance of the future, on 


INDUSTRY-WIDE COOPERATION is the hallmark of America’s 
Automotive, Tire and Tire Valve Industries. For decades 
these efforts have been mutually beneficial, profitable and 


FIRST NAME 


—— 


QUALITY CONTROL PROGRAMS are basic in all Schrader 


valves—world’s top bargain 


No vehicle is better than its weakest part. And 





facilities, and are so successful that tire valve performance 
is taken for granted on Schrader-equipped vehicles the 


world over. 


or off the road. 


American vehicles’ reliable components like 
Schrader tire valves offer astonishing quality for 
amazingly little money—the biggest bargain in 


the long run. 





MODERN SCHRADER VALVE CORE with the “Miracle-Mate- 
rial,” Teflon, is totally interchangeable in all standard tire 
valves ever made. 


A. SCHRADER’S SON * BROOKLYN 38, N. Y. 


Division of Scovill Manufacturing Company, Incorporated 


IN TIRE VALVES 


FOR ORIGINAL EQUIPMENT AND REPLACEMENT 


auto air-conditioning systems for 
these and others encountered by 
the industry were described by 
T. E. Noakes, chief engineer of 
Detroit Controls, Detroit, as rep- 
resenting a “handsome percent- 
age of the total effort devoted 
to the relatively new field of con- 
trols.” 

He said the last 10 years of re- 
search had been fruitful in de- 
veloping basic knowledge and un- 
derstanding of the problems as- 
sociated with the application of the 
vapor-compression cycle for com- 
fort-cooling cars. 

He said the progress lies in the 
refinements that have come about 
rather than a change in the basic 
systems. 

“Our modern systems,” he said, 
“require all the basic elements 
found in the original assemblies: 
Condensor, receiver, filter-drier, ex- 
pansion valve, evaporator, a blower 
for air distribution and some means 
of control, The difference lies in 
the fact that the components are 
now specifically designed for the 
automotive application.” 

He said that in the case of the 
thermostatic valve, which ig com- 
mon to all systems, it was expedi- 
ent that the early “shelf” items give 
way to the requirements for small- 
er, more reliable, less costly com- 
ponents. He reviewed the continu- 
ing improvements made in this. 
type of control unit. 

oO. D. Orth, Controls Co. of 
North Milwaukee, elab- 
orated on the subjects of controls. 
He pointed out that aside from 
the space-limitation problem is 
the fact that the compressor 
speed and capacity vary with en- 
gine speed, since the compressor 
is driven directly by the engine. 

He said that modern expansion 
valves are made to perform as 
many as three functions overcom- 
ing the variable problems generat- 

ed by the direct powering of the 
compressor by the engine. 

He said that future designs in 
systems probably will involve some 
sort of power take-off from the en- 
gine which will either hold the 
compressor speed constant or make 
it variable with respect to engine 
speed. 

“There are still problems to be - 
overcome in the design of such a 
unit and in making it at a cost 
which will be acceptable to the 
manufacturers of auto air condi- 
tioning systems,” he said. “How- 
ever, if such a unit can be perfect- 
ed, it is apparent that all of the 
control problems relating to auto- 
mobile air conditioning systems 
will be greatly simplified.” 

But E. R. Boynton, chief engi- 
neer for automotive and commer- 
cial compressors for the Tecumseh 
Products Co., Tecumseh, Mich., said 
he believed that for the next few 
years compressors will remain of 
the general type currently in use. 
They will continue to undergo sub- 
stantial improvement, he added. 


Trailer Toter Offers Diesels 


For Mobile-Home Transport 

AMES, Ia.—The Trailer Toter 
Division, Whatoff Motor Co., an- 
nounced the availability of diesel 
power in standard-make trucks 
which they adapt to the use of 
truckers engaged in the transpor- 
tation of mobile homes, 

The diesels offered are four-cyl- 
inder Series 53 truck engines man- 
ufactured by the Detroit Diesel En- 
gine Division of Genera] Motors. 


LUGGAGE RACKS 


FOR ALL STATION WAGONS 
FOREIGN CARS AND COMPACTS 











Model $-48 Shown on Corvair 
Dealer Cost, $23.70 


(Clamp-ons from $14.85) 
Send for Details on Your Make 


CAMELL o. 


HUbbard 9-9651 
63 So. State $t., Hackensack, N. J. 
DISTRIBUTOR INQUIRIES INVITED 











FORD FAMILY OF FINE CARS CLEARINGHOUSE «+ NO. 216 OF A SERIES 
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THERE’S A FORD TRUCI 


Announcement of the longest and strongest line of 
trucks in Ford Motor Company's 58-year history 


launches a new era of selling opportunities for Ford 
Over 600 models dealers across America. 


More than 100 heavy-duty, diesel- and gasoline- 


engin eered powered model trucks have been added to the Ford 


‘ truck line making a total of over 600 models. This 

to Sa tisty every great range of versatile units enables dealers to meet 
virtually every need of truck users. 

Model innovations for 1961 include Ford’s first 


trucking n eed entry into the diesel market: the new line of Cummins 


diesel-powered forward axle tilt-cab highway tractors. 





K FOR EVERYONE IN ’61! 


This new “H” series is also available with the 
. od li fs Duty wasoli 5 ee 2 FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 
I rove ine Oo uper- u y gaso ine engines. new Ford « Faicon « Thunderbird « Comet « Mercury « Lincoin Continental 
Econoline series of compacts in van, bus and pickup English Ford Line + Ford Trucks « Industrial Engines « 
models is now offered, as well as a Falcon Sedan PS erence ieee aso s0k egelacinenene a ; 
: : Aeronutronic—Products for the Space Age « Ford Motor Credit Company 

Delivery, Ranchero, and new P-100 Parcel Delivery The American Road insurance Company 
units—all are tailored to the expressed needs of fleet 
owners in the ever-expanding light-duty field. 

Dramatically new in appearance, Ford's entire line Cow 
Pp > a a a . . RANE . ss The American Road 
for 61 is buyer engineered, accenting vast improve deatbara, elaaan 
ments in economy, durability, comfort-and versatility. 

¢ ” MOTOR COMPANY 

Today, more than ever before, Ford trucks mean 

business — for you, your customers and the nation. 
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Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. “eee 


NEWINGTON, CONN. 


Newington Auto Auction. Sale every 
Thursday. Prices are for sale of Nov. 22. 
Consignment was down because of the 
switch of auction dey, Buyers were scarce 
but action not too bad. Market seems to 
be steady. Sold 58 cars from 104 consign- 
ments. 


BUICK—’57 RM 4-dr. Riviera, 635° (ps). 

'55 Special 2-dr., $275* (ps). 
CADILLAC—’59 (62) 4-dr. $3,- 

000° (ps). 

’56 Eldorado conv., $875* (ps). 

"53 (62) Coupe de Ville, $445* (ps). 
OHEVROLET—’59 Impala (8) sport coupe, 

$1,410* (ps); Bel Air (6) 2-dr., $1,- 
185* (ps). 

'58 Yeoman (8) 2-dr., $995". 

’57 Bel Air (6) sport sedan, $800* (ps). 
‘56 Bel Air (8) 2-dr., $635* (ps); Two- 
ten (8) 2-dr., $550*; 4-dr., $400*. 

55 Two-ten (8) 2-dr., $375*. 
DODGE—’'53 Coronet (8) 2-dr., $115*. 
FORD—'60 Galaxie (6) 2-dr. Victoria, $1,- 

750; Falcon (6) 4-dr., $1,375. 

’59 Galaxie (8) 2-dr., $1,290°. 

’57 Custom (6) 2-dr., $410; 4-dr., $345. 

‘56 Fairlane (8) 2-dr. Victoria, $550* 


(ps). 

‘655 Fairlane (8) 2-dr, Victoria, $200*. 
LINCOLN—’'55 Capri 4-dr., $200* (ps). 
MERCURY—'56 Monterey 4-dr., $325*. 

’'55 Monterey station wagon, $420*. 

*54 Monterey 4-dr., $220*. 
aaa ~ "gd Statesman (6) 2-dr, hardtop, 


$150 
OLDSMOBILE — '57 (98) 2-dr. Holiday, 
$1,065* (ps). 
‘56 (88) 2-dr. Holiday, $345* (ps 
PLYMOUTH—’ 59 Fury (8) 4-dr., 's1,080° 


(ps); Belvedere (6) 2-dr., $940°*. 
‘58 Plaza (8) 2-dr., $425. 
’57 Savoy (6) 4-dr., $585*; Suburban 
(6) Sport 4-dr., ‘ 
'54 Suburban (6) 4-dr., $185, 
Oe ee Catalina 4-dr, Vista, $1,- 


365° ( 
’S7 Chieftain 4-dr. Catalina, $580*. 


‘56 Chieftain 2-dr. Catalina, $460*; 2-dr., 
$150°. : 
‘SS Star Chief 2-dr, Catalina, $205* (ps). 


‘54 Chieftain 2-dr, Catalina, $190* (ps). 
RAMBLER—’57 Custom (6) 4-dr., $620*. 
STUDEBAKER—’'59 Lark (6) 2-dr., $785. 

*ST Commander (8) 4-dr., $395*. 


ALBANY 


Tim Anspach, Inc., Dealer's Auto Auc- 
tion, Sale every Monday, Prices are for 
sale of Nov. 21. Car prices were mixed 
on an irregular market, over half of the 
consignments came from new-car dealers 
who are eager to clean out their undesir- 
able cars. A good lot of car buyers who 
were complaining of poor retail business. 
Sold 82 cars from 134 consignments. 


BUICK—'56 Century 4-dr. Riviera, $310*. 
"54 Special 4-dr., $125*. 
CADILLAC—’60 (62) 2-dr, hardtop, $3,- 


825* (ps). 
"59 (62) conv., $3,250* (ps); de Ville 2- 


dr, hardtop, $3,000* (ps). 
‘58 (62) 4-dr, hardtop, $2,150* (ps). 
"ST (60) Special 4-dr. hardtop, $1,850*° 


(ps). 

CHEVROLET—'59 Impala (8) conv., $1,- 
500°; Bel Air (6) sport sedan, §$1,- 
450° (ps); 4-dr., $1,240*; 2-dr., $1,- 
200*; Bel ‘Air (8) 4- dr., $1, 410°; '2-dr., 
$975"; Parkwood (8) 4-dr., $1, 290° 
(ps); Brookwood (6) 2-dr., $1,200; 
Biscayne (6) 4-dr., $1,060*, 

'58 Biscayne (8) 4-dr., $1,000; Bel Air 
(8) conv., $985° (ps); 4-dr., $980*; 
Delray (8) 4-dr., $735°. 

‘ST Bel Air (8) 2-dr., $985*, $830°; 4- 
dr., $890*; Two-ten (6) 2-dr., $800; 4- 


Hiller, Autolite 
Approve Merger 


PALO ALTO, Calif.—Sharehold- 
ers of Hiller Aircraft have approved 
the plan to make the company a 
subsidiary of Electric Autolite. 


The action calls for 4% shares 
of Hiller to be exchanged for one 
share of the auto and aircraft parts 
firm. Electric Autolite shareholders 
approved the plan earlier. 

Stanley Hiller jr. will continue as 
president of Hiller Aircraft and will 
also become a director of Autolite. 
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_ Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


"58 °60 
May 


"58°60 
April 


"59 
March 


"60 


dr., $725; Two-ten (8) station wagon 
4-dr., $775*. 

56 Bel Air (6) 2-dr., $710*; Bel Air 
(8) sport sedan, $610*; Two-ten (8) 
4-dr., $420*; Two-ten (6) 4-dr., $200*. 

’55 Two-ten (6) Delray, $440; Two-ten 
(6) 4-dr., $350. 

53 Bel Air 2-dr., $290. 

CHRYSLER—’'56 Windsor 4-dr., $585* 


(ps). 
DeSOTO—'58 Fireflite 4-dr., $800* (ps). 
’55 Firedome 4-dr., $200* 


DODGE—’60 Dart (6) Seneca 4-dr., $1,- 
440; 2-dr., $1,350. 
"56 Coronet (8) 2-dr., $290*; 4-dr. hard- 
top, $260*. 
53 Meadowbrook (6) 2-dr., $150. 
FORD—’60 Galaxie (8) conv., $1,750* 
(ps). 
"659 Country Sedan (8) 4-dr., $1,460*; 


Galaxie (8) conv., $1,400* (ps), 
‘58 Fairlane (8) 2-dr., $535*. 
"57 Custom (6) 2-dr., $385. 
‘56 Custom (8) 2-dr, Victoria, $410*; 2- 
Seto $325; Ranch Wagon (6) 2-dr., 
$250°, 
ee Raneh Wagon (8) 2-dr., $320; Fair- 
lane (8) 2-dr,. Victoria, $320*; Custom 
(8) 4-dr., $180*. 
LINCOLN—'60 Continental Mark V 4-dr., 
$4,250* (ps). 
MERCURY—’54 Monterey 4-dr., $265*. 
OLDSMOBILE — ‘60 (88) 4-dr., $2,000* 
(ps). 
"59 (88) Super 4-dr, ey. $1,785* 
(ps); (88) conv., $1,735* (ps), 
"56 (98) 4-dr. Holiday, $600* (ps); (88) 
4-dr., $500*. 
55 (88) 2-dr., $285*, 
PACKARD—’ 56 Clipper 2-dr., $335*. 
PLYMOUTH—’57 Suburban (8) Custom 4- 
r., $475*; Savoy (8) 4-dr., $370*. 
’56 Savoy (8) 2-dr., $180*. 
'55 Belvedere (6) 4-dr., $400; Savoy (8) 
4-dr., $320*, $250*, $130*. 
PONTIAC—'57 Chieftain 4- dr., $625*. 
'56 Chieftain station wagon “4 -dr., $480* 


(ps); 4-dr., $375*, 
55 Star Chief 2- dr., $210*. 
RAMBLER—'56 Custom 4-dr., $320*; Su- 
per 4-dr., $315. 
STUDEBAKER—’56 Commander (6) 2-dr., 
$390* (ps). 


MISCELLANEOUS — '57 Chevrolet carry- 
all, $330, 


DAYTONA BEACH, FLA. 


Florida Auto Auction, Sale every Tues- 
day. Prices are for sale of Nov. 22. 
BUICK—'60 Invicta conv., $2,390* (ps). 

‘59 Invicta Estate Wagon, $2,050* (ps); 


4-dr. hardtop, $1,985* (ps); Electra 
4-dr., $1,780* (ps). 

‘58 Special 4-dr., paca? (ps); 2-dr. 
Riviera, $935* (ps 


'ST7 Century 4-dr., s8i5¢ (ps). 

‘56 Super 4-dr. Riviera, $625* (ps); Spe- 
cial 4-dr., $440. 

"55 Special "4-dr., $330* (ps). 

CADILLAC—’60 (62) 4-dr., $3,715* (ps). 

‘59 de Ville 4-dr, hardtop, $3,050* (ps); 
2-dr. hardtop, $2,990* (ps). 

"58 (62) 4-dr., $1,700* (ps). 

‘55 Eldorado conv., $750* (ps); (62) 4- 
oe $670* (ps); 2-dr. hardtop, $490* 


CHEVROLET 60 Impala (8) conv., §2,- 

'59 Impala (8) sport sedan, $1,420* (ps); 
Bel Air (8) 4-dr., $1,250*. 

"58 Yeoman (6) 4-dr., $920°; Biscayne 
(8) 4-dr., $840*; Bel Air (6) 2-dr., 
$775* (ps); sport coupe, $765*, 

‘67 Bel Air (8) 4-dr., $1,065*; Two-ten 
(8) station wagon, $840* (ps). 

‘54 Bel Air 4-dr., $330*, 

‘53 Bel Air 2-dr., $175*. 
OCHRYSLER—'55 NY 4-dr., $525* 
DeSOTO—'58 Firedome 4-dr., 
DODGE—'57 Sierra (8) 4-dr., 

*54 Coronet (6) 4-dr., 
FORD—'60 Galaxie (8) 

(ps); Ranch Wagon 
365. 


(ps). 
$915* (ps). 
$515". 
$185* (ps). 
$1,715* 


convy., 
2-dr., $1,- 


(6) 

‘59 Galaxie (8) 4-dr., $1,450* (ps); 
conv., $1,400* (ps); Ranch Wagon (8) 
4-dr., $1,350*; Custom 300 (6) 2-dr., 
$865. 

‘58 Country Sedan (8) 4-dr., $950* (ps); 
Fairlane 500 (6) 2-dr,. Victoria, $875* 


(ps), $840*° (ps); conv., §$815* (ps); 
Fairlane 500 (8) 4-dr. Victoria, $735* 
(ps); Custom 300 (6) 2-dr., $820, 

‘ST Fairlane 500 (8) 4-dr., $375° (ps). 


‘56 Fairlane (8) Crown Victoria, $485*, 


$450*; Custom (8) 2-dr., $405. 

'54 Custom (8) 4-dr., $305* (ps). 
HUDSON—'56 Hornet 4-dr., $120* (ps). 
IMPERIAL—'60 Imperial 4-dr. hardtop, 

$3,300* (ps). 
LINCOLN—'58 Continental Mark III 4- 
dr., $1,400* (ps). 
MERCURY—'60 Monterey 2-dr., $1,910* 
(ps). 
"59 Monterey 2-dr., $1,215* (ps), §$1,- 
195* (ps) 


"56 Montclair 2-dr, hardtop, $640* (ps). 


OLDSMOBILE —'59 (98) 4-dr. Holiday, 
$2,180* (ps). 
'S7 (98) 4-dr, Holiday, $1,005*. 
"56 (98) 4-dr., $680° (ps), $590° (ps); 


"59 °60 
Aug. 


"58 °60 
Sept. 


"60 "59 °6O 
duly 





(88) 4-dr, Holiday, $595* (ps); 2-dr. 
Holiday, $510* (ps). 

*55 (88) Super 4-dr., $600* (ps), 

’54 (88) Super conv., $300* (ps). 

"53 (88) 4-dr., $200*. 


PACKARD — ’55 Patrician 4-dr., $375* 
(ps). 
PLYMOUTH — ’'59 Belvedere (6) 4-dr., 


"58 
Oct. 


"58 "60 "59 "60 
Nov. Dee. 


to Date 
Prices of '61s added and ’53s dropped in November, 1960, Prices of ’60s added and ’52s dropped in December, 1969. Prices of '59s added and '51s dropped in Lecember, 1¥08, 


Figures alongside bars represent dollars. (Copyright, 1960, by Automotive News) 


$800; Savoy (6) 4-dr., $730. 


‘57 Belvedere (8) 4-dr. hardtop, $560*. 
PONTIAC—’59 Catalina 4-dr. Vista, $1,- 


610* (ps), 


’57 Chieftain Safari 4-dr., $875* (ps), 
RAMBLER—’60 American (6) 2-dr., $1,- 


240. 
’59 Super (8) Cross Country, $1,135, 





MISCELLANEOUS—’58 Chevrolet %-ton 
truck, $775, $715. 
’55 Ford delivery truck, $315, 
’54 Willys wagon, $205 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 
day. Prices are for sale of Nov. 23. 


BUICK—’59 LeSabre 2-dr. hardtop, $1,590* 


(ps). 
’58 Special 2-dr. Riviera, $1,185* (ps). 
’57 Super 2-dr, Riviera, $850* (ps); RM 
4-dr., $850* (ps). 
'56 RM 4-dr., $300* (ps). 
CHEVROLET— 60 Biscayne (6) 4-dr., $1,- 
435. 


’59 Impala (8) sport oonee: $1,500; Bis- 
cayne (8) 2-dr., $1,000 


‘58 Impala (8) sport coupe, $1,150* 
(ps); Bel Air (8) sport coupe, $1,090*; 
Biscayne (8) 4-dr., $790*. 

’S57 Two-ten (6) 2-dr., $800; station 
wagon, $640. 

’56 Bel Air (8) conv., $550*. 

CHRYSLER — '58 Windsor 2-dr. hardtop, 


$990* (ps). 
’57 NY 2-dr. hardtop, $815* (ps). 
DeSOTO — ’'57 Firedome 4-dr. hardtop, 
° 
DODGE—’58 Coronet (8) 2-dr., $720*. 
FORD—’60 Galaxie (8) 4-dr. Victoria, $1,- 
665*; Fairlane (8) 4-dr., $1,450* (ps); 


Falcon (6) 4-dr., $1,400*; 2-dr., $1,- 
400*, $1,315*. 
’59 Galaxie (8) conv., $1,425* (ps); 2- 


dr., $1,310* (ps); 4-dr.,. $1,130*; Gal- 
axie (6) 4-dr., $1,150*; Fairlane 500 
(8) 4-dr. Victoria, $1,225* (ps); Cus- 
tom 300 (6) 2-dr., $955, $950. 

58 Country Sedan (8) 4-dr., $900*; 

lane 500 (8) 2-dr. Victoria, $825°. 

’57 Custom 300 (6) 2-dr., $550*; Fair- 

lane (8) 2-dr., $450*. 

‘56 Main (8) 4-dr., $220*. 
LINCOLN—’54 Capri 4-dr., $190* (ps). 
MERCURY—’58 Commuter 4-dr., $1,000*. 

*S7 Monterey 4-dr., $525*. 

‘56 Monterey 2-dr. hardtop, $335*. 
OLDSMOBILE—’59 (88) 2-dr., $1,520*. 

$725* 


Fair- 


"58 (88) 4-dr., $1,275* (ps). 
PLYMOUTH—’58 Savoy (8) 4-dr., 


(Continued on Page 27, Col, 1) 





ALABAMA 





JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—Ne Registration Fee 





COLORADO 
Colorado Auto Auction 








4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-782/ 

SALE EVERY TUESDAY 
11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 


MILL NACE, General Manager 


Dealers Only 
Write for FREE Market Reports. 








CONNECTICUT 


NEW ENGLAND'S OLDEST 


AND BEST 


Dealers Auto Exchange in our |4th year 
of continuous operation. 
Sale every Wednesdey - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 














FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


MARYLAND 


= —— Air ime ine Auction, Ti- 
es, guarant ‘ou 
ed. Thur., 12 noon. Tecthihed io. 


MICHIGAN 








STATE FAIR 


AUTO AUCTION 





19745 RALSTON 
(Rear of 19600 Woodwerd, Detroit) 
TWO SALES WEEKLY 


DETROIT'S ONLY 
AUCTION 


DUAL LANE 





Running 250 Cors—Tves., 12:30 P. M.; 


Friday, 1:00 P. M. 
Phone TO 9-4660—C. Simpson, Owner 





LUCA D, the Dealers’ Directory 
to Leading Auto Auctions. 





MICHIGAN 


SANTA IS 
COMING TO 


APTCO! 


Wednesday, Dec. 21st 


GIFTS GALORE FOR ALL! 
APTCO AUTO AUCTION 


19241 Dix, Melvindale, Mich. 
Phone: DUnkirk 3-0150 





NEW JERSEY 





Minutes from New York City 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


Insured > 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 
EVERY THURSDAY AT NOONI 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 


ei 


AUCTION 
wy Ts) 


N-A-D-E 
Every WEDNESDAY, 10:30 A.M 


NATIONAL AUTO 
DEALERS EXCHANGE 


Leah 3: 


ool 


CARS 


t very tered. 








NEW YORK 


NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
Dealer Aute Auction 
Albany 5, N. Y. 
Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 


Eve 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


AKRON—A-1 Auto Auction, U. S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 








PENNSYLVANIA 


LANCASTER COUNTY 
HOME COOKING 


In addition to the largest selection 
of cars—the most active group of 
buyers—the most delicious meals 
you've ever eaten are served at the 
Manheim Auto Auction. 


Sale Every Friday, 10 A.M. 
Guaranteed Titles ® Auction Checks 
Issued © Ladies’ TV Lounge 
® The World's Largest 3-Lane 
Auto Auction 


MANHEIM AUTO 
AUCTION, INC. 


On Route 72 . Manheim, Pa. 
MOhawk 5-2401 





North-East-South-West 
Automotive News' 


“Leading Used-Car Auction Direc- 
tory” gives the sale day and time 
of top Auto Auctions EVERY 
WEEK. 
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(Continued from Page 26) 


(ps); 2-dr, hardtop, $675* (ps). 
’S7 Belvedere (8) 2-dr, hardtop, $500*; 
4-dr., $500* (ps). 
’56 Belvedere (8) 2-dr., $290*. 
PONTIAC—’60 Star Chief 4-dr., $2,137* 
(ps). 
'56 Star Chief 2-dr, Catalina, $385*. 
’5S5 Chieftain 4-dr., $150*. 
RAMBLER—’59 Custom (8) Cross Coun- 
try, $1,490*. 
’56 Custom Cross Country, $500*; Super 
4-dr, hardtop, $340*. 
STUDEBAKER—’59 Lark (6) 2-dr., $875. 
MISCELLANEOUS—’52 Ford utility truck, 
$145. 


LOS ANGELES 


Harold Henry's Los Angeles Dealer Auto 
Auction, Sale every Tuesday, Prices are for 
sale of Nov. 22. 

BUICK—’59 Electra 225 conv., $1,900* 
(ps); LeSabre 2-dr. hardtop, $1,685* 
(ps), $1,650* (ps). 

’58 Special Estate Wagon, $1,040*, 

’57 RM 2-dr. Riviera, $910* (ps); Spe- 
cial 2-dr. Riviera, $810* (ps), $700*; 
4-dr., $775* (ps); Century 4-dr, Rivi- 
era, $785* (ps), $650* (ps), $470* 
(ps); Super 4-dr, Riviera, $710* (ps). 

56 Century 2-dr. Riviera, $650* (ps); 
RM 2-dr. Riviera, $550* (ps); Special 


4-dr., $540*. 
’55 Century 4-dr, Riviera, $500* (ps), 
$425*, $380* (ps); Super 2-dr, Rivi- 


era, $450* (ps); Special 2-dr, Riviera, 
$375* (ps), $225* (ps), 


CADILLAC—’59 de Ville 2-dr. hardtop, 
$3,875* (ps); 4-dr. hardtop, $3,400* 
(ps); (62) 2-dr, hardtop, $3,340* (ps); 
conv., $3,330* (ps); 4-dr., $3,090* 
(ps). 

’58 (60) Special 4-dr. hardtop, $2,500* 


(ps); (62) 2-dr, hardtop, $2,300* (ps), 
2 at $2,250* (ps), $2,025* (ps). 

’57 (62) 4-dr., $1,750* (ps), $1,455* 
(ps); 2-dr. hardtop, $1,730* (ps). 

'56 (62) Coupe de Ville, $1,250* 
2-dr, hardtop, $1,135* (ps). 

"55 (62) 4-dr., $960* (ps); 
Ville, $760* (ps). 

’54 (60) Special 4-dr., $650* 
4-dr., $625* (ps). 

CHEVROLET—’ 60 Impala (8) sport coupe, 
$2,205* (ps), $2,000*; conv., $2,000; 
Corvair 700 (6) 2-dr., $1,675*; 4-dr., 
$1,535; Corvair 500 (6) 2-dr., $1,600; 
4-dr., $1,550*. 

’59 Impala (8) sport coupe, $1,890* (ps), 
$1,810, $1,785* (ps); sport sedan, $1,- 
775* (ps), $1,575* (ps); conv., §$1,- 
710* (ps), $1,600* (ps), $1,550* (ps); 

) Parkwood (8) 4-dr., $1,730* (ps), $1,- 
590* (ps); Parkwood (6) 4-dr. $1,- 
690* (ps); Bel Air (8) 4-dr., $1,335*; 
Biscayne (6) 4-dr., $985. 

58 Impala (8) sport coupe, $1,455* (ps), 
$1,400* (ps), $1,200*; Bel Air (8) 
sport coupe, $1,145*; sport sedan, $1,- 
095* (ps); Biscayne (8) 4-dr., $980*. 

’57 Nomad (8) 2-dr., $1,265* (ps); Bel 
Air (8) station wagon, $1,165* (ps); 
sport coupe, $1,160*, $1,145*, $1,105*; 
sport sedan, $925* (ps), $695*, $690* 
(ps); 4-dr., $685*, $650*; Bel Air (6) 
sport coupe, $1,040; sport sedan, $1,- 
005* (ps); Two-ten (8) sport coupe, 
$1,020*; 4-dr., $775*. 

’56 Bel Air (8) 2-dr., $635*; Bel Air (6) 
4-dr., $335*; One-fifty (8) station wag- 
on, $600*; Two-ten (8) 4-dr., $575*; 
Two-ten (6) 4-dr., $450. 

’55 Bel Air (8) 4-dr., $585*, $355*; Bel 
Air (6) conv., $560; sport coupe, 
$550*; Two-ten (8) 2-dr., $585; 4-dr., 
$410*; Two-ten (6) 4-dr., $535*; sta- 
tion wagon, $525; Delray, $425. 


(ps); 
Coupe de 


(ps); (62) 


’54 Bel Air 2-dr., $385, $235; 4-dr., 
$315*; Two-ten 4-dr., $325; Delray, 
$230. 

CHRYSLER—’55 NY 4-dr., $640*° (ps), 
$565* (ps). 

DODGE—’59 Custom Royal (8) conv., $1,- 
735* (ps); Sierra (8) 4-dr., $1,660* 
(ps). 

’58 Custom Royal (8) 4-dr, hardtop, $1,- 
090*. 

’57 Sierra (8) 4-dr., $900* (ps); Royal 
(8) 4-dr, hardtop, $820* (ps), $810* 


(ps); Custom Royal (8) 4-dr., $710*. 
’53 Meadowbrook 4-dr., $110. 
EDSEL—’59 Ranger 4-dr. hardtop, §$1,- 
200* (ps). 
’58 Pacer 2-dr. hardtop, $845* (ps). 
FORD—’60 Thunderbird (8) 2-dr, hardtop, 
$3,250* (ps), $3,150* (ps), $3,010* 
(ps), $3,000* (ps); Country Sedan (8) 
4-dr., $2,110* (ps), $1,950* (ps); Fal- 
con (6) 2-dr., $1,500, $1,390, 
’59 Thunderbird (8) 2-dr. hardtop, $2,- 


785* (ps); conv., $2,585* (ps); Gal- 
axie (8) 2-dr. Victoria, $1,600* (ps); 
conv., $1,530* (ps); Country Sedan 


(8) 4-dr., $1,575* (ps), $1,550* (ps), 
$1,400; Fairlane 500 (8) 2-dr, Victoria, 
$1,470* (ps); 4-dr. Victoria, $1,385* 


(ps). 

58 Thunderbird (8) 2-dr,. hardtop, $2,- 
325* (ps), $2,090* (ps); Custom 300 
(8) 4-dr., $1,195*; 2-dr., $1,160*; 
Country Sedan (8) 4-dr., $1,075* (ps), 
$1,050* (ps), $995*; Fairlane 500 (8) 
conv., $1,000*; 4-dr. Victoria, $985* 
(ps); 4-dr., $885* (ps); Fairlane (8) 
4-dr., $865*; 2-dr., $780*. 

’57 Thunderbird (8) conv., $1,585* (ps); 
Fairlane 500 (8) 4-dr, Victoria, $980* 
(ps); 2-dr. Victoria, $920* (ps); conv., 
$750* (ps), $710* (ps), $685*° (ps); 
4-dr., $520; Country Sedan (8) 4-dr., 
$905*; Custom 300 (8) 4-dr., $600*. 

’56 Fairlane (8) 2-dr, Victoria, $560*, 
$485* (ps), $460* (ps); 4-dr., $535° 
(ps), $500* (ps), $490*; 2-dr., $410*; 
Country Sedan (8) 4-dr., $460*; Ranch 
Wagon (8) 2-dr., $450* (ps). 

’55 Fairlane (8) Crown Victoria, $580*; 
Custom (8) 2-dr., $335; 4-dr., $285, 
$235*; Custom (6) 2-dr., $325; Main 
(6) 4-dr., $225. 

54 Main (8) business coupe, $230. 

'53 Main (8) 4-dr., $180, 

IMPERIAL—'60 Crown conv., $4,100* 


(ps). 
’59 Crown 2-dr. hardtop, $3,000* (ps). 
*S1 Imperial 4-dr., $140* (ps). 
LINCOLN—’59 Continental Mark IV conv., 
$3,150* (ps). 
’58 Premiere 4-dr. hardtop, $1,800* (ps), 
$1,685* (ps), $1,385° (ps). 
’ST Premiere 4-dr. hardtop, $1,235*° (ps). 
MERCURY—’'58 Parklane 4-dr, hardtop, 
$1,145* (ps). 
’57 Colony Park 4-dr. 
000* (ps). 
’56 Monterey station wagon, §590° (ps); 
4-dr., $535*; Montclair 2-dr, hardtop, 


(9 pass.), §$1,- 


$550*; conv., $500* (ps); 4-dr, hard- 
top, $485". 

’55 Montclair 2-dr, hardtop, $575* (ps), 
$460* (ps), $400*; 4-dr., $445* (ps); 
Monterey station wagon, $385* (ps). 

’54 Monterey 4-dr., $265, 

NASH—’'55 Statesman (6) 2-dr., $290; Am- 
bassador (8) 4-dr., $195*, 

OLDSMOBILE—’60 (88) Super 4-dr, Holi- 
day, $2,750* (ps); (98) 2-dr, Scenic, 
$2,640* (ps). 

"58 (88) 2-dr, Holiday, $1,385* (ps). 

’57 (88) Super 4-dr., $815* (ps). 

°56 (88) 2-dr. Holiday, $680* (ps); (88) 
Super 2-dr. Holiday, $630* (ps); 4-dr. 
we $585* (ps); (98) conv., $550* 
ps). 

’54 (88) Super 2-dr, Holiday, $450* (ps); 
(88) 4-dr., $235* (ps). 

PLYMOUTH—’59 Belvedere (8) 2-dr. hard- 
top, $1,460* (ps), $1,360* (ps), $1,- 
250* (ps); Suburban (6) Custom 4-dr., 
$1,430* (ps). 

’57 Suburban (8) Custom 4-dr., $925* 
(ps), $680*; Fury (8) 2-dr, hardtop, 
$785* (ps), $740*; Savoy (8) 4-dr., 
$625*, $530*; Belvedere (8) 2-dr, hard- 
top, $570* (ps). 

'56 Suburban (8) Custom 4-dr., $440*, 

"55 Savoy (6) 2-dr., $385*. 

PONTIAC—’60 Bonneville sport coupe, §$2,- 
485* (ps); Catalina 4-dr, Vista, $2,- 
375* (ps). 

’59 Bonneville 4-dr. Vista, $2,235* (ps); 
Catalina 2-dr., $1,520*, 

’58 Star Chief 2-dr, Catalina, $1,180* 


Super 4-dr, Chieftain 4-dr., 
$910° (ps). 

’S7 Star Chief 2-dr, Catalina, $950* (ps), 
$700*; conv., $400* (ps); Super Chief 
2-dr, Catalina, $860*; Chieftain 2-dr. 
Catalina, $825* (ps), $735*. 

’55 Chieftain Safari 4-dr., $335*, 

’53 Chieftain 4-dr., $115, 

RAMBLER—’59 Custom (6) 
400*; American (6) 
$1,070. 

’57 Super (8) 4-dr., $635*, 

*55 Custom Cross Country, $425*, 

’54 Custom Cross Country, $170*, 
STUDEBAKER—’59 Lark (6) station wag- 
on, $1,085*; 2-dr., $1,000, 

"57 Golden Hawk (8) 2-dr, 
$980 (ps). 

'55 President (8) 2-dr., $385*. 

WILLYS—’52 2-dr., $180. 

aa Valiant 100 4-dr., $1,645*, 

,555. 

MISCELLANEOUS—’60 Willys pickup, $1,- 
975; Ford Falcon (6) Ranchero, $1,- 
650; Ranchero (8), $1,550, 

’59 Chevrolet (6) fleetside %-ton pickup, 
$1,415, $1,135, $830; GMC (6) %-ton 
fleetside pickup, $1,145. 

‘58 Ford (8) %-ton pickup, $1,100*; 
GMC (6) 100 %-ton pickup, $1,050. 
’57 Chevrolet (8) %-ton LWB pickup, 

$880, $710. 

’56 Ford (8) F-100 %-ton pickup, $535*. 

’55 Chevrolet (6) %-ton pickup, $685; 
(6) %-ton pickup, $640. 

’54 International travel-all, $345. 

’50 Chevrolet %-ton pickup, $200. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc, Sale every 
Wednesday. Prices are for sale of Nov, 23. 


BUICK—’'56 Special 2-dr. Riviera, $725* 
(ps), $335* (ps); 4-dr., $400*; Super 
4-dr. Riviera, $700* (ps), $485* (ps). 

’55 Special 2-dr. Riviera, $360*, $170*. 

CADILLAC—’56 (62) Coupe de Ville, $1,- 


4-dr., $1,- 
station wagon, 


hardtop, 





Model Breakdown 














Of Auction Averages 

Dec., 1960 Nov., Oct., 

Model To Date 1960 1960 
} eer $2,278 $2,329 

1960............ 1,963 2,021 $2,239 

19589... 1,443 1,519 1,614 

962 1,016 1,113 

678 703 761 

458 480 495 

351 357 369 

246 228 239 

Average $1,047 $1,082 §$ 856 





050* (ps). 

’54 (62) 4-dr., $525* (ps). 

"53 (62) Coupe de Ville, $180* (ps). 

CHEVROLET—’60 Impala (8) 4-dr. hard- 

top, $2,000* (ps); conv., $1,875* (ps); 
Parkwood (6) 4-dr., $2,000*. 

’59 Impala (8) conv., $1,580* (ps), $1,- 
500* (ps); 2-dr. hardtop, $1,550*; 4- 
dr, hardtop, $1,475* (ps); Bel Air (8) 


4-dr., $1,285* (ps), $1,280*, $1,250*, 
$1,235*, $1,225*; Bel Air (6) 4-dr., $1,- 
250%, $1,150, $1,140, $1,110*; Bis- 


cayne (8) 4-dr., $1,175, $1,100. 

658 Biscayne (8) 4-dr., $1,025*, $910*; 
Delray (6) 2-dr., $700. 

’57 Bel Air (8) 4-dr., $780*; Two-ten 
(6) 4-dr., $750*%; Two-ten (8) station 
wagon 4-dr., $730*; One-fifty (6) 2-dr., 
$550. 


56 Two-ten (8) 4-dr., $580%; Two-ten 
(6) 4-dr., $405; One-fifty (6) 4-dr., 
$450, $325, $250. 

’565 Bel Air (8) 4-dr., $525*; 2-dr., 


$425*; Two-ten (6) 4-dr., $360, $230; 
Delray, $325. 

'54 Two-ten 2-dr., $400, $290, $140. 

53 Bel Air 4-dr., $200; conv., $150", 


$120. 
CHRYSLER — ‘55 Windsor 2-dr. hardtop, 
$295". 
DeSOTO—'56 Firedome 4-dr., $330* (ps). 
DODGE—’'57 Coronet (8) 4-dr., $400*. 


'65 Coronet (8) 4-dr., $350*, $155*; 
Royal (8) 4-dr., $235*. < 
EDSEL —’'58 Pacer 4-dr. hardtop, $550* 


(ps), $480* (ps). 
FORD—’59 Country Sedan (8) 4-dr., $1,- 
- 400°; Fairlane (8) 2-dr., $1,175* (ps); 


4-dr., $1,150*, $1,050*; Custom 300 
(8) 4-dr., $1,165*. 
‘58 Fairlane 500 (8) 2-dr, Victoria, 


$850*; Custom 300 (8) 4-dr., $825*. 

’57 Custom 300 (8) 4-dr., $705*, $550*; 
Custom (6) 2-dr., $615; Fairlane 500 
(8) 4-dr., $700* (ps); 4-dr, Victoria, 
$550*. 

’56 Fairlane (8) 4-dr., $425*, $300*; 2- 
dr, Victoria, $195* (ps); Custom (8) 
4-dr,, $290, $225; Main (6) 2-dr., $175. 

55 Custom (8) 4-dr., $290; Main (6) 
2-dr., $200, $105; Country Sedan (6) 
4-dr., $145; Ranch Wagon (8) 2-dr., 


$135. 
MERCURY—’57 Colony Park 4-dr., $655*. 
’56 Custom 4-dr., $510*; Monterey 2-dr. 
hardtop, $310*; Medalist 2-ir., $230. 
'54 Monterey 2-dr. hardtop, $175*. 
OLDSMOBILE—'59 (98) conv., $1,860* 


(ps). 
’56 (88) 4-dr. Holiday, $600* (ps), $495* 
(ps); conv., $455* (ps). 
PLYMOUTH — '60 Custom (8) Suburban 
4-dr., $1,900* (ps). 
’59 Savoy (8) 4-dr., $905* (ps), $830*. 
’58 Fury (8) 2-dr, hardtop, $750* (ps); 
Savoy (8) 4-dr., $700*, $605; Belve- 
dere (6) 4-dr., $560* (ps). 
’'57T Savoy (8) 4-dr., $550*; Plaza (8) 
2-dr., $310. 
(Continued on Page 28, Col, 1) 





Ask Any Truck Serviceman 
about Eaton 2-Speed Axles 


Ask the man who has to keep trucks rolling. He'll tell you 
that Eaton 2-Speeds not only operate for long periods with- 
out attention, but that they also cut deep into over-all 


maintenance costs. 


No one knows like a truck serviceman that matching axle 
gear ratios to the hauling job means easier going for all 
power units from engine to axle shafts. Eaton 2-Speeds let 
drivers select from twice the conventional number of gear 
ratios—the right ratio for the immediate road and load con- 
dition. Trucks stay on the job, out of the shop—last thou- 
sands of miles longer. And Eaton's many exclusive design 
features hold down maintenance on the axle itself. When 
repair is necessary, Eaton's simplified construction speeds 


the work and slices off costly hours of labor. 


Before you specify driving axle equipment, let a truck serv- 
iceman give you the low-down on Eaton 2-Speed Axles. 


EATON 





More than 


in Trucks Today 


Two Million Eaton Axles 


AXLE DIVISION 
MANUFACTURING COMPANY 









CLEVELAND 10, OHIO 
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‘56 Chieftain 4-dr., $525°. 
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"55 Bel Air (8) 2-dr., $550*; 
’55 Chieftain 2-dr., $325*; 4-dr., $180*; Two-ten (8) 4-dr., $600°. 


4-dr., $450*; 


OHRYSLER — ’'58 Saratoga 4-dr., 
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dr., $365*, $350*%; Main (8) 2-dr., "59 LeSabre 4-dr. hardtop, $1,625* (ps); 
$235. 2-dr., $1,470*, $1,455* (ps), $1,415* 
"54 Crest (8) Ss eee Custom (8) (ps), $1,000*; Electra 2-dr, hardtop, 


2-dr., $325, $255*, $1,580* (ps). 
2-dr., $250*, $210, $155*. 2-dr. Riviera, $960* (ps). 
51 Custom (8) 4-dr., $250, $205. 


$345*; Monterey 4-dr., $760*. $760*, $605*. 
‘on "‘ontelair 2-dr., $350*; 4-dr., $165*. 55 Super 4-dr., $285* (ps). 


56 Savoy (6) 4-dr., $425, $215°. 000°, $760*; 4-dr., $1,100* (ps); conv.,/ '53 Monterey 4-dr., $215. ° , e 
"Shere (2) sar. hardtop, "$200" $125", $1,050° (ps); Two-ten (8) 2-dr., $710,| _*50 Montelair 4-dr., os. ‘3 Super 2-dr. ‘Riviera, $225%, 
PONTIAC—'59 Catalina 4-dr, Vista, $1,-| ‘56 Bei Air (6) 2-dr., $660; Bel Air (8)| day. $685° (ps) ee MO | CA pe. ware 15° (ps), 
345° (ps). 2-dr., $660°; Two-ten (8) 2-dr., $330.| *56 (88) 2-dr., $545°. ‘tae aan, eanie-Cann; 


"5S (88) 2-dr., $630*; 2-dr. Holiday, | CHEVROLET—’60 Impala (8) 4-dr. hard- 
$380* top, $1,900*; Biscayne (8) 2-dr., $1,- 


Star Chief 2-dr, Catalina, $190°. th Bet ane (6) 9-d0.. $475; Bel Air (8)| 54 (88) 2-dr., $355°. - ee) aw 
RAMBLER—’ - ? 5 7 ; r (6) 2-dr., $1,- 
58 Deluxe (6) 4-dr., $760. 4-dr., $405. Two-ten (8) 2-dr.,| PAOKARD—’'56 Clipper 4-dr., $240*. 545°: Corvair 500 (6) 4-dr., $1,415, 
ee 59 Lark (6) 2-dr., $1,- a =. : ‘53 Clipper 2-dr., $170°. ei 3d0. 
'S8 Sliver Hawk (8) 2-dr., $500 g Bel Air 4-dr., $260; Two-ten 2-dr.,| PLYMOUTH—'59 Savoy (8) 4-dr., $850; °59 Impala (8) 2-dr. hardtop, $1,490*; 
’S5 Champion 4-dr., $200. " : ‘51 8 2 2-dr., $780. 4-dr., $1,200 (ps); Bel Air (8) 4-dr., 
iP -dr., pecial 2-dr., $205. "55 Belvedere (8) 2-dr., $415. $1,410*, $1,360*, $1,300*; 2-dr., 


$810* "52 Cranbrook 4-dr., $230. 200*; Bel Air (6) 2-dr., $1,175", 


” DANVILLE, VA. DODGE-'56 Coronet (8) 4-dr., $500 PONTIAG ‘56 iar Chief 4-dr., $545¢ d-dr’, $1,395; Biscayne (6) 2-dr., © 
, e ) 4-dr., °, s —_—’ tar ef 4-dr., 4-dr., $1,395*; Biscayne (6) 2-dr., $1,- 
———— Auto —— Sale — “— 54 Royal (8) 2-dr., $150°. (ps); 2-dr, Catalina, $535*; Chieftain 210*; 4-dr., $1,100*. 

Slow y. Prices . ae Th _— a 5 -| FORD—'59 Galaxie (8) $1,450*; 4-dr., $510*. ’58 Impala (8) sport coupe, $1,100, 
— anksgiving holiday Fairlane 500 (8) 2-dr., $1,200*; Fair-| ‘53 Star Chief 4-dr.; $100*. 000*; conv., $965*; Brookwood 
—off $100. lane (8) 4-dr., $1,185*; 2-dr., $1,185,| RAMBLER —'56 Super (6) 4-dr., $360; 4-dr., $1,065*; Brookwood (6) 4-dr., 
BUICK—’57 RM 2-dr. Riviera, $950* (ps). $1,160. Cross Country 4-dr., $340*; Custom $875; Bel Air (8) 4-dr., $920*; Bel Air 
'56 Century 4-dr., $700*; Special 2-dr., ‘58 Country Sedan $1,050; (6) 4-dr., $310. (6) 2-dr., $900*, $870*; Biscayne 
$610*. Fairlane 500 (8) 4-dr., ; 2-dr., | MISCELLANEOUS—’58 Ford %-ton pick- 2-dr., $790*; 4-dr., $750*; Delray (6) 

"55 Special 2-dr.- Riviera, $450*, $430*° ra: Fairlane (8) 2-dr., $825, $705. up, $1,050. 2-dr., $750. 
(ps); 2-dr., $450°. ’57 Country Sedan $735°*; ’57 Ford Ranchero 2-dr., $700. ‘57 Bel Air (8) 4-dr., $800*; Two-ten 
"64 RM 2-dr. Riviera, $305* (ps). Custom (8) 2-dr., $700, $595; 4-dr., ’52 GMC Wrecker, $825; Chevrolet pick- (8) 2-dr., $725; Two-ten (6) 2-dr., 
CADILLAC—’ 57 (62) Coupe de Ville, $1,- $565; Fairlane 500 date 7 dr., ous up, $340. $590*, $550*; 4-dr., $565*, $505*; One- 
635* (ps). Fairlane (8) 2-dr., Cus- fifty (6) 2-dr., $640*, $625*. 
56 (62) Sedan de Ville, $990* (ps). tom 300 (8) 2-dr.,. sio5.” FLINT 56 Bel Air (8) 4- -dr., $560*; 2-dr., 
"55 (62) 2-dr. ay $780* (ps). "56 Fairlane (8) 2-dr. Victoria, $510°; $425*; Two-ten (8) 4-dr., $525*; 2-dr., 
"654 (62) 4-dr., $620* 2-dr., $500*; $450"; Flint Auto Auction, Sale every Wednes- $330*; Two-ten (6) 2-dr., $330; One- 
'51 (62) 4-dr., $210": "anus $155*. Ranch Wagon (8) 2-dr., $470; Country | day. Prices are for sale of Nov, 23, Sold fifty (6) 2-dr., $260. 
—'59 Bel Air (8) 4-dr., $1,- Sedan (8) 4-dr., . ; Custom/| 159 cars from 323 consignments. '55 Two-ten (8) station wagon 4-dr., 
250*, $1,130*, $1,005°. (8) 2-dr., $390; 2-dr. Victoria, $260*. | BUICK—’60 LeSabre Estate Wagon 4-dr., $430*; 2-dr., $300*; Two-ten (6) sta- 
= an Air (8) 2-dr, hardtop, $1,300* ’55 Ranch Wagon (8) 2-dr., $475*; Fair- $2,600* (ps), $2,100*; 4-dr, hardtop, tion wagon 4-dr., $415*, $325*; Bel Air 
lane (8) 2-dr, Victoria, $455°, $275*; $2,330* (ps); conv., $2,325* (ps); 2- (8) 2-dr., $300*. 
st PBel Air (8) 2-dr., $1,180* (ps), $1,- 4-dr. Victoria, ; Custom (8) 4- dr. hardtop, $2,310*, $2,100* (ps). ’53 One-fifty 2-dr., $110*, $105*. 





Follow the LEADER 
in Philadelphia 
and its suburbs 


Fundamentals first. Look at the A.B.C. 


The 1959 A.B.C. Audit Reports show that 
The Evening Bulletin leads The Morning Inquirer 
by 145,637 circulation in the 14 county Greater 
Philadelphia Market . . . and The Evening Bulle- 
tin leads both in the city and in the suburbs. 


More men... more women... more adults 
read The Evening Bulletin than The Morning 
Inquirer throughout Greater Philadelphia . . . 
both in the city and in the suburbs. 


The Evening Bulletin’s male adult reader- 
ship, reported in the 1960 National Analysts, 
Inc. study of adults in telephone homes, is 
322,000 in the city and 338,000 in the suburbs. 


EVENING BULLETIN LEAD 
OVER MORNING INQUIRER 
AMONG MEN READERS 


84,000 or 35% MORE in the City 


46,000 or 16% MORE in the Suburbs 
130,000 or 25% MORE in Greater Philadelphia 


No matter how you look at it, The Evening 
Bulletin leads in circulation and _ readership 
throughout Greater Philadelphia. Follow the 
leader in Philadelphia and its suburbs—The 
Evening Bulletin. 


In Philadelphia Nearly Everybody Reads The Bulletin 


The Evening Bulletin Leads in Circulation and Readership 


..-in Philadelphia and in Suburban Philadelphia 


A MEMBER OF MILLION MARKET NEWSPAPERS, 
Advertising Offices: New York ¢ Chicago ¢ Detroit ¢ San Francisco * Los Angeles Philadelphia: 


Greoter Philadelphia A.B.C. City and Trading Zone 


INC, Suburban | 13 counties beyond the city in the 14 county 


’53 Main (8) od.” “$300; Custom (8) ’58 Special 4-dr., $1,200* (ps); Century 


’57 Special Estate Wagon 4-dr., $985* 
HUDSON—’56 Hornet (6) 4-dr., $360*. (ps); conv., $690* (ps); RM 2-dr. 
ae aneen Custom station wagon 4- Riviera, $800* (ps); Century 4-dr., 








CHRYSLER—’57 Windsor 4-dr, hardtop, 
* 


85*. 
DODGE—’ 57 Coronet (8) 4-dr., $425* (ps). 
’55 Coronet (8) 4-dr., $250°*. 
EDSEL—’59 Corsair (8) 4-dr., $700*. 
FORD—’61 Galaxie (8) Starliner, $2,515* 


(ps). 

"60 Thunderbird (8) conv., S. 790° eae 

- Galaxie (8) 4-dr., $1, 685*, $1,605 
Fairlane 500 (8) 2-dr., $1,500* (ps). 

59 Thunderbird (8) conv., $2,150* (ps); 
Fairlane 500 (8) 4-dr., $1,300*; 2-dr., 
$1,265*; Fairlane (6) 4-dr., $1,055; 
Country Sedan (8) 4-dr., $1,250* (ps); 
Galaxie (8) 4-dr., $1,210* (ps); Cus- 
tom 300 (8) 4-dr., $1,045* (ps), $960*; 
2-dr., $920*. 

5S Thunderbird (8) conv., $1,850* (ps); 
Fairlane (8) 4-dr., $850*; Fairlane 500 
(8) conv., $850*; 2-dr., $710*; Ranch 
Wagon (6) 2-dr., $750*. 

’57 Fairlane 500 (8) 4-dr., $700*; conv., 
$550*; Fairlane (8) 2-dr, Victoria, 
$570*; Custom 300 (8) 2-dr., $475*; 
Custom 300 (6) 2-dr., $450*. 

’56 Ranch Wagon (8) 2-dr., $540*; Coun- 
try Sedan (8) 4-dr. (9 pass.); $455* 
(ps); Fairlane 500 (8) 4-dr., $420*; 
Fairlane (8) 2-dr., $360* (ps). 

'55 Country Sedan (8) 4-dr., $220*; Cus- 
tom (8) 2-dr., $120*. 

54 Ranch Wagon (8) 2-dr., $220*. 

LINCOLN—’58 Continental Mark III 2-dr. 
hardtop, $1,735* (ps). 

OLDSMOBILE—’61 (88) Super 4-dr., $2,- 
880* (ps); F-85 station wagon 4-dr., 
$2,625* (ps). 

"58 (88) 4-dr., $1,175* (ps). 

’57 (88) Super 4-dr. Holiday, $725* 
(ps); (98) 4-dr., $710* (ps). 

’56 (88) 2-dr., $335*. 

‘55 (88) 4-dr. Holiday, $370; (98) 4-dr., 
$240* (ps). 

PLYMOUTH—'60 Savoy (6) 4-dr., $1,275*. 

'57 Savoy (8) 4-dr., $360*. 

’56 Savoy (8) 4-dr., $190*. 

PONTIAC—’60 Ventura sport coupe, $1,- 
975. 

’69 Catalina 4-dr., $1,295* (ps). 

’58 Chieftain 2-dr., $1,000*%; 4-dr., $760* 
(ps). 

’57 Star Chief conv., $680*; Chieftain 
2-dr. Catalina, $640"; 2-dr., $585. 

55 Chieftain 2-dr. Catalina, $240* (ps); 
2-dr., $180*, $115. 

RAMBLER—’59 Super (6) Cross Country 
4-dr., $1,325*. 

57 Custom (6) Cross Country 4-dr., 
$290. 

STUDEBAKER — ‘57 Champion 4-dr., 
$355". 

VALIANT—’60 V-200 (6) 4-dr., $1,500. 

MISCELLANEOUS—’60 Chevrolet (6) %- 
ton pickup, $1,025. 

’57 Ford (6) %-ton pickup, $575*. 


MANHEIM, PA. 


Manheim Auto Auction, Sale every Fri- 
day. Prices are for sale of Nov, 25, Sold 
73 percent of 512 consignments. 


BUICK—’60 Invicta 2-dr. hardtop, $2,400* 
(ps). 

59 LeSabre Estate Wagon, $1,755*; 4- 
dr. hardtop, $1,735* (ps), $1,630; 
4-dr., $1,530*, $1,505*, $1,325*; 2-dr. 
hardtop, $1,500* (ps); 2-dr., $1,345*, 
$1,335*; Electra 4-dr., $1,735* (ps); 
Invicta 4-dr., $1,700*, $1,680*. 

’68 RM 4-dr. Riviera, $1,300* (ps); 
eonv., $1,175* (ps), $1,085* (ps); 
Super 2-dr, Riviera, $1,070* (ps). 

‘57 RM 4-dr, Riviera, $955* (ps), $775* 
(ps); Special 4-dr., $810*; 4-dr, Rivi- 
era, $710*, $650*; 2-dr., $670; Super 
4-dr, Riviera, $770* (ps). 

’56 Special 2-dr. Riviera, $700*; 4-dr., 
$380*; Super 4-dr. Riviera, $410* (ps); 
2-dr,. Riviera, $410* (ps), $350* (ps). 

’°55 Super 2-dr, Riviera, $450* (ps), 
$270* (ps); Century 4-dr., $435*; 
Special 4-dr., $285*; 2-dr, Riviera, 
$260* (ps). 

54 RM 4-dr., $315* (ps); Super 4-dr., 
$250*; 2-dr. Riviera, $130* (ps). 

’52 Super 4-dr., $250. 


OCADILLAC—’61 (62) 2-dr. hardtop, $4,- 
830* (ps). 

"60 (62) 2-dr, hardtop, $4,100* (ps), $3,- 
940* (ps), $3,825* (ps), 2 at $3,800* 
(ps), $3,720* (ps); «onv., $3,950* 
(ps); 4-dr., $3,770* (ps). 

’59 (75) Limousine, $4,750* (ps); de 
Ville 4-dr, hardtop, $3,200*, $2,025* 
(ps); 2-dr. hardtop, $3,050* (ps); (60) 
Special 4-dr. hardtop, $3,075* (ps); 
(62) 4-dr, hardtop, $2,880* (ps). 

’58 (62) 4-dr, hardtop, $2,170* (ps), $2,- 
050* (ps), $1,900* (ps); 2-dr. hard- 
top, $2,085* (ps); conv., $2,075* (ps), 
$1,900* (ps); Sedan de Ville, $1,780*, 
$1,600*. 

’57 (62) 4-dr., $1,590* (ps), $1,565* 
(ps), $1,550* (ps), $1,420* (ps); El- 
dorado conv., $1,325* (ps). 

’56 Eldorado conv., $900* (ps); (62) 
conv., $785* (ps). 

’5b4 (62) 4-dr., $610* (ps), $595* (ps); 
(60) Special 4-dr., $480*. 

’52 (62) 2-dr, hardtop, $500* (ps). 

"51 (62) 4-dr., $130*, $105*. 

'49 (60) Special 4-dr., $205. 


CHEVROLET—’'61 Corvette (8) conv., 


$3,575". 

‘60 Impala (8) conv., $2,250* (ps), $2,- 
000* (ps); sport coupe, $2,200* (ps); 
sport sedan, $1,940* (ps); Parkwood 
(8) 4-dr., $2, 050* (ps), $1,940*; Brook- 
wood (8) 4-dr., $1,900*, $1, 800* (ps) ; 
Brookwood (6). 4-dr., $1,775; Bel Air 
(8) 4-dr., $1,790* (ps), $1,700* (ps), 
$1,695*; Bel Air (6) 2-dr., $1,325* 
(ps); Corvair 500 (6) 4-dr., $1,625", 
$1,400, $1,390, $1,300; Corvair 700 (6) 
4-dr., $1,475*, $1,470". 

’59 Corvette (8) conv., $2,250*; Kings- 
wood (8) 4-dr., $1,650*%; Impala (8) 
conv., $1,580%; sport sedan, $1,560* 
(ps); sport coupe, $1,410*; Parkwood 
(8) 4-dr., $1,480* (ps), $1,475* (ps); 
Bel Air (6) 2-dr., $1,400, $1,135, $1,- 
070*, $1,065; 4-dr., $1,100; Bel Air (8) 
sport sedan, 2 at $1,360* (ps), $1,- 
350* (ps), 2 at $1,320* (ps), 3 at $1,- 
300* (ps), $1,280* (ps); 4-dr., $1,275*, 
$1,260*, $1,255*, 2 at $1,235", $1,- 
225*, $1,210*, $1,200*, $1,180, $1,000; 
2-dr., $1,080*; Brookwood (8) 4-dr., 
$1,385*, $1,350*, $1,340*; Brookwood 
(6) 4-dr., $1,130; Biscayne (8) 2-dr., 
$1,145*, $1,130; 4-dr., $1,055"; Bis- 
cayne (6) 2-dr., $950. 

’58 Corvette (8) conv., $1,975; Impala 
(8) sport coupe, $1,500, $1,200* (ps), 
$1,025* (ps); conv., $1,200*; Brook- 
wood (8) 4-dr., $1,135* (ps), $1,080* 
(ps), $1,005*; Delray (6) 4-dr., $1,100* 
(ps); 2-dr., ‘$785, $660, $550; Delray 
(8) 2-dr., $800; Bel Air (8) 4-dr., 
$975; Biscayne (8) 2-dr., $950*, $865", 
$860*; Biscayne (6) 2-dr., $835; Yeo- 
man (8) 4-dr., $950* (ps), $800°*. 

‘ST Corvette (8) conv., $2,000; Bel Air 
(8) sport sedan, $1,020* (ps); 4-dr., 
$860*; Bel Air (6) 2-dr., $1,000; 4-dr., 
$660; One-fifty (6) 4-dr., $845 (ps); 2- 


(Continued on Page 29, Col. 1) 
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Used-Car Auction Prices 
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dr., $385; Two-ten (6) 2-dr., $840; sta- 
tion wagon, $710; 4-dr., $610; Two-ten 
(8) 2-dr., $575. 

’56 Bel Air (8) 4-dr., $790*; conv., $720* 
(ps); 2-dr., $515*, $500*; sport coupe, 
$515*; Bel Air (6) sport coupe, $555; 
Two-ten (8) station wagon, $750*; 4- 
dr., $610*; 2-dr., $570*; Two-ten (6) 
2-dr., $600, $470; Delray, $580*; One- 
fifty (8) station wagon, $510*, $470*. 

’55 Bel Air (8) sport coupe, $525*; 4-dr., 
$415*; Bel Air (6) 4-dr., $260*; Two- 
ten (8) 2-dr., $500, $430*, $400* (ps); 
Delray, $410*; One-fifty (6) 2-dr., 
$400. 

’54 Two-ten 4-dr., $370*, $355; Bel Air 
2-dr. hardtop, $270; One-fifty 4-dr., 
$140. 

’53 Bel Air 2-dr., $200*, $135*, $115*; 
Two-ten station wagon, $185*; 2-dr., 
$145. 

’51 Deluxe 2-dr., $110*. 

’48 Deluxe 4-dr., $175, $105. 

°34 2-dr., $100. 


CHRYSLER—’60 Saratoga 2-dr. 
$2,410* (ps). 

*58 (300) conv., 2 at $1,500* (ps); Sara- 
toga 4-dr., $1,040* (ps); Windsor 4-dr. 
hardtop, $1,010* (ps). 

"57 NY 4-dr., $710* (ps). 

"55 NY 4-dr., $570* (ps), $365* (ps), 
$340* (ps). 

’54 Windsor 4-dr., $135*, 

"51 NY 4-dr., $105*. 


DeSOTO—’59 Firedome 4-dr. hardtop, $1,- 
560*. 
’58 Firesweep 4-dr., $960*. 
’57 Firedome 4-dr., $610* (ps), $450* 
(ps). 
’56 Firedome 2-dr. hardtop, $540*. 
DODGE—’61 Lancer (6) 4-dr., $1,850*; 
2-dr., $1,720. 
’58 Coronet (8) 4-dr., $940*; 2-dr. hard- 
top, $935*, $770*. 
’57 Royal (8) 4-dr., $850* (ps); Custom 
Royal (8) 2-dr, hardtop, $450. 
*56 Coronet (6) Suburban 2-dr., $325. 
’49 2-dr., $120. 


FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$3,890* (ps), $3,885* (ps), $3,850* 
(ps). 

’60 Thunderbird (8) 2-dr. hardtop, $2,- 
885* (ps), $2,880* (ps), $2,850* (ps); 
Galaxie (8) conv., $1,995*; starliner, 
$1,875; 4-dr., $1,580* (ps), $1,530*, 2 
at $1,525* (ps), $1,520* (ps), $1,510* 
(ps), $1,480* (ps); Fairlane (8) 4-dr., 
$1,550*, $1,470* (ps), $1,335* (ps), 
$1,225; Fairlane (6) 4-dr., $1,050; 
Fairlane 500 (8) 4-dr., $1,530*; Fal- 
con (6) 4-dr., $1,450; 2-dr., $1,415, 
$1,325. 

’59 Thunderbird (8) 2-dr. hardtop, $2,- 
450* (ps), $2,370* (ps); Galaxie (8) 
2-dr. Victoria, $1,690*, $1,500*%; 4-dr. 
Victoria, $1,600* (ps), $1,350*; conv., 
$1,490, $1,475* (ps); 4-dr., $1,350* 
(ps); Galaxie (6) 4-dr., $1,160* (ps); 
Ranch Wagon (8) 4-dr., $1,415* (ps), 
$1,270*, $1,150*%; Ranch Wagon (6) 
2-dr., $1,050*; Country Sedan (6) 4- 
dr., $1,400*, $1,350; Country Sedan (8) 
4-dr., $1,390*, $1,360* (ps), $1,325*; 
Fairlane (8) 4-dr., $1,400*, $1,250*, 
$1,180* (ps), $1,150* (ps); 2-dr., $1,- 
060*, $1,025* (ps); Fairlane (6) 2-dr., 
$970*, $700; Fairlane 500 (6) 4-dr. 
Victoria, $1,385*; Fairlane 500 (8) 4- 
dr. Victoria, $1,310* (ps); Custom 300 
(6) 2-dr., $1,000*. 

58 Thunderbird (8) 2-dr. hardtop, $1,- 
900* (ps); Country Squire (8) 4-dr., 
$1,290* (ps), $1,210* (ps); Fairlane 
500 (8) 4-dr., $1,060*; conv., $1,050*, 


hardtop, 


$725*; Country Sedan (6) 4-dr., $850*; 
Ranch Wagon (8) 2-dr., $800; "Custom 
300 (8) 4-dr., $770*; 2-ar., $600°*; 


Custom 300 (6) 4-dr., $760; 2-dr., 
$710; Fairlane (8) 2-dr., $750*, $700*; 
4-dr., $685*. 

‘57 Country Squire (8) 4-dr., $875*; 
Country Sedan (8) 4-dr., $775*; Fair- 
lane 500 (8) 2-dr. Victoria, $720* (ps), 
$535*; conv., $660*; 4-dr. Victoria, 
$650*; Fairlane 500 (6) 4-dr., $650; 
Custom 300 (8) 2-dr., $665*, $575; 
4-dr., $510*; Fairlane (6) 2-dr., $520; 
Ranch Wagon (8) 2-dr., $435. 

’56 Fairlane (8) 2-dr. Victoria, $740* 
(ps), $700* (ps), $510*; 4-dr. Victoria, 
$675* (ps), $630*, $380° (ps); 4-dr., 
$400*; Country Sedan (8) 4-dr., $600* 
(ps), $495*, $460*; Custom (8) 2-dr. 
Victoria, $550*; 4-dr., $260*; Custom 
(6) 4-dr., $355, $330*; Ranch Wagon 


(8) 2-dr., $330. 
"55 Gustom (8) 2-dr., $430; Fairlane 
(6) 4-dr., $400*. 


’54 Custom (8) 2-dr., $270*, $240*; 
Crest (8) 4-dr., $225*. 
"52 Crest (8) 2-dr. Victoria, $110. 


’51 Custom (6) 2-dr., $270. 


IMPERIAL—’60 Crown conv., $3,350* 
(ps); Imperial 4-dr. hardtop, $2,975* 
(ps); 4-dr., $2,940* (ps), 

*57 Imperial 4-dr. hardtop, $1,245* (ps). 

LINCOLN—’57 Premiere 4-dr., $1,010* 
(ps). 

'56 Capri 4-dr., $400* (ps). 

MERCURY—’'61 Comet station wagon, $2,- 
245*, $2,230*. 

"60 Monterey 2-dr., $1,585*; 4-dr., $1,- 
500* (ps). 

"59 Commuter 4-dr., $1,570*, $1,495°*; 
Monterey 2-dr. hardtop, $1,550* (ps); 
2-dr., $1,250. 

’58 Commuter 4-dr., $1,050*; Monterey 
4-dr. hardtop, $900* (ps); 4-dr., $700*. 

'57 Turnpike Cruiser 4-dr. hardtop, 
$935*; Monterey 4-dr. hardtop, $650*; 
2-dr., $355. 

’56 Monterey 4-dr. hardtop, $650*, $635*; 
4-dr., $410*, $405*; 2-dr, hardtop, 
$380* (ps). 

55 Monterey 2-dr, hardtop, $460* (ps), 
$375, $370°*. 

NASH—’54 Statesman (6) 4-dr., $185. 

’53 Statesman (6) 2-dr., $100. 

OLDSMOBILE — '61 F-85 4-dr. 
$2,520*, $2,005*; 4-dr., $2,000. 

‘60 (98) 4-dr. Holiday, $2,575* (ps), 
$2,525* (ps); 4-dr., $2,500* (ps); (88) 
Super 4-dr. Holiday, $2,450* (ps). 

"59 (98) 4-dr. Holiday, $1,830* (ps), $1,- 
765* (ps); 4-dr., $1,610* (ps); (88) 4- 
dr., $1,785* (ps); Fiesta 4-dr., $1,700* 
(ps); 4-dr. Holiday, $1,580* (ps); (88) 
Super 4-dr, Holiday, $1,730* (ps), $1,- 
700* (ps). 

"5S (88) Super 4-dr., $1,415* (ps); 2-dr. 
Holiday, $900* (ps); (88) 4-dr. Holi- 
day, $1,320* (ps), $1,000*° (ps); conv., 
$985* (ps); 2-dr., $930*° (ps); (98) 4- 
dr. Holiday, $1,300* (ps); 2-dr. Holi- 
day, $1,135* (ps). 

"57 (88) 2-dr. Holiday, $870* (ps); (98) 


hardtop, 




















’58 Chieftain conv., 
56 Star Chief 2-dr. 
dt., $280* 


(ps); Chieftain 4-dr., $390*, 
’54 Chieftain 4-dr., $125*. 


’60 Super (6) 4-dr., $1,455*. 

4-dr. Holiday, $750* (ps); 2-dr. Holi- 59 Deluxe (8) 4-dr., $1,155; 

day, $640* (ps); (88) Super 2-dr., e : 2 
$710*; 4-dr., $700* (ps). 

‘56 (88) Super 4-dr. Holiday, $760* 

(ps), $680* (ps), $625* (ps); (98) 4- 


dr., $600* (ps); 2-dr. Holiday, $500* "54 oe 2-dr., 


’59 Suburban (8) Custom 4-dr., $1,355*; 660. 
Suburban (6) 4-dr., $1,030*; Belve- 
dere (8) 2-dr. hardtop, $1,150* (ps); | MISCELLANEO 
4-dr., $1,060*; 2-dr., $970; Savoy (8) 
4-dr., $910*, $835. 

’58 Fury (8) 2-dr. hardtop, $1,010*; 
Suburban (6) Custom 4-dr., $855; Sub- 
urban (8) Custom 2-dr., $725. 

’57 Belvedere (8) 4-dr., $700*, $690*, 
$495; Belvedere (6) 4-dr. hardtop, 


(6) %-ton pickup, $810. 
’58 Chevrolet (6) pickup, $810. 


460* (ps). 

60 Bonneville conv., $2,760* (ps); Cata- 
lina conv., 
4-dr., $2,295* (ps). 

’59 Bonneville sport coupe, $1,990*; tSar 
Chief 4-dr. Vista, $1,825*, $1,800*; 
Catalina conv., $1,675* (ps); Safari 
4-dr., $1,560* (ps), $1,275 (ps). 


377 cars from 667 consignments. 


(ps); 4-dr., 


IN SOLID 
SALES 
FOR 10 
SOLID 
YEARS... 








$940* (ps), $935*. (ps); 4-dr. Riviera, $1,095* (ps); 2-dr. 
‘ST Star Chief 2-dr. Catalina, $770*. 
Catalina 
(ps); 4-dr., $535*; Chieftain Safari 4- 


$650° 
55 Star Chief 4-dr., $525*; conv., $410* 


RAMBLER—’61 Rebel (8) 4-dr., $2,550*; 54 S 
American (6) station wagon, 


American 
(6) station wagon, $910; 2-dr., $900. (62) 2-dr. hardtop, $3,010* (ps), $2,- 
"58 Super (6) 4-dr. hardtop, $800* (ps). 
"56 Custom 4-dr., $630; Super 4-dr., "58 (60) Special 4-dr., $2,040* (ps); 


$280. 
(ps). D Lark (6) 2-dr., 
PACKARD—’48 4-dr., $165. ag Rath 59 rk (6) 2-dr. 
PLYMOUTH—'60 Belvedere (8) 4-dr., $1,- ’57 Scotsman (6) station wagon, $270. 
450. 


VALIANT—’61 Valiant 100 2-dr., 


°60 Valiant 200 4-dr., $1,695, $1,500. 
US—'’60 Ford (8) 
pickup, $1,500; Chevrolet pickup, $1,- 
200 


59 Chevrolet (6) delivery sedan, $930; 4-dr., $1,455* (ps); Biscayne (6) 4-dr., 


’57 International %-ton pickup, $620. 
’56 Chevrolet %-ton pickup, $395. 


$2,300* (ps); Star Chief | BUICK—’59 Invicta 2-dr. hardtop, $1,690* 
(ps), $1,640* (ps); 4-dr., $1,600°; 
Sabre conv., $1,600* (ps); 4-dr. hard- 
top, $1,540* (ps); 4-dr., $1,325*. 

’58 Special Estate Wagon 4-dr., 

$1,165* (ps), $995*, 


$1,300* 
$800* conv., 





Riviera, $970* (ps), $900* (ps). dr., $1,005*, $1,000*, $995°*; 


150* (ps); 4-dr. Riviera, $725*; Special 
4-dr. Riviera, $770*; 2-dr. Riviera, 
. $700*, $595* (ps); conv., $575* (ps). 
'55 Special 4-dr. Riviera, $440* (ps); 
Century 4-dr. Riviera, $410* (ps). 
1 2-dr. Riviera, $400* (ps). 


ray (8) 4-dr., 
790°. 


hardtop, $950*, $805* (ps); 
$905*; Bel Air (6) 4-dr., Frode. 


950* (ps), $2,910* (ps), $2,700* (ps). Bel Air (6) 4-dr., 
(62) Sedan de Ville, $1,900* (ps) 


‘ *53 Bel Air 4-dr., $350* 
’57 (62) Coupe de Ville, $1,975* (ps); 


(8) 4-dr., $1,000* ; 2-dr., $850*; 
$925"; Deiray (6) 4-dr., 


§ 
"57 Bel Air (8) 2-dr., $1, et (ps); 4-dr. 
conv., 


$1,065*, $1,020*, $900*; Bel Air (8) 4- 
Biscayne 
Del- 


56 Two-ten (8) 4-dr., $655*, $545*, 


$2,100*. | CAD C—'60 (62) 2-dr. hardtop, §$3,- $520*; station wagon 4-dr., $640* 
975* (ps), $3,525* (ps), (ps); 2-dr., $490*; Bel Air (8) 4-dr. 
‘59 de Ville 4-dr. hardtop, $3,100* (ps); hardtop, $600°; 4-dr., $590*, $485*. 


55 Bel Air (8) 2-dr. hardtop, $600*; 
$530*; Two-ten (6) 
2-dr., $450*; One-fifty (6) 2-dr., $295*. 


CHRYSLER—’58 Saratoga 4-dr. hardtop, 


$1,- Sedan de Ville, $1,730* (ps). phe (ps). 
56 = Nee’ tee) de Ville, $805* (ps); "ST NY 4-dr., $840*; 4-dr, hardtop, $760° 
con $705 


(ps). 
COMET—’61 Comet <o..8 a 


(6) 4-dr., $1,725*; Bel Air (8) 4-dr., 


< ‘ ; DODGE— 
$1,695* (ps), $1,600* (ps); Bel Air (6) $1,335* (ps 


’58 Royal (8) 4-dr, hardtop, $870*. 
"56 Coronet (8) 4-dr, hardtop, 


top, p, See (ps), $325 


$1,550*; Corvair (500) (6) 4-dr., $1,- 
400*, $1,375*, $1,365*. 


'59 Corvette (8) conv., $2,300* (ps); Im- (ps). 
pala (8) conv., $1, '660* (ps), $1, 540° | FORD—’60 Thuhderbird (8) _ conv., 


000* (ps); 2-dr, hard 


(8) 4-dr., $1,325*, $i, 280° (ps), $1,- 
180°; 2-dr., $1,200*, $1,105*, $1,030*; 
Bel Air (6) 2-dr., $1,205*; Biscayne 
Le- (8) 4-dr., $1,105, $1,100, $1,005*; 
Brookwood (8) 4-dr., $975. 


Fairlane (8) 4-dr., $1,050 


300 (8) 4-dr., $1,015* (ps), “fos 


hardtop, $1,200* (ps), $1,150*' (ps); (pa); conv., 9676° (ps); 4-dr. 
$1,160*; Brookwood (8) 4-dr., (Continued on Page 30, Col, 4) 


6 solid reasons! 


1. BMC opened the modern U.S. import 
market. Morris, Austin, Austin Healey and 
MG have been on the American market 
longer than any other group of imported 
cars. 


2 « BMC is the world’s largest manufac- 
turer of sports cars and Britain’s largest pro- 
ducer of all types of cars. 


3. Americans have become familiar with 
what Britons knew for decades—fine crafts- 
manship and superb engineering are hall- 
marks of BMC. 


4. BMC maintains the largest parts in- 
ventories in the U.S. of any British car man- 
ufacturer. BMC has more U.S. warehousing 
and distribution facilities and more service 
training schools for U.S. dealer personnel. 


5. In addition to the world’s fastest selling 
sports cars, BMC makes economy cars, com- 
pacts, station wagons, luxury cars, commer- 
cial models. 


6. BMC cars avoid both extremes—that 
of never changing and that of changing for 
changing’s sake. BMC designs move for- 
ward naturally. 


Little wonder there’s big satisfaction in selling 


AUSTIN * AUSTIN HEALEY * MG * MORRIS 


For further information, write to: HAMBRO AUTOMOTIVE CORPORATION, 27 West 57th Street, New York 19, N. Y. 
U. S. representatives of The British Motor Corporation, Ltd. 


$660*. 
’58 Impala (8) 2-dr., $1,240* (ps); 2-dr. ’57 Fairlane 500 (8) skyliner, —s. 
ic- 


$1,- "55 (62) conv., forse (ps), $360*. 
CHEVROLET—’60 Impala (8) 4-dr. hard- | DCSOTO—’59 Firedome 4 rae 10° (ps). 
top, $2,075* (ps), $2,065* (ps), $1,950* '57 Firedome 4-dr., so10° % 
%-ton (ps), $1,950* (ps), $1,875*%; Impala 56 Firedome 4-dr., $525"; ‘ar. hard- 


Coronet sy” 4-dr. hardtop, 


$300° 


$3,- 
top, $2,880* (ps); 


$610* (ps); Savoy (8) 4-dr., $600*, ’55 Chevrolet pickup, $510; %-ton pickup, , $1,495* 2- 
$470, $430°: 2-dr., $495*, $390*. $510*; Ford %-ton pickup, $460, Se. weer ia _o Teidtaoms Galaxie (8) 4-dr., $1,865* (ps); Fair- 
’56 Belvedere (8) 2-dr. hardtop, $520*. "51 Ford (8) dump, $490; truck, $350; $1,580* (ps), $1,475* (ps), $1,475* lane 500 (8) 2-dr., $1,435*, $1,300°; 
‘55 Belvedere (8) 4-dr., $510* (ps); %-ton pickup, $275; Chevrolet (6) (ps), $1,450*; 4-dr., $1,550*, $1,525* 4-dr., $1,425*. 
Savoy (8) 4-dr., $420, $300*; Suburban panel, $120. (ps), $1,430*' (ps), $1,330* (ps); Im-| °59 Country Squire (8) 4-dr., $1,470° 
(6) 2-dr., $360. pala’ (6) 4-dr, hardtop, $1,525* (ps); (ps); Country Sedan (8) 4-dr., $1,- 
’54 Plaza 2-dr., $200; Belvedere 2-dr. CHICAGO 4-dr., $1,445* (ps); Nomad (8) 4-dr., 450* (ps); Galaxie (8) conv., $1,440*, 
pd gph Arena Auto Auction, Sale every Tues $1,545° (ps); Parkwood (8) 4-dr., $1,- oe as a eee mam ' g- 
, ¥ a le » * * . PSs); riane ic- 
PONTIAC—’61 Catalina 4-dr. Vista, $2, day. Prices are for saie of Nov. 22, Sold 390°, $1,355*, $1,300*, $1,230; Bel Air toria, $1,235* (ps); 4-dr., oSh,lt5* (ps): 


Custom 
"58 Country Sedan (8) 4-dr., $740°, 
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again tn 1960 
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(Continued from Page 29) 




















toria, $585* (ps); Fairlane (8) 2-dr., on 4-dr., $1,665*. 
$585* (ps); Country Sedan (8) 4-dr., ‘59 Custom (6) 4-dr., $1,390*, $1,045*; 
$620*; Ranch Wagon (8) 2-dr., $605*; 2-dr., $950*. 
Custom (8) 4-dr., $520*; Custom (6) | STUDEBAKER—’57 Commander (8) 2-dr., 
2-dt., $370*. $475, $375*. 

°56 Thunderbird (8) conv., $1,215* (ps); 
Fairlane (8) 4-dr. Victoria, $560* (ps), SALT LAKE CITY 


$400*; Ranch Wagon (8) 2-dr., $475*, 
$325. Salt Lake Auto Auction. Sale every 
’5S Fairlane (8) 4-dr, Victoria, $390*, | Thursday. Prices are for sale of Nov. 22. 
$335; Ranch Wagon (8) 2-dr., $300*.| BUICK—’58 Special 2-dr., $400. 
IMPERIAL—’58 Imperial 2-dr., $1,680* ‘57 Special 2-dr. Riviera, §765* (ps); 


were the choice of parts dept. mgrs. 
who know that no bins offer more features 





(ps). 4-dr., $380. 
57 Imperial 4-dr., $1,010* (ps). 56 Century 2-dr. Riviera, $495*; 2-dr., 
e i LINCOLN—’57 Premiere conv., $790* $415° (ps). 
7 an va ve ft n rrou $s ms (ps). '55 Special 2-dr. Riviera, $465*; Century 
e ’56 Premiere conv., $500* (ps), $450°*. 4-dr., $340* (ps). 
MERCURY—’60 Colony Park 4-dr., $2,080* "54 ae Riviera, $240*; Super 
(ps). conv., . 
* *59 Monterey 4-dr., $1,620* (ps); 2-dr., ie (62) 2-dr. hardtop, $4,- 
$1,455*. * (ps). 
’58 Montclair 4-dr. hardtop, $790* (ps). ’59 de Ville 4-dr. hardtop, $3,290* (ps). 
'57 Monterey 4-dr., $540*, $500*. "58 (62) Sedan de Ville, $2,250* (ps). 
y , ’ 
OLDSMOBILE—’59 (88) Super 4-dr. Holi- "5S (62) 4-dr., $1,015* (ps); (60) Special 
day, $1,945* (ps), $1,570* (ps); 4-dr., 4-dr., $880* (ps). 
$1,790* (ps); (98) 4-dr., $1,800* (ps). omy nadine Gee teen ve ay (ps). 
"58 (88) 4-dr., $1,260* (ps); 4-dr. Holi- y cT—’ mpala (8) sport coupe, 
Borroughs sliding shelves day, $950* (ps); (98) conv., $1,145* $2,200* (ps), $2,170* (ps), $2,165°; 
I ” lo ith %” (ps). sport sedan, $2,160* (ps), $2,065* (ps); 
18 gauge steel. 3578” long wit 57 (98) 4-dr., $990*, $900*, $875* (ps); Parkwood (8) 4-dr., $2,145*; Bel Air 
front and rear flange. Front flange (88) 2-dr., $940* (ps); 4-dr, Holiday, (8) eo. ee ee (ps); Cor- 
ps $850* (ps), $560* (ps); 4-dr., $690*. vair 700 (6) 4-dr., ,465*. 
bes @ % return Senge, and , ’56 (98) conv., $700* (ps); (88) 2-dr.,| ‘59 Impala (8) sport sedan, $1,525* (ps); 
pierced at each end to receive 3 $475*; 4-dr., '$400*, 4-dr., 2 at $1,480* (ps); Bel Air (8) 
label holders. ’55 (88) 4-dr., $415* (ps). 4-dr., $1,430*, $1,400*; Bel Air (6) 2- 
PLYMOUTH—’59 Savoy (8) 2-dr., $970*; ox ile $1,225. as oe. eee 
4-dt., $785. " scayne ) 4-dr., ,095; Yeoman 
Borroughs sliding dividers 58 Suburban (8) 4-dr., $785* (ps),| . (8), 4-dr., $1,075*; Bel Air (8) sport 
” “” ” $615*; Savoy (8) 2-dr., $505*; Savoy sedan, $1,020, 
20 gauge, in 1% ” 3%", 4%" and (6) 4-dt., $440*. *57 Bel Air (8) sport coupe, $1,150; 4- 
6%” heights. 3” base flange. 57 Suburban (8) sport 4-dr., $750* (ps), dr., $950* (pa); $035"; Bel Air '(6) 
Divide ap over front and rear $675* (ps); Belvedere (8) 4-dr., $655* sport coupe, ,120*; Two-ten (6) sta- 
shelf — ? d hold by sprin (ps); 4-dr. hardtop, $570*. tion wagon (9 pass.), $1,005; sport 
eee sa 7 ee ‘56 Belvedere (8) 4-dr, hardtop, $455* sedan, $810* (ps); sport sedan, $810* 


(ps); One-fifty (6) 4-dr. (taxi), $300. 

"56 Bel Air (8) station wagon 4-dr., 
$840*; 4-dr., $675; Two-ten (8) 4-dr., 
$600*; Two-ten (6) station wagon 2- 
dr., $550. 

"55 Bel Air (8) 4-dr., $350; One-fifty 
(8) 2-dr., $290; Two-ten (6) 4-dr., 
$200. 

'54 Two-ten (6) 4-dr., $250; 4-dr., $230*. 

’53 Deluxe station wagon 4-dr., $190. 

DeSOTO—’'59 Firesweep station wagon 4- 
dr. (9 pass.), $1,730* (ps). 

‘57 Firesweep station wagon 4-dr., $870* 
(ps); 4-dr., $605*. 

’55 Firedome 2-dr, hardtop, $470*. 

DODGE—’ 57 Coronet (6) 4-dr., $620* (ps). 

'56 Coronet (8) station wagon 4-dr., 
$550* (ps). 

’55 Coronet (8) 4-dr., $345. 

FORD—’60 Country Sedan (8) 4-dr., $2,- 
000* (ps), $1,990* (ps); Galaxie (8) 
starliner, $1,920* (ps); 4-dr., 2 at 
$1,835* (ps), $1,800* (ps), $1,780* 
(ps). 

’59 Thunderbird (8) conv., $2,505* (ps); 
Country Sedan (8) 4-dr., $1,600* (ps), 
$1,425; Ranch Wagon (8) 4-dr., $1,- 
475*; Galaxie (8) 4-dr., $1,050 (ps); 
Custom 300 (8) 4-dr., $900*. 

"658 Country Sedan (8) 4-dr., $1,130, 

’57 Country Sedan (8) 4-dr., $725; Fair- 
lane (8) 4-dr,. Victoria, $715* (ps); 
4-dr., $600; Custom 300 (8) 2-dr., 


(ps), $275* (ps). 
PONTIAC—’60 Catalina 4-dr. Vista, $2,- 
450* (ps). 

’59 Bonneville 4-dr, Vista, $1,870* (ps), 
$1,825* (ps); Catalina 4-dr., $1,800* 
(ps); 4-dr., $1,550* (ps), $1,435* (ps), 
$1,380". 

*58 Chieftain 4-dr. Catalina, $1,100* (ps), 
$840*, $900*; 2-dr. Catalina, $1,055* 
(ps); 2-dr., $770*. 

’57 Chieftain 4-dr. Catalina, $645*; 2-dr., 
$635*; Star Chief 4-dr., $545*. 

RAMBLER—’60 Custom (6) station wag- 


Used Imported 
Cars 


ALBANY 
Austin-Healey—'59 Sprite 2-dr., $940. 
Renault—’57 Dauphine 4-dr., $240. 
Volkswagen—'59 sunroof 2-dr., $1,030. 


CHICAGO 
MG—’'58 conv.,. $985. 
Volkswagen—'60 2-dr., $1,300. 


DANVILLE, VA. 
Fiat—'60 600 2-dr., $950. 


DAYTONA BEACH, FLA. 
Jaguar—’'59 conv., $1,900*. 
Vauxhall—’'58 4-dr., $500. 
Volkswagen—’60 conv., $1,425; 2-dr., $1,- 


405. 
FLINT 

Fiat—’59 4-dr., $610. 
Ford (English)—’59 4-dr., $490. 
Opel—’'59 station wagon, $1,075. 
Skoda—’57 4-dr., $150*. 
Volkswagen—’'60 2-dr., $1,380, 

'59 conv., $750. 

‘56 Microbus, $725. 


LOS ANGELES 
Borgward—’'58 Isabella station wagon, 
$740. 
‘57 Isabella 2-dr., $560. 
Renault—’'59 Dauphine 4-dr., $625. 
Skoda—’'60 2-dr., $460. 
Volkswagen—'59 2-cdr., $1,180. 
’58 2-dr., $1,000. 
’57 2-dr., $950, 
'56 2-dr., $710. 
Volvo—’59 2-dr., $1,065. 
Wartburg—’'60 4-dr., $400. 
Plaza (6) 4-dr., $290 


MANHEIM, PA, . 
e as 9 $ > "54 Belvedere (6) 2-dr. hardtop, $280*. 
_——— ome 55 220 4-dr., $580; 180) pontiac—'60 Bonneville 2-dr., $2,800° 
of (ps). 


tension. New return flange under front 
of shelf prevents accidental raising of 
dividers. Label holder attached. 








Sliding label holders 


Travel with dividers. 20 gauge steel. 
Holders snap over shelf at any point, 
utilizing spring tension. 3” black 
oxide label holder attached. 




















Choice of green, gray, buff, white or cas- 
cade, electrostatically baked-on enomel. 


at no extra cost 









$565. 

*56 Country Squire (8) 4-dr., $615* (ps); 
Country Sedan (6) 4-dr., $525*; Cus- 
tom (8) 4-dr., $480*; Main (6) 4-dr., 
$375. 

’55 Fairlane (8) 2-dr., $425; Ranch Wag- 

y on (8) 2-dr., $400*. 

"54 Custom (8) Country Sedan, $205; 
Ranch Wagon (6) 2-dr., $190; Main 
(8) 4-dr., $150. 

LINCOLN—’52 Cosmopolitan 4-dr., $125*. 
MERCURY—’60 Monterey 4-dr. hardtop, 
$1,825*. 

’5S Monterey 4-dr. hardtop, $1,005* (ps); 
2-dr. hardtop, $955*; Park Lane conv., 
$1,005* (ps). 

’57 Monterey conv., $305. 

"55 Monterey 2-dr. hardtop, $455. 

’54 Monterey 2-dr., $325*. 

OLDSMOBILE — '58 (98) 4-dr., $1,385* 
(ps). 

’57 (88) Fiesta 4-dr., $950* (ps). 

'54 (98) 4-dr., $340* (ps); (88) 4-dr., 
$190*, $100* (ps). 

’52 (98) 2-dr. Holiday, $200* (ps), 

PLYMOUTH—’60 Belvedere (8) 2-dr. hard- 
top, $1,650* (ps), 

'59 Belvedere (6) 4-dr., $1,090*, $1,050*. 

‘58 Suburban (6) Deluxe 2-dr., $660*. 

’56 Plaza (6) 4-dr., $150. 

‘55 Belvedere (8) 4-dr., $335, $305*; 













Borroughs standard trays 


22 gauge one-piece flanged and 
hemmed body, for maximum 
strength. Formed pull. Lanced label 
holder and partition slots. 20 
gauge back stop spot welded to 
back of tray. 









send for Borroughs Bin Catalog TODAY! 




















These Borroughs warehouse distributors are at your service.... 


















Uni f Equi t Co. HOUSTON: W. W. Cannon Co, PHILADELPHIA: East Coast Distributing Co. M —'57 2-dr., $435. : 
MEAs ee 1901 Winter St. 780 S. 52nd St. Vemswngen 60 conv. $1,450. ee re Oat 68 PNM), Me 
' ATLANTA: Bins & Equipment Co., Inc. INDIANAPOLIS: Automotive Bin Service Co.,Inc, PORTLAND, Or.: The Brower Co. —" $1,200, $1,140; sunroof, §1,- ‘57 Star Chief 2-dr. Catalina, $1,005° 
1918 Buford Highway, N.E. 54 West 30th St. 1633 N. W. 21st Ave. ’ WING N (pe) Chieftain 4-dr, Catalina, $820°*, 
BROOMALL,PA.: East Coast Distributing Co. : SACRAMENTO: Poul W. Roeder Co. NE TON, CONN. 55*; 2-dr. Catalina, $650; 4-dr., 
rT 2010 Boxwood Dr. pnt teen 1721—i3th St, PLO. Box 1882 | Fiat—'59 sunroof, 2-dr., $300. vam ee 
BUFF , ‘ol (English)—’'59 Consul conv., 85. " ar ef 4-dr. Catalina, ps); i 
ALO OS eo KANSASCITY, MO. Siggins Co. SALT LAKE CITY: Business Equipment Co. Opel—'58 Rekord 2-dr., $515. Chieftain 2-dr. Catalina, $265, 
CHICAGO: Fell e ak th 706 Broadway 902 S. Main St. Renault—'60 Dauphine 4-dr., $675. ‘D5 Chieftain station wagon 4-dr.; $500°; 
elix F. Loeb., Inc. ’ . % 
: : T. LOUL iggins Equi t 57 Dauphine 4-dr., $375. r., i 
8810 S. ap Ave. 5 LOS ANGELES: Seca Ces Se, ST. LOU han gag Ce Simea—’'59 Aronde 4-dr., $450. ae ota _. ” oe veers 
CINCINNATI: Automotive Bin Service Co., Inc. , : ST. LOUIS -dr., $1,895; agon : 
ST. PAUL: Borroughs Mfg. Co. ° 4-dr., $1,700; Deluxe (6) 4-d ; 
eee LOUISVILLE: Automotive Bin Service Co., Inc. Factory Branch and Warehouse | Volkswagen—’'60 2-dr., $1,400, $1,350. orn oe (6) 4-dr., $1,325. oy G1,888; } 
CLEVELAND: Anenctive a Service Co., Inc, 204 Builders Bidg. 809 Hubbard Ave. "59 2-dr., $1,000. ’59 Ambassador (8) 4-dr., $1,105; Amer- 
: MEMPHIS: Metal Products Co. SEATTLE: The Brower Co. SYRACUSE, N. Y. jean (6) 4-dr.; $950. 
DALLAS: W. W. Cannon Co, 359 Madison Ave. 3 sais '58 Super (6) 4-dr., $1,115. ; 
114 Virginio St. Fiat—’60 station wagon, $560. *SS Custom (6) Cross Sountry 4-dr., ; 






9739 Denton Dr. ’59 conv., $455. 




















MILWAUKEE: | Felix F. Loeb, Inc. SEATTLE: Williom A. Gore Co $565 
DENVER: Sparkman-Borker Co. oN. ’57 4-dr., $230. . 7 ' 
421 Sonta Fe Dr. eee 214 3rd Ave., S. Ford (Engitsh)—'58 Escort 2-dr.,-§265, | STUDEBAKER 59 Lark (8) 2-dr. hard- 
DETROIT: Automotive Bin Service Co., Inc, NEW ORLEANS: £Edco Metals, Inc. TACOMA: Tocoma Asbestos Co. Hillman—’58 4-dr., $415. one Chunammton (6) dear $690 
10040 Freeland Ave. 72 S. Wren St. 25th and Holgate Lloyd—’ 58 station wagon, $190. VALIANT P v-16 .° 42 
Renault—'59 4-dr., $550. Fe nee eee ee ete: 
FARGO: Adams, Inc. NEW YORK: Borroughs Mfg. Corp. TOLEDO: Automotive Bin Service Co., inc. | Simea—'59 4-dr., $470. MISCELLANEOUS—’60 GMC %-ton pick- 
6 North 13th St, 121 Varick St. 518 Jefferson Ave. Skoda—’59 2-dr., $345. con are og pickup, qeics : 
’ , : evrole amino, $1,145; %- 
FORT WORTH: we aan Co, OAKLAND: Williom A. Gore Co, WATERTOWN, Mass.: Alexonder Stee! Products, inc. | Veuxhall—'59 Victor 2-dr., $525. pickup, $925; Dodge pickup, oohe, sass 
o“ aa 1834 Adeline St. 264 N. Beacon St. 58 Ford %-ton pickup, £810, $420; In- 
— 202 Tolore st OKLAHOMA CITY: W. W. Cannon Co. PUERTO RICO: Asenative Speciation, be , Halmi Buys Interest conan Sea oo eae $800; Chev- 
7 P, O, Box 7317 ‘once de Leon Ave., Hato Rey . a ’ . : 
Hunters’ Office & Industrial ° s ° @ 57 Dodge Power Wagon, $850; Interna- ' 
HONOLULU,Heweails eteeesas Co. Pt OMAHA: Siggins Co. CANADA: Wickware-Stackbin, Ltd. In Cincinnati Chevy Deal tional pickup, $605; Ford %-ton pick- ; 
538 Reed Lane 1236 S. 13th St. P.O. Box 740, Perth, Ontario ae : up, $530. ' 
’ CINCINNATI Eugene Halmi ‘56 Chevrolet %-ton pickup, $625; Ford 
has purchased an interest in Queen pickup, $575. 









65 Chevrolet 2-ton, $725; Dodge %-ton 


City Chevrolet, and has been named 
pickup, $400. 


president-general manager. He be- 






B oS te ie °o ea & ir > MANUFACTURING COMPANY 







comes a partner in the firm with 2 ve . bs 
OF KALAMAZOO F. BE. Zorniger. —— Auctions in Brief — 
Halmi formerly had been with ST. LOUIS 






A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3026 NORTH BURDICK ST. ali). KALAMAZOO, MICHIGAN 


St. Louis Auto Auction. Sale every Fri- 
day (Nov. 25). Consignment light due to 
holiday. Market steady. Sold 182 cars from 
310 consignments. 


the Chevrolet Division, and with 
Ray Bryant Chevrolet, Dayton, as 
general sales manager. 
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MAKE MORE MONEY 


Here’s a marvelous money-mak- 
ing opportunity to increase your 
profits on every new Chevrolet 
you sell! 


Install new DeLuxe* push-button 
radios designed and built solely 
for 1961 Chevrolets and Corvairs 
by the Bendix Corporation— 
America’s foremost manufacturer 
of car radios. 


You can add 25%—and more—to 


your net profit on each radio sale. 
Because _these_premium-quality 


Bendix radios will cost you at 
least 25% less than Chevrolet 


radios of comparable quality! 


You can buy from DeLuxe”* at the 
lowest price in the industry— 
and each radio is completely guar- 
anteed by Bendix for a full year. 


Don’t lose profits on Chevrolet 
and Corvair radios. Write, phone, 
wire to DeLuxe* today—and get 
full information on this marvelous 
chance to sell America’s outstand- 
ing automobile radio—at bigger 
profits than you’ve ever dreamed! 


CONTACT: 


- 
Deeage Automotive Products, Inc. 1313 Robinson Bidg., Phila. 2, Pa. Phone: LO 8-4136 


ATTENTION! 


CHEVROLET DEALERS! 


SAVE MORE MONEY | ON EVERY BENDIX 
RADIO YOU INSTALL IN 
A NEW 1961 CHEVROLET! 








Here is the smart, modern styling of the 1961 
Chevrolet car radio by Bendix that you'll be 
selling. Each has push-button tuning, tone and 
fader control. 
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AUTOMOTIVE NEWS, DECEMBER 5, 1960 








The following prices include 

gested base factory list prices, Federal 

Seneepant tenting aan 

cluded are variable items passed 

the retail buyer, such as State and 

taxes, transportation charges an 

tional equipment. 

(Copyright, 1960, by Automotive News) 
1961 MODELS 


BUICK—Special — Standard 4-dr. sed., 
$2,384; deluxe 4-dr. sed., $2,519; standard 
4-dr. 2-seat stat, wag., $2,681; deluxe 4-dr. 
2-seat stat. wag., $2, ‘816 


LeSabre—4-dr. sed., $3,107; 2-dr. sed., 
$2,993; 4-dr. hardtop, $3,228; 2-dr. hard- 
‘oP: $3,152; conv., $3,382; 4-dr. 2-seat 

wag., $3,623; ‘a-dr. 3-seat stat. wag., 
$3,730. Invicta—4-dr. hardtop, $3,515; 2-dr. 


hardtop, $3,447; conv., $3,620. 

4-dr. sed., $3,825; 4-dr. hardtop, $3,932; 
2-dr. hardtop, $3,818. Electra 226—4-dr. 
hardtop, $4,350; conv., $4,192. (Turbine 


on Electra and Electra 225.) 

CADILLAC — Series 62 — 4-dr. hardtop 
(short deck), $5,080; 4-dr. hardtop (flat 
roof or sloping roof), $5,080; 2-dr. hard- 
top, $4,892; conv., $5,455; Sedan de Ville 
4-dr. hardtop (flat roof or sloping roof), 
$5,498; Coupe de Ville 2-dr. hardtop, $5,- 
252; Eldorado Biarritz conv., $6,477. 60 
Special—4-dr. hardtop, $6,233. Series 75— 
8-pass. sed., $9,533; limousine, $9,748. 
(Hydra-Matic, power steering, power 
brakes standard on all models.) 


CHEVROLET- 500—4-dr, 
$1,920; 4-dr. 2-seat 
Series 700—4-dr. sed., 
$1,985; 4-dr. 2-seat stat. 
Monza 900 — Sport coupe, 

$2,201. Greenbrier—Sport Wagon, $2,651. 
(The following prices are for six-cylin- 

der models, For V-8s, add $107.) 

—4-dr. sed., $2,316; 2-dr. ots $2,262; 
utility sed., $2,175. Bel Air—4-dr. sed., 
$2, : 2-dr. sed., $2,384; a hardtop, 
$2,554; 2-dr. hardtop, $2,489. Impala—4- 
dr. sed., $2,590; 2-dr. sed,, "50 636; 4-dr. 
hardtop, $2,662; 2-dr. hardtop, $2,597; 
conv., $2,847. Station W: Wagons—4-dr. 2-seat 
Brookwood, $2,653; 4-dr. 3-seat Brook- 
wood, $2,756; 4-dr. 2-seat Parkwood, §$2,- 
747; 4-dr. 3-seat Parkwood, $2,850; 4-dr. 
2-seat Nomad, $2,889; 4-dr. 3-seat Nomad, 
$2,992. Corvette—Conv. (V-8 std.), $3,934. 


CHRYSLER—Newport—4-dr, sed., $2,- 
964; 4-dr, hardtop, $3,104; 2-dr, hardtop, 
$3,025; conv., $3,442; 4-dr, 2-seat stat. 
wag., $3,541; 4-dr, 3-seat stat. wag., $3,- 
622. Windsor — 4-dr. sed., $3,218; 4-dr. 
hardtop, $3,367; 2-dr. hardtop, $3, 303, New 
Yorker—4-dr, sed., $4,123; 4-dr,. hardtop, 
$4,261; 2-dr, hardtop, $4,175; conv., $4,- 
592; 4-dr. 2-seat stat. wag., $4,764; 4-dr. 
3-seat stat. wag., 
hardtop, $5,411; 
Flite, power stee 
ard on New Yorker and 300- 

COMET—4-dr. sed., $2,053; 2-dr. sed., 


Current Prices on U. S. Cars 


$1,998; 2-dr, 2-seat stat, 
dr, 2-seat stat, wag., $2,353 

DeSOTO—4-dr. hardtop, $3,167; 
hardtop, $3,102. 


2-dr. 


DODGE—Lancer—Series 170—4-dr. sed., 


$2,069; 2-dr. sed., $2,007; 4-dr. 2-seat stat. 
wag., $2,382. Series 770—4-dr. sed., 
154; 2-dr. hardtop, $2,181; 
stat. wag., $2,466. 


Dart—(Prices are for six-cylinder mod- 


els. For V-8s, add $119.) Semeca—4-dr. 
sed., $2,330; 2-dr. sed., $2,278; 4-dr. 2-seat 
stat. wag., $2,695. Piomeer—4-dr. sed., 
$2,459; 2-dr. sed., $2,410; 2-dr. hardtop, 
$2,488; 4-dr, 2-seat stat. wag., $2,787; 
4-dr. 3-seat stat. wag., $2,892, Phoenix— 
4-dr. sed., $2,595; 4-dr. hardtop, $2,677; 
2-dr. hardtop, $2, 618; conv. (V-8 std. Ss 
$2,988. 

Polara V-8 — 4-dr. sed., 
hardtop, $3,110; 2-dr. hardtop, $3,032; 
conv., $3,252; 4-dr. 2-seat stat. wag., 
$3,294; 4-dr. 3-seat stat. wag., $3,409. 

4. $018; 2ar Sa sed., $1,974; 2-dr. 
se 
225; 4-dr. 2‘seat stat, wag., $2, 268, 


$2,966; 4-dr, 


(The following prices are for six-cylinder 
Fairiane— 


models. For V-8s, add $116.) 

4-dr. sed., $2,315; 2-dr. sed., $2,261, Fair- 
lane 500—4-dr. sed., $2,430; 2-dr. sed., $2,- 
376. Galaxle—4-dr. 'sed., $2, 590; 2-dr. sed., 
$2,536; 4-dr, hardtop, ‘$2,662; ‘2-dr, hard- 
top, $2, 597; starliner 2-dr, hardtop, $2,- 
597; conv., $2,847, Station Wagons—2-dr. 


2-seat Ranch Wagon, $2,586; 4-dr, 2-seat 


Ranch Wagon, $2,656; 4-dr, 2-seat Country 
Sedan, $2,752; 4-dr, d-seat’ Country Sedan, 
$2,856; 4-dr, 2-seat Country Squire, $2,- 

941; 4-dr, 3-seat Country Squire, $3,011, 
(V-8 std.)—2-dr, hardtop, 
conv., $4,637. (Cruise-O-Matic 
» Power steering, power brakes 


$4,170; 





N. C. Lists Low Bidders 
For Big State Fleets 


RALEIGH, N. C.—The State Pur- 
chase and Contract Division an- 
nounces that Raleigh and Charlotte 
automobile firms have won the 
State’s yearly passenger-car con- 
tract, expected to approximate as 
much as $2 million. 

“Prices are a little off . . . but 
not significantly from last year,” a 
division spokesman commented. 

He said 10 firms competed for 
the big contract, one of the larg- 
est business transactions carried 
on by the State. Five firms got 
some part of the business. 

According to State Purchasing 
Officer Willis Holding jr., “the State 
will buy approximately 250 Patrol 
pursuit cars, 75 officers’ cars, and 
from 500 to 1,000 autos for other 
agencies during the year. 

“Included among the purchases 
will be a growing number of com- 
pact cars, which are increasingly 
being used in the motor pool. The 
State has purchased about 100 com- 
pacts since they became available 
some years back.” 

Holding said the contract let for 
autos includes: 

Patrol pursuit cars—Sanders Mo- 
tors (Ford), Raleigh for $2,136.52 
per unit. 

Patrol officers’ models—Bill Scott 
Co. (Plymouth), Charlotte, $2,011 
per unit. 

Standard models for other agen- 
cies—Scott, $1,709 per unit. 

Com -Honeycutt 
Motors (Studebaker), Raleigh, $1,- 
513.57 per unit. 

Station wagons—Sir Walter Chev- 
rolet, Raleigh, $2,066 per unit. 

Driver training —O’Neal Motors 
(Plymouth), Raleigh, $1,624.85 per 
unit, and Campbell-Honeycutt, $1,- 
513.57. 

Holding added that firms which 
tried for parts of the contract in- 
cluded Buie Motors, Smithfield; 
Hutton-Scott, Charlotte; Piedmont, 
Winston-Salem; City Motors, 
Greensboro, and Atking Motors, 
Raleigh. 

State fiscal experts at one time 
suggested a yearly turnover of 
autos, in order to make the most of 
used-car prices for one-year-old 
models. But Holding said this pol- 
icy would have been “too rigid in 
view of market price fluctuations.” 
He went on to say that the used- 








wag., $2,310; 4- 


$2,- 
4-dr. 2-seat 


$1,912; 2-dr. 2-seat stat. wag., $2,- 




























D. 
sed., 


362. 


stat. 
110; 


2-seat, 


$3,471. 
hardtop, 
conv., $3,592; 4-dr. 2-seat stat. wag., $3,- 
665; 4-dr. 3-seat stat. wag., $3,773. Series 
98—4-dr. sed., $3,887; 4-dr. hardtop (slop- 
& roof), $4,021; 4-dr. hardtop (flat roof), 
,159; 2-dr. hardtop, 
(Hydra-Mati 


hardtop, 
conv., 


sed., $2,384; 


2-dr, 


$2,941; 
$3,126. 

Six 4-dr, 2-seat, $2,806; 
4-dr. at genes: Colony Park V-8 4-dr. 


OLDSMOBILE — F-85 — Standard 4-dr. 
deluxe 4-dr. sed., 
standard 4-dr. 2-seat stat, wag., $2,681; 
deluxe 4-dr, 2-seat stat. wag., $2,816. 


88—4-dr. 
$2,835; 4-dr. hardtop, 
hardtop, $2,956; conv., $3,284; 4-dr. 2-seat 
stat. wag., $3,363; 4-dr. 3-seat stat. wag., 
Super 88—4-dr. sed., $3,176; 4-dr. 


$3,402; hardtop, 


2-dr, 
Wi 


2-dr. 


sed., 


$2,137; 


hardtop, 


$2,900; 
$3,034; 2-dr. 


$2,876; 
Commuter V-8 


uter | 4-dr. sed., $2,439; 2-dr. sed., $2,389; 2-dr.| seat stat. 
hardtop, $2,461. Fury—4-dr. sed., $2,575;| wag., $2,842. 
4-dr, hardtop, $2,656; 2-dr. hardtop, $2,-| 397; 4-dr. 2-seat stat. 
599. Station Wagons—2-dr. 2-seat Deluxe, | 3-seat stat. wag., $2,826 


$2,519; 


$3,325; 


$4,083; conv., $4,- 
ic, power steering 
brakes standard on Series 98.) 
PLYMOUTH — Valiant — V-100 — 4-dr. 
sed., $2,014; 2-dr. sed., $1,953; 4-dr. 2-seat 
wag., $2,327. V-200—4-dr. 
hardtop, 
stat. wag., $2,423 
(The following prices are for six-cylinder 
models, For V-8s, add. $119.) Savoy—4-dr. 


sed., $2,- 
4-dr. 2-seat 


2-dr. 


» Power 





d., $2,310; 


2-seat Custom, $2,761. 


is standard and 
not available). Fury V-8—Conv., 
Station Wagon V-8—4-dr. 3-seat 
$2,990; 4-dr. 2-seat Sport, $3,024; 
3-seat Sport, $3,134 


4-dr. 2-seat stat. wag., $2,438. 
Catalina—4-dr. sed., $2,702; 2-dr. 
$2,631; 4-dr. hardtop, $2,842; 2-dr. 
top, $2,766; conv., $3,078; 4-dr. 
stat. wag., $3,099; 4-dr. 3-seat stat. 


$3,530. 
RAMBLER—American— Deluxe 


$2,129. Super—4-dr. sed., $1,979; 


$2,602; 4-dr. 2-seat Deluxe, $2,668; 4-dr. 
Plymouth V-3— 


(On the following models, a V-8 engine 
a six-cylinder engine 
$2,967. 
Custom, 


4-dr. 


PONTIAC—Tempest—4-dr. sed., $2,167; 
sed., 


2-seat 
wag., 
$3,207. Ventura—4-dr. hardtop, $3,047; 2- 
dr. hardtop, $2,971. Star Chief—4-dr. sed. 
$3,003; 4-dr. hardtop, $3,136. Bonneville— 
4-dr. hardtop, $3,331; 2-dr. hardtop, $3,- 
255; conv., $3,476; 4-dr, 2-seat stat. wag., 


— 4-dr. 
sed., $1,894; 2-dr. sed., $1,845; 2-dr. 2-seat 
stat. wag., $2,080; 4-dr, 2-seat stat. bey 
-dr. 


conv., 


3-seat 


$2,816; 5-dr. 


is | 537; 4-dr. 2-seat stat. wag., $2,841; 5-dr. 
stat. wag., Custom 

4-dr, sed., $2,682; 4-dr. 
$2,986; 5-dr, 


—4-dr, 


$2, 689; 
Lark 


V-8—Sport coupe, $2,650. 
WILLYS—Jeep—2-dr. 
(4 cyl.), 
(6-cyl.), 
drive models.) 


2-dr, 


Six—4-dr. sed 
ye Hy 2-seat stat. wag., $2,437. 
4- 


sed., $1,930; 2-dr, 2-seat stat, 
165; 4-dr. 2-seat stat. 

tom—4-dr. fede» $2,108; 2-dr. sed. $2,060; 
$2,295; 4-dr. 2-seat stat, wag., $2,344. 


2-seat 


stat, 


wag., 
wag., $2,214. 


Cus- 
wag., 


Super Six— 


» $2,268; 4-dr. 2-seat stat, wag., 


$2,572; eneoar, 3-seat stat. 
2-dr. sed., $2,260. Belvedere— | Custom 


wag., 


$2,697. 


Six—4-dr. sed., $2,413; 4-dr. 2- 


sed. 


4-dr, 


3-seat stat, 


wag., $2,717; 5-dr, 3-seat stat. 
Super V-8—4-dr. sed., $2,- 


wag., $2,701; 5-dr. 
‘Custom V-8— 


$2,966. 


2-dr, 


wag., 


4-dr, sed., $2,512; 4-dr. 2-seat stat. 
3-seat stat. wag., “. 941, 
V-8—4-dr. 


sed., 


wag., 
sed., $2,- 
v-8— 


2-seat stat, wag., 
wag., $3,111. 
STUDEBAKER—Lark Deluxe Six—4-dr. 
sed., $2,005; 2-dr. sed., $1,935; 2-dr. 2-seat 
stat, wag., ‘s2, 290; 4-dr. 2-seat stat. wag., 
$2,370. Lark Regal Six—4-dr, sed., $2,155; 
hard-|2-dr, hardtop, $2,243; conv., $2,554; 4-dr. 
2-seat stat. wae B 520. Lark Deluxe V-8 
$ ; 
2-dr. 2-seat stat, wag., $2,425; 4-dr, 2-seat 
stat. wag., $2, 505. Lark Regal 
sed., $2, 290; 2-dr, hardtop, $2,378; conv., 
2-seat stat. 


$2,070; 
V-8—4-dr. 
$2,655. 


V-8—4-dr. sed., $2,458. Hawk 


2-seat 


stat. 


wag. 


$2,095; 2-dr. 2-seat stat. wag. 


$2,343.57. 


New Commercial-Car Registrations, 
Bev States for October, 1960-1959 
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Misc. 













































































(Both are two-wheel- 












standard on both models.) 
. : ; 71 52 90; 411) 9317) «7573 
IMPERIAL—Cus Nine States Previously Reported 60) 2178 12 385; 2312) 684; 1061 
tom—4-dr, hardtop, $5,-| pine states Freviously Repo 59| | 3081 15} atl} 2365} +510} —«1092)~=s«144) = 56] 109-401] ~—351| 7708 
109; 2-dr. hardtop, $4,922.50. Crown—4-dr, ; ese 2 12 74 
henstep, $5,047; | 2-dr. hardtop, 1,85;408; | Alaska Si 4 iP. TS 3] | | (168 
conv Baron—4-dr. hardtop, = . aang, emesis 
$6,426. (TorqueFlite, power steering, power 60 474 Sij att] sd 4 6 2| 5 6| 1064 
brakes standard on all models.) ee =| 573 6| 71 585 103 i 5 6 | 17) s on 
LINCOLN CONTINENTAL—4-dr. sed., 60 459 2 72; 421 9 i; 10 7; +02 23| 12 
$6,007; 4-dr. | conv... $6,713. (Automatic sd +591 382 3} 82} ~—«352! ¥\ 102! 16 15| 148) —27|_—*1210 
ransmiss: » Power s ng, power b: ° 7 T 
radio, heater standard on both models.) Delaware = \ = of asl 4 r+} a 2| s| ; S = 
MERCURY—(Meteor 600 and Meteor 800 | ——— : ; way | AES: 4 
prices are for six-cylinder models, For | °'strict of Columbia 7 2 3 8s! B 38| 2 t| $ 8 200 
‘aati; Ste een. Ouet?, Taw =| Flortd 60 607 83; 790 75284} N40) 63) 2230 
Pr. se — oriaa 
4-dr. sed., $2,649; 2-dr, sed., $2,595; 4-dr. 59 635 ul 15 aes! ae 338 46 | 43198! ___236|__2763 
hardtop, $2,721;| 2-dr. hardtop, $2,656.| jdaho "60 | 170 Ce 7 1 10 | 35 7) 63 
Monterey V-8 — 4-dr. ‘sed., $2,869; 4-dr. '59| 130 3 69} —-170 43 133 2 13 | 40 i] IS 
inoi 60) 840 9, 168) 779) 181) 330 2% 30 22; 115) 170! 2670 
ee ‘59 oe] za|_siss| Sesto ses] te] a7] a0 109| 3174 
"60 493 1 79| 372) +104) ~=«184 1 13/ # 43 63| ‘1361 
ea 59 425 14| 58] 424|_—63|_—«256 , oe | 10} 33] 45|_—*347 
K 60 637 1 443| (128, ~=—«146 5 9 31 17| 1467 
ansas '59| | II 7 # 498 : 34 8 7 6 24 19} 1392 
Maryland 60 5| 247 129 14 3 13 61 68| 85! 
—— 59} ‘| ia s| 38 Hn 9| 18 | 6B Mle 
Mi ¢ "60 509 2) +127) ~+~«-334 er 210 4 24 47| 1379 
ee 91 | aS s im 'ta| 0410) tei __6)_4_ 
car market is in a “soft” condition | Wontana "60 3 = 139 eA) a 50 22| ‘756 
now and the State will not be at- 59] | fics Ma 190 123 73 16 703 
tempting to sell retired ’60 models. | Nebraska oi 2 Lig : 405 ” v6 Ss ‘ a ae. > mal 
or 38S a el Bee Bes ae 
. > 9 5 
Fact Book’ on ’61s Ohio "60 2| 7| 768| 263 Fi 27; +116) ~=«4174)~=SCé«W20|,Ss«2979 
Issued by Checker ‘59 11397 2i| _jes|__ 9531188) 410 21 75|__—*1S7|_——«136 = 
P Ivani 60) 14, ‘734 17| 204) + 981| +264! +~=—«452 74 10 65) -294)~=C«WIWS39),s«8 
KALAMAZOO, Mich—A “Fact ee arte 59 13 726 25 | 822 158] 551 rial 19 83 268 213} 3219 
Book” on ’61 Checker cars has | South Carolina *60 | 335 | 39 305 109 83 ‘| ‘| 12) 32 928 
been issued for dealers by Check- 59 210 21|_ 333 34 7I 4 3 10 i | 721 
er Motors Corp. Tennessee *60) | 593 7| 2 “a 123; 143 30 3| 6 35,38) «1519 
The 48-page, pocket-sized book- 59| 439 1 467| 120] ~—s«138 2I 8 18 20 4i| 1327 
let f h ik Vermont *60) 59 9 55 21 % 7 2 2 we 18 249 
eatures p woesraehe of '59| 56 a) ou 27| 34 6} 45] ot] Ss 
Checker components and features. | 75 Siaies Reported to Date 60] 36| 10547 88| 1855) 10003; 3008 367|_ 235 +«437|+~=«41'773| +~=«1481| 33905 
Copies may be obtained from Her- For October 59! 53) 9401 176 | 11122 | 3a 235 575| 1733] 1610) 34701 
bert Baker Advertising, 737 N. |~ Year ‘| a6 2129| 34577 790325 44387) 9075| 4435) _11978| 23568) 35980| 762518 
To Date 59 912| 259995! 2314] 42969| 230173] 57468 11009} 5087] 12259| 22268] 33009/ 761497 


Michigan Ave., Chicago 11. 








Compiled from official state records. Data property of R. L. Polk & Co. May not be copied, sold or reprinted without Polk permission. 





New Passenger-Car sma 28 States for October, 1960-1959 






















































































r registra- 
piled by AL. 
ile y RL. 
‘olk & Co, 
12 States "60! 18! 126 15492 "| 1185 1146] 12952) 3275] 3313 23044| 763} 4166| 5890! 
For October = ‘59! oy | 170| 441 i882 2 3668 tas 12281} 304) 167) 1513 rs Ber __1114]__ 13558} 3571] 3940 | 1010} 5848! 55634 
Arkansas "60; 158] | 174, —«*188| = 405  . 2 82 oe 1182; «121! 75| 923) +~«=«202)'—=S «214 os | 22| 1431 
'59| ‘120 Fy | 138 227) 414) sot 17 9 117 | 1254) 157] 64| 1093] —-230|_—S283|__—«*1827|_~—S70|_—s239|__—«3924 
Colorado "60! 339) 66) 13 é 239). «333|~«=S««657| «1364 | 14 158 13 1662| a 120; 1491 a 305| 2413) 85! 352) 
59] 3it|_—_—_—| 14 | | 294} +585] 1230 45 30 178 1483| 209 122} 1600|__329 320} 2580|__—s«19|_—s«474| «5552 
Cc ticut 0! 51) +177 30 27 568} 931, + 1753) 2154 3 211 509| 2087) 268) 267) 1828) 554)  527| 3484) 212! 1058! 10245 
et '59| 672 122 26| 7 216| 743 oe 1945 4\ 43| 217 ~ 257| 274) 1206 507} 588| 2832} ~—245|_—*1371| __—«&55I 
Dist. of Col. “ool 146) 38 8 7 134) 243 6 35) ry) 50/ 67; —+513|~—=«S2 154! —-936/ 25| 323) +~=«2528 
'59| —*106| 26 | H| 58 16 P+ re 12 13 68} $30) 91 | 77|___ 460|_—s«159|_——s182|_—«9694 47|___ 322|__-2226 
Florida 60, 1103; +208 75) 57 2468; 5064 42 276, «823 «6205, S658! = 598! 4455! +964 += (983! = 7658 177| 2194) 19805 
59] 1170} ~——154)__—(120 3 on oa 1739; __ 4119 90 118 360 _|__ 4687|_-702|__— 623) 4512|_—«*1166|_—*1067|_— 8070) ~—243|_—«3200)_—19109 
Idaho ‘| 13%| +19) +27 4, ‘152 117; 309) ~Ss«388/ 3 51 70; «512 92| 43/386! = :107|'—S «105! ~—S «7333! 28; 115) «+1833 
"59/ %| 20 3| Pn Ie 53 102 193] 358] 14 15 52 | 439] 10! 45] 354] 126] 24] 750} S2]_——25|__—*1655 
lowa ‘oo; Si4y—Cié|,—~C(<“‘CUY;:CS*~«*] 525} 553! 1224| 2393 | 4 198 2862/2877 395} 159) 2410| += 536] += 473| +~=—« 3973 125! 288! ~—«-9001 
59] 430) ~=C 98] —S 45 251| 458) 878] ~—-2222 27 2! 268;  —s||_—s-2538! ~—s357|_—«170| ~—«2560| ~——5 24 596| 4207/__—sIS1|_—349|_—-8553 
Kansas ‘| 381 92 17 6) 353) 412) 880) +1873) 16 126 216) 2231 355) 151| 1879) 378) 406) 3169) 88; 290| «7019 
'59| 268 63] 16] _—37|_~—s212| ~— 370} 698] «169 46 21 163 1926] 351] 422|_—«1483|_—— 451] 463] 2870) 145] 427} «6334 
Minnesota "60, 648 143 23); -20| +523) ~+~«et3| +=«1523| ~—«2927/ | 223 310) 3460 537| 82) 2583) ~—«67! 604! 4677! —=—«209/ +~=S—«506| +=11023 
'59| 680 113 31 82 314] 790} 1330] _—-2899| 58 34| 268 | _3259|-604|_——243|_—-2816| 748/776] —5187| _—267|_—584| 11309 
Nebrask *60| 277) 53 27 it 269 320|;  680| «1487 | 9 92) 86 1674} 208 | 99! +1284 338 292 2221 65! 205 5122 
or 59} 211 37 28 22} —-99|~——2bt| ~—447|_—*1:242 19 6| 132} | —*(1399} 186] 98|_—*t278}_~—s3t7|__—293]_—2172|__—stt|_—=—367|_—4697 
NewHempaiie ST iy wt) tole) SelB] lS 
'59 " i 6 4 | : oi Lie i | _ 409/ ir “Sb aes 
New Jersey ‘eo; 1598557) ~—=«*:'17 65| 1561] 1995] 4295| 5295 62 423; 1011/6791; =1187|/ 849 4843) 1296] 1355/ 9530 301! 1511; 24026 
59] 1109} 329) = 160) —s 145 733| 1334] 2701) 4487 92 100 550| 5229| 1009) —-832|_—«4133|_—«*1456] ~—«*1'742}_—«91'72| ~—«509|_—2141| 2086! 
Pennsylvania 0) 2035) «== 48 CF] 120) 2385) «2609/ ~=—«5755/ 48 591| 1115! 8422) 1267| 789) 6149! 1634) 1608| 11447| 513) 1567} 29739 
59} 1905} 413) 151 249| 1375] 2232] —4420| ~—«5680 180} 112 800/ 6772| 1428} ~—_—847|_—*7179|__—*1957|__—-2092|_‘:13503|_—712|__—«2414| 29726 
Soh Corinne attest attest) cotta, aeel lel el So 
59 97 39 6 17 | ah 7 bs 
Tennessee 0) 448 8 2 21 385) 523) 1038) 2539) | 31 167, 367| 3104) 464) 182! 2620 508) 571| 4345 116) 594) 9645 
59] 284 68 18 45 258| 443 832 1813] 75 24 165] 2077; ~=—«33! 177|__1936| __500| ~—580| +3524) ~— 144] 655] 7516 
enor So TOS) fe od Sei its 
59 15 3 | 6 | 51! . “a 4p 
28 States "60| 12689; 3045) 656/514) =(11650/ 14945) 30810/ 51612) | | 306 7454| 63404; 8741 4| 46441| 11273) 11304| 62733/ 2843! 14080| 206559 
For October  '59| 10633) 2201 792| 1322} 6398 ie 23125} 42886 1058} 723] 5027] | 49694| 8633! 4906) 45842} 12349| 13426] 85156] 3933] 19430 191971 
Year 340110; 60489; 12013 fsa ee iis 740528 | Ftc 16191| 117478) 110384| 1335757! 196607! 112825|1341479| 265007| 310383|2226301| 87245| 418487|5148428 
To Date '59| 285293} 50334) 13455] 35786] 116763 31188 527526|1149713| 34900] 21199) 120749| 1326561] 196660] 112401| 1193845] 295812] 314810/2113528! 103413] 4818991 4838220 


piled from official state re 








s. Data property of R. L. Polk & Co. May not be copied, sold or reprinted without Polk permission. 


( 4 
vires i Ea il acl i sind la es , 


eo 


















/LOW anew concept 


In car buying opens new 
profit opportunities 


Chevrole 


st Ere 8 a Baa h NO ts ea 


PO ln Rn LR att oe 


Chevrolet dealers 

now offer one-stop 
shopping, the new 
sales-building idea that 
sets the pace in 
automotive retailing for 
1961. With Chevrolet’s 
one-stop approach, 
buying a new car is made 


easier than ever. 


Almost any car anyone 


N 


could want is available 


—sianliod!aé 


under one roof. And, 


- 


with the widest selection 
of models in Chevy 
history, Chevrolet dealers 
now have the 

widest selling advantage 


in the industry. 
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A salesman becomes the most val- 
uable person the dealer or factory 
has because he creates the need 
for the very existence of the dealer 
and factory. 

How to sell a car every working 
day: Between the hours of 9:30 and 
11:30 each day, go out on the street, 
office building, factory, your own 
service department, just anywhere 
—and ask this question of at least 
25 to 30 people during these two 
hours (in asking the following 
question, it might make it easier 
for timid souls to remember that 
they aren’t selling anything, they’re 
just gathering information. It’s as 
simple as asking a direction): 

SaLEsMAN: Good morning. Where 
can I sell an automobile? (Hand 
him a business card.) 

Prospect: I don’t know. 

S: What are you driving? 
P: A but I’m not ready 
for a new one yet. 

S: Among your friends and rela- 
tives you must have heard some- 
one mention buying a car.” 

P: Well, let me see. (Pause, give 
him time to think.) You might see 
Joe Whosis, His old car broke 
down—he might buy a used one, 

S: (Recording this information.) 
Can you think of anyone else who’s 
talking of buying? 

P: You might see my aunt. I be- 
lieve she’s about due for a new 
car. 

S: Anyone else? 

P: Nope, can’t think of anyone. 

S: Give me your name—if I do 
any business, I want to look you 
up to thank you for your help. 

Remember, you’re not only sell- 
ing one or two makes of new 
cars, but many makes of used 
cars—so don’t limit your pros- 
pecting activities only to your 
new cars. 

Salesman: Be sure you report re- 
sults, good or bad, to anyone giving 
you help and don’t make the fatal 
mistake of breaking off your morn- 
ing’s schedule to attempt a sale at 
this point. Continue your full two 
hours of prospecting. You'll un- 
doubtedly develop a half-dozen 
leads in your two hours of work. 

When 11:30 comes, go to lunch 
and evaluate the leads. Take the 
one you think best and label it 


from ISRAEL 


comes the “desert-tested ” 


In the Letterbox 


(Continued from Page 12) 
management should function: Sales 

























quote from AvtTomotive News, 
Aug. 8: “NADA reports 16 percent| meeting 8 to 9 am. If a meeting 
of reporting members losing money} does no more than get a salesman 
with the remainder making a big} started in the morning, it is justi- 
1% percent on sales.” fied. 

“We know ’61 will see not the} But it should do much more than 
‘low-priced three’ but the low-| this for a salesman. It should show 
priced 11 or 12 — for the most} him and his employers what was 
knockdown, go-out-of-business year} accomplished the previous day, 
the auto industry has seen.” every potential buyer should be 

There is a cure for this condi- | recorded, The. meeting should cre- 
tion and this is it: First: This, or | ate a harmonious association with 

will his fellow salesmen and create a 
spirit of competition, a contest. 

Any contest, real or imagined, 
used right by a salesman justifies 
the buyer’s decision to do-it-now. 
It gives the prospect an unselfish 

His sales manager has only so| reason to make up his mind, He 
many hours in a day and if he is} is doing your salesman a favor; so 
over-burdened with details other] it puts a limit to prolonged think- 
than sales (such as procurement, | ing-about-it. 
delivery, get-readies, new-car The close of the sales meeting 
service complaints, etc.) he doesn’t} should be the start of a new ad- 
have time to hire, train, develop} venture each day. Properly 
and direct salesmen. ed and inspired with 

One out of every four owners 
of a car today will trade during 
the next 12 months, The best way 
to reach these buyers is to talk 
to them. 

Now, let’s start with a regular 
day’s activity in the way sales 





port 
to his sales manager, “Use this,” 
and then forget it. 


need, create a desire and close a 
sale. 


This result gives more compensa- 
tion than an executive, a bank 
president, or, in many instances, 





LAUGHING OFF HURRICANE DONNA, this Childers Carport in Key 
West, Florida, proved it can take destructive winds. Above, Dan Navarro 
continues business as usual after the storm. Rugged Childers Carports are 
specially engineered to withstand not only high winds, but the heavy snow 
loads that northern winters bring. Discover how Childers Carports can 
help you put more profits in your car sales... See Page 43. 








SABRA SPORT (Orders taken for Spring Delivery) 


An Engineering Achievement / 
Safest — Most Economical Cars You Can Buy! 


Only low-priced compacts with Reinforced 
Fiberglass Bodies — 3 times stronger than 
steel! & Economical — 40 Miles and more 
to the gallon! @ Overhead Valve Engine — 
delivers more power! & 4-Speed Trans- 
mission plus reverse! ® Pressed Steel 
Chassis for greater Safety @ Greater Pay- 
load due to lightweight construction! @ 
Advanced Design & Construction! 






SABRA STATION WAGON (immediate Delivery) 





SABRA PANEL DELIVERY (immediate Delivery) 





Exclusive Dealerships available on a first come basis! 


SABRA MOTORS CORPORATION of AMERICA 


SABRA PICK-UP DELIVERY (immediate Delivery) 





1836 Breadway, New York 23,N.Y. JUdson 6-1370 
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on. When you have finished lunch, 
you are ready to make your sale. 

Go to the one you think best; 
forget all else until you have made 
your sale or disqualified it. Then 
without hesitation go to the next 
best, and so on, until you’ve com- 
pleted your list, or the day is done. 


In contacting these leads, you 
question each of these contacts 
(and everyone else you talk with) 
as to who they know that is buy- 
ing an automobile. By doing so, you 
are never wasting time regardless 
of how remote any lead may turn 
out to be. 

Remember these figures: If you 
don’t sell on your first closing at- 
tempt, your chances are 4 to 1 
against doing it on the second— 
10 to 1 on the third, and practically 
impossible on the fourth. 

Don’t waste time calling and re- 
porting over and over on worn-out 
prospects, Classify them for what 
they are—a future—and continue 
your search for fresh prospects, 

When the close is attempted, 
you are as close to a sale as 
you'll ever be. A miracle will not 
happen to your prospect in your 
absence that will do the job you 
can’t do in his presence. 

There is one pitfall to this pro- 
gram, and it’s a deep one, There 
isn’t a salesman alive who, if he 
works this program for one week, 
won't tell you with great conviction 
that he can’t spend two hours 
prospecting this morning, because 
he has too many prospects. If the 
sales manager relents on this pro- 
gram for this or any other reason 
for even one day, it’s doomed to 
failure, Just remember—there is 
nothing so expendable as a pros- 
pect! 

Frankly, I've never seen a lazy, 
indifferent, don’t-care attitude in a 
salesman when he has lots hot” 
prospects. He will give you not one 
to two hours of sales effort (this 
is average working time now) but 
10 to 12 enthusiastic hours of sales 
effort! 

Another dealer advantage: You 
can greatly reduce costly used-car 
advertising, because if each of your 
salesmen is talking face to face 
with 25 to 30 people each day— 
two-thirds of their prospects will 
be for used cars—and your salesmen 
will be talking to buyers while in 
the formative stage, beforg, com- 
petition gets on the deal. 

Your showroom will come alive 
each evening with people who buy 
new cars, which gives you a choice 
of deals and of cars to be taken 
in trade. 

cd : * 


Morse Code of the Road 


Whether it is a modest beep 

From a Jeep 

Or the clarion note 

Emanating from a _ Rolls-Royce’s 
throat, 

A new tooting code 

Has been designed to help motor- 
ists on the road. 

As devised 

By the ALA, I am apprised 

One short toot means: “Your left 
blinker is going!” 

While two short toots means: 
right blinker is showing!” 

Which is valuable advice 

To motorists who never look at the 
rear end of their cars twice. 

Three short toots means: “Your 
light has burned out!” 

And this, too, no doubt, 

Is valuable information 

For a motorist who is not aware of 
that serious situation 

And who may be apprehended 

By the police before his trip has 
been ended. 

One long toot 

En route, 

I might pause to explain, 

Means “Get over in the right lane!” 

Which you will find 

Useful when driving behind 

The kind 

Of a motorist who can’t Seem to 
make up his mind, 

Two long toots, indeed, 

Convey a message: “Put on more 
speed!” 

This is useful when one 

Is behind someone who still thinks 
he is driving past the school zone. 

On the other hand, 

Three long toots carries this com- 
mand: 

“Slow down, you’re speeding!” 

This is a message to be signalled 
those who pass by you at 80 miles 
an hour all unheeding— 

An operation which 

May land both of you in the nearby 
ditch! 

On the other hand, the ALA, 


“Your 





the owner of a business receives.| No. 1; the second best, No. 2, and so| I may say, 


Does not approve of a series of 
short tooties 

For girls on the sidewalks who, 
from the rear at least, look like 

- cuties; 

Nor does it sanction two long toots 
and three short ones when you 
go by 

A brother in Eta Bita Pi, 

Even though it recognizes that boys 
will be boys 

And that they love noise. 

Nor does that ALA in its scientific 
work, 

Approve of leaning on the horn as 
a signal meaning: “Move over, 
you jerk!” 

It holds this gesture as a vulgarity 

On a parity 

With shouting insults as you go by 

Some poor guy 

Who is trying to get there sooner 
or later 

Without the aid of his accelerator. 

So now that we have been bestowed 

A Morse Code 

It is hoped that, with careful 
screening, 

All the toots that we now hear will 
be used to convey a careful mean- 
ing.—J. H. Reep, San Antonio. 


* * * 


Anyone Younger? 

I was interested in the article on 
youngest Chevrolet dealers in AuTo- 
MoTivE News. Not that it matters 
much, but thought you might like 
information regarding my son, who 
is still younger than 26 years as a 
dealer. 

Ray L. Muncey purchased the 
Chevrolet-Olds dealership from 
Kelly Dunn Motors Sales in Port 
Clinton, O., taking over the opera- 
tion on July 1, 1960. 

He is 25 years of age. He was 
employed with our company as gen- 
eral manager prior to receiving a 
Chevrolet-Olds franchise of his own. 
He previously was a graduate of 
General Motors Institute.—E. L. 
Muncey, Muncey Chevrolet, Inc., 
Detroit. 
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Interchangeable Figures, Names 
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People pick up and read the compact, easy-to-carry Reader’s Digest more times than they do other magazines. 


A Digest page, in fact, is looked at 1.7 times by the average reader —giving your advertisement 
a total of 60,947,000 chances to sell. 90% of these exposures are to people with cars. 


Detroit swings to another compact To put the research facts another way, your advertisement 


in each leading magazine has these total chances to sell to 
people with cars: 


Automobile advertisers are now investing more in Reader’s 
Digest than ever before—and more per issue than in any 54,671,000 in the Digest 27,003,000 in Look 
other magazine. No wonder. Look what a dollar ($1.00) buys 28,329,000 in the Post 26,408,000 in Life 

you in chances to sell to good prospects—people in car- 


oa eee Nationwide Politz research measuring advertising page ex- 
owning families: 


posure (chances to sell) gives the proof. Call Charles Hepler, 
1257 in the Digest 640 in the Post Detroit Digest manager, TRinity 5-9600, or any other 
646 in Look 561 in Life Reader’s Digest representative. 


Reader’s Digest doubles your chances to sell... at about half the cost per 1000 














AUTOMOTIVE NEWS, DECEMBER 5, 1960 








TIRE TOOL—Break-Safe, a truck tire de- 
mounter and inflation tool, consists of a 
conical shaped base, a spider assembly 
consisting of four cross arms, a screw 
shaft and handle and two sets of pressure 
pads. Wheel is seated on conical base and 
the pads positioned to maintain evenly 
distributed pressure on bead, it is said. 
Rotation of lever breaks the bead with 
ease. Equally effective on tight beads, 
warped or rusted rims or wheels. It is im- 
possible for lock rings to fly off and injure 
the operator, even though air may still 
remain in the tire, it is claimed. All con- 
necting points of Break-Safe are clearly 
visible when mounted on wheel. Par Sales 
Co., Inc., 1647 N. Gower St., Hollywood 
28, Calif. 





PANEL LIGHT—Tab Mount Light is the 
latest addition to the miniature lighting 
products marketed by Glar-Ban Corp., 
3807 Harlem Rd., Buffalo 15, N. Y. Design- 
ed for exterior mounting on instrument 
panels, control panels, dashboards, etc., 
this lighting unit simplifies installation. It 
also allows maximum flexibility in location 
mounting on instruments and panels, it is 
said. The unit is said to provide controlled 
nonglare illumination using scientifically 
designed prisms. By varying the angled 
faces of these internal prisms an . exact 
pattern of illumination is obtained. Light 
“spill-over" is eliminated thus avoiding 
eye-strain and fatigue, it is claimed. Over- 
all length of the unit is approximately 
%-inch, available in six, 14 or 28-volt 
models. 





REFLECTOR 
rectional truck lights with Class A Reflex 
Reflectors have been announced by Auto 


LIGHTS—S t 0 p-tail-and-di- 


Lamp Mfg. Co., 2909 S. Indiana Ave., 
Chicago 16, Ill, These 51-inch units are 
designed for flush mounting without screws, 
clips or retainers. Their Pathfinder snap-in 
construction is said to eliminate all in- 
stallation work except wiring. Three metal 
tension snaps secure this No. 465 lamp in 
a 4%-inch hole. Made of steel, the unit 
is finished in baked black enamel. Model 
No. 460, identical except for its conven- 
tional screw-mounting design, fits four-inch 
holes. 
es 


Lightweight Parking Brake 


Offered for Trucks 


A lightweight parking or emer- 
gency brake, said to offer unusually 
high average braking force over its 
full stroke, has been developed by 
Hydro-Aire Co. for the trucking 
transport industry by Hydro-Aire 


TRUCK NEW PRODUCTS 


Co., 3000 Winona Ave., Burbank, 
Calif. 
Seven models of the brake, called 


an Aire-Spring Chamber, are now 


available. The device is said to pre- 
vent runaway vehicles, provide au- 
tomatic braking for trailers in 


docks and yards and prevent op- 
eration of vehicles with an unsafe 


air supply. 


* 





HYDRAULIC JIB CRANE—Designed pri- 


marily for use on service or delivery 


trucks, Ausco's crane uses hydraulic power 


to raise loads weighing up to 1,000 


pounds, The crane features an adjustable 
telescoping boom which locks in three 
positions, from 38 to 57% inches. When 
the crane is not in use, the boom folds 
down against the mast to occupy minimum 
space. Boom members and mast are of 
steel tubing. Base plates, gusset plates and 
power unit bracket are of steel and weld- 
ed to mast to form a rigid unit, it is said. 
Hydraulic power unit gives full rated ca- 
pacity with boom at 38 inches. Auto Spe- 
cialties Mfg. Co., Inc., St. Joseph, Mich. 





TIRE REGROOVER—Made up of two 
portable units, the Honeycutt truck tire re- 
groover has a heated blade that is said 
to cut any zig-zag pattern or straight 
groove. The unit regrooves tires right on 
the vehicle. It makes use of rubber that 
ordinarily is buffed off before recapping. 
The unit on the left runs the wheel while 
the other simultaneously regrooves the 
tread. Honeycutt Tool Mfg. Co., 315 Aus- 


tin St., Houston 2, Tex. 
Be + 





REFUSE COLLECTOR—Cobey Corp., Gal- 
ion, O., has announced the Cobey Pak- 
Tainer, a wet and dry refuse collector. 
The unit comprises a truck mounted trash 
collecting and packing body, utilizing a 
system of replacing garbage and trash 
cans with large capacity steel containers. 
The Pok-Tainer is made in 27 and 30- 
cubic-yard capacities. Compaction force 
of the unit's jaw-crusher type packer plate 
is said to be in excess of 65,000 pounds. 
The hydraulically operated tailgate has a 
builtin 150-gallon dump for draining off 
liquids when permissable to dump. 








SJ 


OVERLOAD SPRING — The Laher over- 
load spring is said to increase payloads 
up to 1,500 pounds for 1960 Chevrolet and 
GMC ¥% and %-ton panel and pickup 
trucks. Laher Spring and Electric Car Corp., 
2615 Magnolia St., Oakland 7, Calif., is 
marketing this leaf-type spring that im- 
proves riding quality even with the sub- 
stantially increased payload, it is said. 
Weight is distributed evenly . . . axle and 
suspension system are not overloaded .. . 
padding adds to riding quality and pro- 
tects axle, it is claimed. Kit includes five 
spring leaves of alloy spring steel and all 
necessary bolts and brackets for econom- 
ical installation. 





el 


TIRE VALVE —Large-bore swivel valve 
extension assemblies and interchangeable 
tube and tubeless spuds which increase 
rim adaptability of off-highway vehicles 
have been introduced by A. Schrader's 
Son, 470 Vanderbilt Ave., Brooklyn, N. Y. 
The valve extension assemblies fit both the 
tube and the tubeless tire valve spuds en- 
abling rapid interchange between tubeless 
and tube operation with only one rim 
alteration, it is said. Each of the inter- 
changeable extension assemblies in the 
Schrader No. 5020 series comes with cap, 
core, and two hex nuts. Available in 
lengths ranging from 2 to 30-inch the 
extensions are stocked in five lengths. 


* * * 





WRECKER—The model 5A-S wrecker has 
been announced by Weld-Built Body Co., 
Inc., 5903 Preston Court, Brooklyn 34, N. Y. 
The picture shows this model which has 
@ four-ton winch capacity and boom capac- 
ity of six tons. Weld-Built features are said 
to be the manual worm winch with finger- 
tip control and the boom head, full swivel 
type; cable cannot jump or get wedged. 
The winch is bolted to the chassis frame; 
four-ton capacity with 150 feet of 7/16- 
inch cable; equipped with free wheeling 
device for fast cable unwinding and drag 
brake. Load can be held in any position. 
Controls are mounted on rear of both sides 
of the body. Booms are 2'2-inch tubing, 
reinforced; capacity six tons and adjust- 
able with manual worm winch. Power take- 
off is one speed forward and one speed 
reverse. The crane is fabricated of steel 
plate welded and bolted to chassis, it is 
said. Weld-Built wreckers are distributed 
through Collins Associates, Inc., 3318 Glen- 
more Ave., Cincinnati 11, O. 


* * * 


Nutmeg Chemical Offers 
2 Engine Conditioners 


Two engine conditioners are be- 
ing marketed by Motive Specialties 


Division, Nutmeg Chemical Co., 130 


5G Haven St., New Haven, Conn. 


They are Power-Pal, a concen- 
trated diesel fuel conditioner, and 
Plus-Ten, which is for gasoline en- 
gines, 








LAMPS—Signal-Stat Corp., 523-539 Kent 
Ave., Brooklyn 11, N. Y., has devised a 
method of isolating the bulb and socket 
from the killing effects of road shock and 
vibration. Jolts, jars and bumps are said 
to be absorbed by this floating socket so 
that they lose their destructive impact be- 
fore reaching the bulb filament, thus as- 
suring maximum bulb life. Signal-Stat has 
incorporated this Shockmount feature into 
a line of lamps. 





FLASHING LIGHT SWITCH — Approved 
to comply with the new Interstate Com- 
merce Commission regulations for stopped 
or parked vehicles, a Pathfinder dash- 
mounted universal-type, flashing light 
switch has been announced by Auto Lamp 
Mfg. Co., 2909 Indiana Ave., Chicago 16, 
Il. Called the Hazard-Warning Emergency 
Converter or Throw-Over Switch, it flashes 
four or six lights (two front, two rear plus 
two extras) simultaneously. No change of 
any lighting units is necessary, it is said. 
The chrome-plated unit requires an area 
22 inches wide by 2% inches deep. It is 
available for six-volt with No. 535 flasher; 
for 12-volt with No. 534 flasher, and for 
six or 12-volt without flasher. 


6 * * 





DRILL—The Aircheck Airfeedrill is de- 
signed for production drilling of any num- 
ber of holes at any angle. Various mount- 
ing methods may be used with stationary 
tools. Simultaneous or sequence operation 
of “Airfeedrills'’ with automatic return, 
is said to provide fast action with no 
waste time between operations. Positive, 
adjustable for length of stroke and depth 
of cut, and remote control contribute to 
make this an adaptable tool for high 
speed drilling, it is claimed. Portable as 
well as stationary models are available 
with “‘Aircheck" control. All “Airfeedrills” 
are equipped with a micrometer marked 
thimble and graduated stop screw for 
setting the forward stroke in any desired 
position. Gardner-Denver Co., Quincy, Ill. 





TRUCK STEP —Truk-Step, manufactured 
by Truk-Step Co., Inc., 1709 W. Eighth St., 
Los Angeles 17, Calif., is scientifically de- 
signed for stake bodies, vans, trailers and 
semitrailers. It is mounted on either side 
or on the rear of the truck. The design 
protects it from damage in either open or 
closed position, it is said. Truk-Step takes 
a space of 7 inches under the truck bed 
when folded. Although it is locked firmly 
in open or in the use position it releases 
itself and folds back under the truck if 
backed into an obstacle, it is claimed. 
Truk-Steps are distributed through Collins 
Associates, Inc., 3318 Glenmore Ave., Cin- 
cinnati 11, O. 


ow 





CARGO COVER—A plastic cover design- 
ed to waterproof the rear doors of over- 
the-road trailers has been announced by 
Union Carbide Plastics Co., Division of 
Union Carbide Corp., 270 Park Ave., New 
York 17, N. Y. The material used is Vis- 
queen manufactured from Union Carbide's 
polyethylene. To make application simple, 
the film is precut into sheets ‘to fit the 
trailer ends. The sheet is folded over the 
top of the cargo and secured with tape 
at the bottom and top. 





DUMP TRUCK—Sid e-unloading alumi- 
num dump trucks and wagon trailers have 
been announced by the Differential Co., 
Findlay, O. Called ‘‘Wagon Trains,"" each 
eight-foot wide by 14-foot long trailer is 
capable of carrying 10 cubic yards of ma- 
terial and may be attached in tandem to 
a dump truck. The truck also carries a 10- 
cubic-yard dump unit. The side unloading 
feature places the load clear of the trail- 
ing wagons, The single stroke hoist cyl- 
inders, which may be operated from the 
tractor cab, tilt the wagon body to a 
55-degree unloading angle. Loads may be 
dumped to either side of the wagon, it is 
said. The trailer wagon's wheels closely 
follow the track of the tractor wagon on 
curves. On a 34-foot radius turn, for ex- 
ample, the second wagon tracks six inches 
inside the first; the third wagon, 12 inches 
inside the first. A tractor wagon with two 
trailer wagons measure 60 feet in overall 
length, it is said. Each wagon unit weighs 
5,000 pounds empty. 
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‘What the Public Thinks .. .’ 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

A research project to find out 
what the public thinks about ad- 
vertising has been proposed by 
Norman E, Cash, president of the 
Television Bureau of Advertising. 

Speaking at the sixth annual 
meeting of the bureau in New 
York, Cash said: “If we in adver- 
tising don’t know what the public 
thinks of us, and I for one be- 
lieve we don’t know, this is dan- 
gerous. But if we don’t care what 
the public thinks of us, this is 
deadly.” 

Cash said that as an industry, as 
a profession, “we cannot afford not 
to know ... and not to care about 
what we don’t know.” 

Cash said that “we in advertising 
who pride ourselves on our knowl- 
edge of people . . . who earn our 
living based upon the correctness 
of this knowledge . . . know very 
little indeed about people when it 
comes to their knowledge, opinion 
and concern for our industry of ad- 
vertising.” 

Advertising must do more than 
just reach unbelievable numbers of 
people with unbelievable impact, he 
said. “If the public, to whom this 
advertising is directed, does not 
care, grows disinterested, then no 
matter how large its audience or 
how varied its tools of communica- 
tion, advertising will have lost its 
power. 

“If the public considers adver- 
tising an economic waste, a series 
of tricks, a form of mass persua- 
sion, a waste maker .. . if the 
public’s knowledge is wrong then 
advertising can lose much of its 
ability. But if the public doesn’t 
care, loses interest in advertising, 
then there is no advertising, 

“Today, it is not what we know 
that can hurt us, it is what we 
don’t know. And it is not what we 
know that’s dangerous, it is what 
we don’t care about that’s danger- 
ous,” Cash said. 

ok 
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Annual ABP Ad Competitions 


The opening gun has been sound- 
ed in the Associated Business Pub- 
lication’s 19th annual advertising 
award competition. 

Brochures outlining this year’s 
competition have been distributed 
to members of the American 
Assn. of Advertising Agencies and 
the National Industrial Advertis- 
ers Assn. 

Copies of the announcement and 
general rules may be obtained by 
writing Associated Business Pub- 
lications, 205 E. 42nd St., New York 


aie 
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Ayer Signs Another Client 


The Plymouth Dealers Assn., San 
Francisco region, has announced 
the appointment of N. W, Ayer and 
Son, Inc., San Francisco, to handle 
future Plymouth dealer advertising 
in the area. 

Signing of the San Francisco 
Dealer Assn. marks the 18th and 
last of Plymouth regional dealer 
groups in the country that have 
become N. W. Ayer clients. 

eo * + 


SPI Reports Gain 


Sports Cars Illustrated has re- 
ported an increase of 92.65 pages 
of display advertising in 1960, a 
21.8 percent gain over the total 
display advertising carried in 
1959. 

The current ABC circulation of 
the magazine is 171,767. It has a 
circulation rate base of 175,000 for 
the first six months of 1961. 

* oe + 


Plastomer Picks Agency 


Plastomer Corp., Dearborn, has 
announced the appointment of 
Dawson-Murray Associates, Inc., 
Dearborn, as public relations coun- 
sel. Plastomer manufactures ur- 
ethane plastic foams for industry. 

* ak ” 


MJ&A Gets Oil Account 


MacManus, John & Adams has 
been named to handle institutional 
advertising for American Oil Co., 
and corporate and financial adver- 
tising for Standard Oil Co. of Ind., 
after the reorganization of Amer- 


ican Oil and Standard Oil Dec, 31. 
Batten, Barton, Durstine & Os- 
born has been the institutional ad- 
vertising agency for Standard Oil 
of Ind., and will continue in that 
capacity until the reorganization. 
* od oe 


Roberts Picks Marino 


Roberts Ford dealership, Mil- 
waukee, has appointed Budde 
Marino Agency as its advertising 
representative. Ford recently 
purchased Gordon Ford Motor 
Co. and is occupying Gordon’s 
Third St. location. 

* ea ob 


133 L-M Dealers in Tribune 


The products and services of 133 
Lincoln-Mercury dealers in New 
York, New Jersey and Connecticut 
were featured in a 12-page color 
and black and white insert appear- 
ing in the Nov. 6 edition of the New 
York Herald Tribune. 

The special supplement, sponsored 
by the New York District Lincoln 













Mercury Dealers Assn., was done in 
reportorial style incorporating stor- 
ies, feature articles and photos con- 
cerning the 1961 Mercury, Comet, 
Lincoln Continental and the local 
dealers handling these cars. 
Keynoting the insert was a state- 
ment by James J. Clarkeson, presi- 
dent of the NYLMDA. Clarkeson 
also is president of the New York 


State Automobile Dealers Assn. 
* * eo 


Lark in $3 Million TV Deal 


In the largest single film syn- 
dication deal in television, at a 
package cost of $3 million, Stude- 
baker-Packard Corp. together with 
Studebaker Lark dealers have con- 
tracted to sponsor a newly created 
comedy, “Mister Ed” over 109 sta- 
tions. 

This $3 million appropriation is 
over and above the Studebaker- 
Packard 1961 national advertising 
budget for newspapers, maga- 
zines, radio, outdoors and other 
media. 


The scope of the television spon- 
sorship makes it a national tele- 
vision program on a non-network 
basis. It will be shown in virtually 
every major city in the United 
States. Approximately 2,000 dealers 
selling the 1961 Lark will participate 


_ 


in the sponsorship under a co-op 
arrangement with the auto manu- 
facturer. 

* * * 


Personnel Changes 


Arthur P. Schulze from Hooker 
Chemical Corp., Niagara Falls, 
N. Y., to director of public relations 
and publicity at 
Gray & Kilgore, 
Inc., Detroit mar- 
keting and adver- 
tising agency .. . 
Douglas Mueller 
from assistant to 
the president to 
director of mer- 
chandising and 
public relations at 
Seiberling Rubber 

, Co., Akron .. 
Douglas Mueller = William E. Harris 
from silicone salesman in Cleveland 
to manager of advertising for the 
er materials department of 








| 








General Electric Co., Pittsfield, 


Mal Middlesworth from Midwest 
manager for Stanley Publishing Co. 
to Midwest sales manager for Dy- 
namic Films, Inc., New York inde- 
pendent film firm .. . Arthur Sainer 
from editor of the New York Metro- 
politan edition to assistant national 
programming editor for TV Guide 





. . . Doris Werner from editor of 
the magazine’s Eastern regional 
editorial headquarters at Radnor, 
Pa., to Sainer’s former post. 

Peter Zitso from corporate direc- 
tor of sales promotion for Epsco, 
Inc., Cambridge, Mass., to manager 
of advertising and sales promotion 
for Gabriel Electronics Division of 
Gabriel Co., Millis, Mass. ... Robert 
M. Farrington from Associated 
Press to Robert D. Eckhouse & 
Associates, New York public rela- 
tions firm . . . Charles S. Bullock 
from San Francisco to Los Angeles 
office Reader’s Digest. 

George O. Walcott, with the com- 
pany for five years, to Detroit pro- 
duction manager at Clark & Bo- 
bertz, Inc., Detroit advertising 
agency ... Robert J. Barton from 


‘| public relations department of Ohio 


Oil Co. to public relations manager 
of AP Parts Corp., Toledo . . . Rob- 
ert G. Gulian from manager of em- 
ploye information at Corning Glass 
Works, Corning, N. Y., to director 
of employe and public information 
at Motor Wheel Corp., Lansing. 

. .. Maurice L. Smith, specialist in 
product planning and market re- 
search, to advertising and sales 
promotion manager for the metal- 
lurgical department of General 
Electric Co., Detroit. 


FOR STRENGTH 


AND SAFETY... 


YOU CAN’T BEAT A 
~~. PROPER FRAME! 





As it is with the Mackinac Bridge, the frame—or skeleton—is a vital part of modern pas- 
senger cars and trucks—is, in fact, the backbone of the vehicle. And, when all of the factors of 
rigidity, durability and load support are considered, the separate frame provides many important 
advantages over the unitized concept. 

The separate frame benefits both car manufacturer and car owner. It’s safe, absorbs road 
shocks with less noise transfer, offers more resistance to stresses and strains. The separate frame 
allows for flexibility as well as quick design changes—and it permits body repairs and replacements 
at lower cost. 

The separate frame is not a static unchanging structure. Through the years its design has been 
constantly revised to meet new requirements for passenger comfort and safety. It will continue 
to be adapted to new driving and styling trends as they occur in the future. 

For over 50 years Parish has been a leading producer of frames for passenger cars. We will 
be happy to place our extensive facilities and product know-how at your disposal in connection 
with any automotive frame or structural problems you may have. 


PARIS: 





PRESSED STEEL 


DIVISION OF DANA CORPORATION @¢ 


READING, PENNSYLVANIA 
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Cars Rental Plans 
Regional Meeting 
In Washington 


FORT LAUDERDALE, Fla. — 
Cars Rental System members in 
the Northeast Region will exchange 
ideas and experiences at the first 
regional workshop tentatively 
knee for January 11-12 in 

ashington, accordin, J. P, Tar- 
avella, ears en . um Products of Milwaukee, Inc., 
ind: Byt0n Patrick, Imperial Leas- ave, 
ng ., Washington; Jack Kiefer, ‘ . 

Cars Rental—Baltimore, and Frank|Ford Credit Shifts Henley 
Hofheimer, Alexandria Cars Rental, To Dearborn, Ups Horner 
Joseph P. Henley, former Indian- 


Philip B. Craighead has joined 


manager of the newly formed Mili- 
tary Structures Division. 


Alexandria, Va., will direct the 
workshop. 

CARS members will attend from 
Maine, Massachusetts, Connecticut, 
Virginia, Vermont, New York, 
Pennsylvania, Delaware, New 
Hampshire, New Jersey, West Vir- 
ginia, Maryland, Rhode Island and 
the District of Columbia. 3 . 

Member dealers from other pointed manager of the Indianapo- 
states also will be welcome, Tara- lis branch. Ae %~ 
vella said, adding that “there is a . : ° 
definite need for getting together Buick Shifts Voselick 
with other leasing men to exchange William M. Voselick has been ap- 
ideas and experiences as well as to| pointed Buick district manager for 
discuss problems common to all in| the Greater Cincinnati area. Vose- 
the industry.” lick, who has been in the automo- 


Ask yourself... 
THESE SIX QUESTIONS 
about INTERCOM and SOUND 


home office at Dearborn. 

Thomas H. Horner, former sales 
representative in the company’s 
Chicago branch office, has been ap- 













CAN IT HELP ME MAKE MORE SERVICE 
SALES? Dealers, large and small, re- 
port 20% to 50% increases in custom- 
er labor sales with Executone Systems 
... delivery times are easier to meet; 
satisfied customers keep coming back. 


CAN IT HELP ME SELL MORE CARS? 
Executone-equipped salesmen get in- 
formation from other departments 
quickly . . . close sales faster. Back- 
ground music creates a pleasant, re- 
ceptive atmosphere. 















CAN IT KEEP MY MECHANICS WORKING 
FULL TIME? Executone intercom with 
remote reply lets mechanics answer 
inquiries without moving . . . obtain 
parts or tools without stopping work. 


CAN IT GIVE ME BETTER CONTROL? 
The Executone-equipped Dealer has 
more time to manage...to merchandise 
... for new and used car sales, service. 






CAN IT ADAPT ECONOMICALLY TO MY 
SPECIAL NEEDS? All the above 
Executone benefits can be tailored to 
your own way of operating... 
Executone Systems can be expanded or 
modified to meet changed conditions. 


CAN IT ELIMINATE BOTTLE-NECKS AND 
CONFUSION? Roving personnel are 
quickly located . . . jobs flow through 
smoothly . . . car jockeys are efficient- 
ly dispatched . . . with Executone. 


Get all the facts on Executone’s profit-building extras. Learn about 
Executone’s unusual services: no-cost communications survey of 
your operation . . . full installation responsibility . . . instruction 
of your personnel . . . maintenance on your premises . . . full-year 
guarantee. Mail this coupon today! 


EHECUIOME cosrcesn ns sone srr 


Dept. W-4, 415 Lexingten Avenue, New Yerk 17, N. Y. 
Please send me your booklet on HOW TO INCREASE AUTO SERVICE SALES, 
GOOD-WILL, AND PROFITS. 


Firm 


Address. 


te ee I iiisitiaccedieiiintinsctiasiaiilie ¥ 
(in Canada: 331 Bartlett Avenue, Terente) a 
[ee | 





Brooks & Perkins, Inc., Detroit, as 


Craighead is a past president of 
the Magnesium Assn. and was 
founder and president of Magnesi- 


apolis branch manager of Ford! 
Motor Credit Co., has been ap-| 
pointed operations manager in the} 
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bile field 12 years, was district man- 

ager in Cleveland and Columbus 

before being assigned to Cincinnati. 
+ - + 


Muskegon Ring Appoints 
Replacement Sales Chief 


Ronald F. Dusenbery has been 
appointed assist- 
ant sales manager 
of Replacement 
Division, Muske- 
gon Piston Ring 
Co., Muskegon, 
Mich. 

Dusenbery will 
direct the divi- 
sion’s field sales 
personnel and be 
responsible for 
the execution of 

R. F. Dusenbery company’s sales 
programs. He will make his head- 
quarters at Muskegon. 

od * * 


United Motors Appoints 


Bearings Promotion Chiefs 
Paul D. Graham has been named 
bearings sales promotion manager 
—Eastern, and Norman A. Hill will 
assume a similar position for the 
Western region for United Motors 





Norman A. Hill 


P. D. Graham 


Service Division General Motors 
Corp., Detroit. 
With General Motors since 1942, 





Chicagoans Buy 
206 Percent More 
Dodges This Year 


CHICAGO.—Retail sales of Dodge 
cars in the Chicago metropolitan 
area are a whopping 206 percent 
higher than sales in the same pe- 
riod last year, General Manager 
Byron J. Nichols told a press con- 
ference. 

Nichols told automotive writers 
and financial editors that in the cal- 
endar year through Nov. 10, Chi- 
cago area dealers have sold 13,264 
Dodge cars, compared with 4,330 in 
the same 1959 period. 

Area sales in October were 53 
percent higher than in October of 
last year (1,082 vs. 708), Nichols 
said, adding that sales in the first 
10 days of November were 36 per- 
cent higher. 

“We're pleased that the public 
has given such a great reception to 
our 1961 models,” he said, “but this 
doesn’t mean we're resting on our 
oars. We’re out to break some more 
sales records.” 

How are the ’61 models faring 
as to models? Nichols said that the 
ratio is now running 60-30-10. For 
every 100 Dodges sold, 60 have been 
Darts, 30 have been compact Lan- 
cers and 10 have been medium- 
priced Polaras. Production sched- 
ules for the 122-inch wheelbase 
Polara have been increased about 
10 percent, he said. 


Busard Heads Up 
AMA Truck Unit 


DETROIT.—Ralph M. Buzard, 
vice-president, Motor Truck Divi- 
sion, International Harvester, has 
been elected 
chairman of the 
Automobile Man- 
ufacturers Assn.’s 
Motor Truck 
Committee. 

He succeeds 
Earl J. Bush, re- 
cently retired 
chairman of Dia- 
mond T Motor 
Truck Co., who 
had served as 

R. M. Buzard chairman of the 
AMA committee since 1947. Buzard 
has been a member of the Commit- 
tee since 1954. 





Hill joined UMS in 1955 in the 
merchandising department and has 
held the position of line manager, 
assistant merchandising manager 
for New Departure and Hyatt in 
the product department, Graham 
joined UMS in 1935 and he has been 
a sales engineer, marketing, since 
1958. 


* * * 


Stokes Promotes Wilson 

Roy D. Wilson has been appoint- 
ed general manager of F. J. Stokes 
Co. of Canada, Ltd., Toronto, sub- 
sidiary of F. J. Stokes Corp., Phila- 
delphia. 


* * + 
Chevrolet Announces 


Six Field Promotions 

Six field promotions to follow the 
retirement of A. J. Sawyer as as- 
sistant manager of the Southeast 
Region have been announced by 
Chevrolet. They are: 

S. R. Browder, Jacksonville 
(Fla.), zone manager, to succeed 
Sawyer; C. E. Olsen, Charlotte 
(N. C.), zone manager, to succeed 
Browder; P, C. Loehr, Richmond 
(Va.), zone manager, to succeed 
Olsen; J. H, Kirkpatrick, Buffalo 
city manager, to succeed Loehr, 
and T. T. Brown, assistant man- 
ager, Truck Department, to suc- 
ceed Kirkpatrick. ° 

+ * * 
Owings Appointed 

Spray Products Corp., Camden, 
N. J., has named Kenneth B. 
Owings engineering manager, He 
will be responsible for design and 
development of the company’s prod- 
ucts. 

* cd + 
Wolverine Tube Promotes 


Irwin, Cash in Marketing 

Two marketing changes have 
been announced by Wolverine Tube, 
Division of Calumet & Hecla, Inc. 
They are: 

D. M. Irwin, from acting Chicago 
sales manager to the new post of 
assistant general sales manager, 
Wolverine Tube of Canada; R. C. 
Cash, from Birmingham (Ala.) sales 
manager to Chicago sales manager. 

cad ca * 


Call Replaces Germain 


C. L. Call has been named Min- 
neapolis city manager for the 
Plymouth-DeSoto-Valiant Division. 
He formerly was district manager 
for the division in Rochester, Minn. 
Call replaces R. L, German who 
joined ABC Motors, Inc. (Plymouth- 
DeSoto-Valiant), Minneapolis, as 
sales Manager. 

+ + © 


Bendix-Westinghouse Ups 


Friend, Adamson in Sales 


Paul E. Friend and Richard W. 
Adamson have been appointed to 
executive sales posts by Bendix- 





R. W. Adamson 


P. E. Friend 


Westinghouse Automotive Air 
Brake. 

Friend, former Eastern regional 
sales manager, has been promoted 
to production sales manager, with 
headquarters at the central offices 
in Elyria, O. Adamson, former staff 
assistant to the sales manager, re- 
places Friend as regional manager. 

+ * * 


National Key Names Gibson 


To Head Automotive Sales 
National Key Co. has named 
Grant W. Gibson sales manager 

of its Automotive Division, 

Gibson comes to National Key 
from Rayco Mfg. Co., where he 
was a regional sales manager, He 
will direct the distribution of Na- 
tienal Key’s automotive acces- 
series, including gold-plated car 
keys, personalized key chains and 
auto emblems, self-adhering name 
plates and self-adhering initials. 


* > + 


King Named Assistant 
In Chevy Owner Dept. 


Appointment of William P. King 


as assistant manager of Chevrolet’s 
owner relations department is an- 








nounced by K. E. Staley, general 
sales manager. 

King has been associated with 
Chevrolet for 12 years, the last five 
as organization manager of the At- 
lantic Coast region. He was district 
manager, organization manager and 
used-car manager in the Boston 
zone prior to assignment to the re- 
gion in 1955. He joined Chevrolet 


in Boston in 1948. 
* ok + 


Ladd Named President 
Of Brooks & Perkins 


E. Howard Perkins has announc- 
ed his retirement as president of 
Brooks & Perk- 
ins, Inc., Detroit, 
and the election 
of Edward L. 
Ladd to succeed 
him. Perkins, a 
cofounder of the 
firm in 1943, re- 
mains as board 
chairman, 

Ladd, 47, is a 
former president 
of United Air- 

E. L. Ladd craft Products, 
Inc., Dayton, O. He joined that 
company in 1946 and was named 
executive vice-president and gener- 
al manager in 1953. In 1956, he was 
elevated to president. 


Want to make on 
EXTRA 100 











Sell It Complete 


WITH A 


WATSON 


a VY 
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... battery-powered hydraulic 
tailgates for pickups, stake 
and van trucks to 21/2 tons. 


WHY LET GOOD PROFITS GET AWAY 
when it’s so easy to sell a power gate 
the WATSON way? 

ONLY WATSON offers a complete line 
of powered gates for light trucks. The 
1000 series for pickups (with standard 
or utility bodies), the 1100 series for 
1-ton stakes, the 1200 (Hide-A-Gate) 
and 1300 series for stakes and vans 
from 1% tons up. 

Your pickup and light truck buyers get 
exactly what they need, without pay- 
ing for excess capacity and weight ! 





They‘re easy to install in your own 
shop. And they’re backed up by years 
of reliable, satisfactory performance 
in the trucking field. 


Write today for literature, prices 
ond your liberal dealer discount — 
please address Dept. 08 
2) 
H. Ss. 
WATSON 
COMPANY 





1316 67th Street * EMERYVILLE, CALIFORNIA 
1606 Laskey Road * TOLEDO 12, OHIO 
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Lawsuits Affecting Dealers ... 





Court Decisions 


By Leo T. Parker 
Attorney at Law 


ENERALLY speaking, when the 

owner of an automobile en- 
trusts possession of the automobile 
to a car dealer, knowing the latter 
intends to offer it 
for sale, the own- 
er is estopped 
from asserting 
his title against 
an innocent pur- 
chaser. In other 
words, usually 
the party who in- 
nocently pur- 
chases an auto- 
mobile from a 
dealer is the law- 
ful owner, How- 
ever, peculiar circurastances may 
alter this usual rule of law. 

For illustration, in the late case 
of Clearfield Bank v. Peters Plumb- 
ing & Heating Co., 345 Pac, (2d) 
618, the testiraony showed facts, as 
follows: Salt Lake Auto Auction 
Co. transferred possession of a 
Chevrolet, but not the certificate of 
title, to one George West, a licensed 
used-car dealer. At this time the 
auction company’s officials knew 
that he intended to sell the auto- 
mobile. 

West executed a draft upon the 
Clearfield Bank in favor of the 
auction company for the pur- 
chase price. The auction company 
forwarded this draft to the Clear- 
field Bank, together with the title 
certificate with instructions to 
deliver the title certificate to 
West upon payment of the draft. 
The draft was not paid by West 
and it was returned to the auc- 
tion company along with the title 
certificate. 

In the meantime, West had pos- 
session of the automobile and he 

sold it to Peters Plumbing & Heat- 
ing Co. under a conditional sale 
contract. West immediately sold 
and assigned this contract, for val- 
ue, to the Clearfield Bank without 
delivery of a title certificate. 

Upon learning that the Clearfield 
Bank did not have the certificate 
of title to the automobile, the 
plumbing company refused to make 
monthly payments under its condi- 
tional contract and subsequently 
paid the auction company for the 
automobile and received from it the 
certificate of title. 

* 





L. T. Parker 


* 


Plumbing Firm Loses 

A SUIT was filed and the court 
asked to decide whether or not 

the plumbing company could keep 

possession of the automobile. 

It is interesting to observe that 
the higher court indicated that the 
plumbing company must give up 
possession of the automobile to the 
Clearfield Bank, saying: 

“Where one of two innocent 
parties must suffer for the act of 
negligence of the third person, 
the loss should fall upon the one 
who by his conduct created the 
circumstances which enabled the 
third party to perpetrate the 
wrong or cause the loss.” 

For comparison, see Heaston v. 
Martinez, 3 Utal (2d) 259, 282 P. 
(2d) 833. This court held that 
where the purchaser of a car re- 
lied upon the indicia of ownership 
evidenced by mere possession by a 
retail car dealer at his place of 
business he was protected and 
could prevail in a suit brought by 
the negligent seller for the posses- 


sion of such automobile. 
* + + 


Repair Lein Is First 


AUtsoucs not all higher courts 
are in accord, a majority hold 
that a garageman’s lien for repairs 
on an automobile is superior to a 
previously recorded chattel mort- 
gage. 

For illustration, in Gale and 
Co. v. Hooper, 330 S, W, (2d) 
826, the testimony showed facts, 
as follows: A chattel mortgage 
on an automobile was properly 
filed and recorded on July 1, On 
Aug. 1, the purchaser wrecked 
the automobile and necessary re- 
pairs were made by an automo- 
bile dealer in his repair shop. 

The higher court held the lien of 
the automobile dealer superior to 
the mortgage. Hence, the automo- 





bile dealer was entitled to receive 
payment for the repairs. 
aa * x 


Protection Required 


ANOTHER important legal ques- 
tion which has arisen from 
time to time is: Is an automobile 
serviceman required to protect an 
automobile left in his care against 
loss, theft and damage? 

The answer is yes, if the automo- 
bile is in the service shop in an- 
ticipation of the serviceman realiz- 
ing some pecuniary benefit. This is 
so because the law of bailment is 
effective. A bailor is the owner of 
an automobile left in the care of a 
serviceman, known as a bailee. 

For illustration, in Terminal v. 


Dotts Heads Promotion 
John R. Dotts has been named 
national sales promotion manager 
for F. & B. Mfg. Co., Chicago, 
maker of the Filko Crown Jewel 
Ignition line. 


Nielsen, 339 Pac. (2d) 413, the testi- 
mony showed that Nielsen Co. 
owned a vehicle whose driver stop- 
ped at a service station to pur- 
chase diesel fuel and have the ve- 
hicle serviced. He discussed storage 
with an employe at the service sta- 
tion and asked to leave hig ve- 
hicle in a heated building. 


This employe stated that he 
would store the vehicle during 
the night, but he would charge 
Nielsen Co. no storage. Some- 
time during the night the vehicle 
Was removed from the heated 
building and taken outside with- 
out knowledge or consent of Niel- 
sen’s driver. The water was not 
drained from the vehicle, which 
during the night caused $1,664 
damages to Nielsen. 


In subsequent litigation, the serv- 
iceman attempted to avoid liability 
on the grounds that he had never 
stored vehicles before and had 
made no charge for the favor. 
However, in view of the fact that 
the serviceman derived profit from 
servicing the automobile, the lower 
court held the serviceman liable, 
and the higher court promptly ap- 
proved the verdict, saying: 

“A bailment of personalty needs 
no consideration other than the 





| transaction itself to support it.” 





Dealers Discuss Valiant Ad Plans— 


Cincinnati Region Valiant Advertising Assn. directors meet to discuss advertising 
plans for the fourth quarter, Among those present are, seated, from left, George W. 
Byers sr., Columbus, O., vice-president; Tom O'Brien jr., Indianapolis, secretary; Fred 
Guy, Muncie, Ind., president, and J. C. Albers, Cincinnati, treasurer. Standing: T. W. 
Eicher, N. W. Ayer & Son regional account executive; Jack Krieger, Dayton, and Walter 
Bales, Jeffersonville, Ind. Board members not pictured include S. C. Kincaid, Lexington, 
Ky.; J. P. Bunnell, Loveland, O., and Marshal Shaw, Shelbyville, Ind. 








TWO UNISTEEL a//-a/uminum SPACEMASTER VANS—oper- 
ated by Biscayne Cartage Co.—at the Republic Carloading and 
Distributing Co.'s active Miami terminal. 


"Far less maintenance is required 
with aluminum!" ...says Joe Woods 


Leading firm specifies all-aluminum vans 
for greater payload... and long life 


With a need for new truck equipment, Joe Woods of 
Biscayne Cartage specified Spacemaster “All-alumi- 
num” bodies from UNISTEEL BODY CO., DIVISION OF 
HERCULES GALION PRODUCTS, INC., GALION, OHIO. 
“With aluminum in the Miami area,” Mr. Woods 
stated, ‘‘we have no corrosion problem; consequently, 


we can save a lot of 


money on maintenance.” He 


also noted that, because of aluminum’s lightweight 
strength and the Unisteel Spacemaster’s extra width, 
more cargo space is provided . . .-permitting more 


profitable payload. 


Spacemaster units are available in lengths up to 
28 ft with 96-in. width . . . providing 23 cu ft more 
usable space than that of most other vans (based on 
a 14-ft body). This means one free load every 28 


trips! Clean “cabinet finish” interiors, dry-wall con- 
struction, extruded aluminum rub rails and a one- 
piece, rivetless aluminum roof round out this extra- 
ordinary unit. 

“Cargo-engineered” to the user’s exact specifica- 
tions, the Spacemaster is available in standard or 
custom design with a wide choice of options, and 
available with corrugated or smooth panel, or exte- 
rior post design. 

Write today for information on how aluminum 
truck bodies increase efficiency of your operations: 
Aluminum Company of America, 1775-M Alcoa 
Building, Pittsburgh 19, Pa. 


ALCOA ALUMINUM 


ALUMINUM COMPANY OF AMERICA 
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Motors, 424 N. Broad St., Elizabeth, 

NEW YORK. — The following | 1. 7} Foreign Cars of Rocky River 
new dealers have been appointed | *"° . e . Rocky 
to represent Fiat: Leo Dunlevy| River, O., and Nick Ciliberti of 
Gasoline & Fuel, Inc., 422 S, Fourth | Kutztown, Inc., 601 E. Main St., 
St., East Grand Falls, Minn.; J & M | Kutztown, Pa. 


4 New Fiat Dealers 
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DISTRIBUTION 
TULSA. LONGER LIFE 


WINCHES POWER APLENTY 


There’s a Tulsa Winch for all applications 
and they are always available through our in- 
ternational sales-service distributorships. Tulsa 
Winches are known around the globe for their 
extra quality, economy, and operating effi- 
ciency. Next time, buy Tulsa Winches — the 
best winch buy. 


TULSA PRODUCTS DIVISION 
VICKERS INCORPORATED 
Division of Sperry Rand Corporation 
731 E. First Street 
TULSA 20, OKLAHOMA 


DEPENDABILITY 





The Broadest and Most Profitable 
Consumer Credit Insurance 


Market Ever Developed 


Te ew LCL LA 


Automobile 
Physical Damage Insurance 
(Comprehensive, Fire, Theft and Collision) 


Credit Life Insurance 


RESOLUTE 
De: 
Oe NTE 


Established 1926 


SPECIALISTS 
IN CONSUMER CREDIT INSURANCE 


Hartford 3, Connecticut 
ad *K 





| ler’s styling department in Detroit, 








la 149.5-inch wheelbase. 





Highways 





The Southern Governors’ Con- 
ference has approved efforts to 
develop compacts between the 
states covering driver license issu- 
ance and revocation. 

The governors, at their 26th an- 
nual meeting in Hot Springs, Ark., 
passed a resolution urging the 
Southern states to give close con- 
sideration to the final version of the 
compacts, which result from the 
study sponsored by the Western 
Governors’ Conference, 

They also recommended that the 
committee on highway safety of 
the Southern Governors’ Confer- 
ence be continued in existence, with 
instructions to carry forward co- 
operative efforts for implementa- 
tion of proposed highway safety 
compacts, and to study the physical 
and mental aspects of highway ac- 
cident prevention in cooperation 
with public health officials. 


* * 


Proper ‘Attitudes 
Called Big Need 
Of Young Drivers 


Driver-education programs in the 
nation’s high schools cannot rely 
solely on improving teen-agers’ 
knowledge and skills, according to 
Richard Tossell, assistant director 
of the Esso Safety Foundation. 

What driver education needs to 
accomplish is the even more im- 
portant task of creating proper at- 
titudes, Tossell told a school-and- 
college session of the 1960 National 
Safety Congress, annual meeting of 
the National Safety Council. 

“Improving attitudes is far more 
difficult than improving skills,” he 
said. “But the important point is 
that they can be changed. Good at- 
titudes can be developed—and one 
of the best ways is through driver 
education.” 

Whatever improvements need to 
be made, high-school driver educa- 
tion has proved its worth, said Tos- 
sell. Whenever statistical studies 
are made, he said, they show that 
the graduates of driver-education 


Parade Phaeton 


Special Crown Imperial 


Given Gotham 


NEW YORK.—Keys to a special- 
ly designed parade car were pre- 
sented to Richard C. Patterson, 





:| commissioner of the Department 


of Commerce and Public Events 
for New York City, in a brief cere- 
mony at the United Nations Build- 
ing. 

A Chrysler Crown Imperial Lim- 
ousine with a removable transpar- 
ent plastic canopy over the rear 
compartment, the car will team 
with an open Chrysler Phaeton as 
the lead vehicles in all New York 
City’s famous ticker-tape parades. 
Making the presentation was 
Walker Way, president of Chrysler 
Manhattan Corp. 

Designed and produced by Chrys- 


the automobile was shipped to Italy 
for custom finishing by the inter- 
nationally known carriage maker, 
Ghia, It is the only model of its 
kind ever made and in addition to) 





| its parade assignments, plans call) 


for its being used as an official 
New York City vehicle to meet}! 


| visiting dignitaries at airports -—) 


rail stations. 

The new Crown Imperial features | 
such elegant interior appointments 
as sheared mouton carpeting,| 
broadcloth upholstery, hassock type 
foot rests, special lighting dome for 
evening ceremonial functions and|} 
a custom-raised rear seat. The re-| 
movable plastic bubble over the 
car’s rear makes viewing of cele-| 
brated passengers as easy in bad 
weather as good. 

The custom crafted body rests on 
Overall 
length is 244.7 inches. | 


Se Auto Fair 


CINCINNATI Harry F.| 
Ohnmies has been awarded a Ram- 
bler dealership, The firm, known 
as Rambler Auto Fair, Inc., is at 
2300 Reading. Ohnmies headed 
Auto Fair, a used-car operation for | 
many years, before obtaining the 
Rambler franchise. 








MORE SALES, LESS SERVICE! 
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gested that the routine aspects of 
learning how to drive sometimes 
have been overemphasized and too 
much stress placed on such factors 
as coordination and vision as major 
causes of accidents. 

“The important weakness among 
younger drivers today—the under- 
lying cause of their errors and un- 
safe practices—is not lack of skill 
or information, but faulty atti- 
tudes,” he said. 


& Safety 


courses have far better traffic rec- 
ords than other young people of 
the same age. site 
Urging a more balanced approach 
to driver education, Tossell sug- 
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Sportsman SEAT COVERS 


DESIGNED TO HELP YOU MOVE “CREAMPUFFS” 
FAST AND PROFITABLY! 

This luxurious 1961 interior puts you ahead of competition with— 

e NEW CAR STYLING featuring popular pleat and roll tufted art 
leather in precision tailored fit, or the new Form Fit con- 
struction. 

© LOW PRICE lets you inexpensively up-grade used cars for quick 
sales with extra profits. 

e LOW INVENTORY, BIG MARKET COVERAGE with the new Form 
Fit construction. A small stock of a few popular colors saves 
inventory space, yet lets you cover most of the late model, 
used car market. 

Also tailored replacement carpets at an amazingly low price. 

Write today for full information, catalog sheet and dealer price. 


Chrtiu:_ FULMER 


260 MONROE «© MEMPHIS, TENN. 






Nt 
HUBS 


for 4-wheel drives 






WARN is the‘word” for 
“SELECTIVE DRIVE” 


There are so many more Warn Hubs sold 
and in use than all other makes combined 
there is no basis for comparison. That’s 
popularity! One reason is that 99.99815% 
of all Warn Hubs sold stay in use for the 
life of the vehicle —-or longer. That’s 
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FORD, 





4 





Available for dependability! Finally, when it comes to 
national advertising, Warn is the hay- 
CHEVROLET, DODGE, stack, not the needle. That’s real selling 


for you! When you sell Warn Hubs, 


iH", | , everybody is happier! Write today for 
WILLY. Ss TO u TONS dealer catalog. 


WARN MFG. CO. 


*Lock-o-matic only. **Willys dealers only. Riverton Box 6064-AN Seattle 88, Wash. 


‘ADVERTISEMENT _ 


eo 


RD OF PRAISE FROM SAN JUAN, Puerto Rico, 
where this Childers Carport serves as a 365-day-a-year showroom under 
the tropical sun. Above is a part of the Metropolitan Sales Corporation's 
Childers Carport installation. Dealers the world over are discovering how 
Childers Carports pay for themselves ... See Page 43. 
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Wilkie Views... 


Leland’s Contribution 







































By David J. Wilkie 


AT 18 HE WAS a tool shop ap- 
prentice helping to make weapons 
for the Northern armies in the Civil 
War. At 74 he built Liberty engines 
for the Allied 
forces in World 
War I. At 80 he 
climbed 433 steps 
to his office in a 
downtown Detroit 
office building, 
and remarked 
that his plans had 
‘not yet fully 
matured.” 

Probably only 
the older genera- 
tions will identify 
him as Henry Martyn Leland, pre- 
cisionist-extraordinary and one of 
the truly great immortals of the 
automobile industry. The Vermont- 
born Leland’s contributions to the 
automobile industry cannot be 
over-estimated. 

Long after he had passed mid- 
dle-age he gave the auto industry 
battery ignition, the present-day 
concept of transmissions and was 
responsible for Charles F. Ketter- 
ing’s development of the modern 
electric starter. 

It was Leland, too, whose con- 
stant search for precision influenced 
the automotive industry to adopt 
the world-renowned Johansson gage 
blocks that measure in millionths 
of an inch. It was logical, of course, 
that with this obsession for pre- 
cision, Leland should bring stand- 
ardization to the automotive indus- 
try. 


D. J. Wilkie 


* * * 


‘Unschooled Genius’ 

ONE OF THE select few of the 
great “unschooled geniuses” who 
brought the auto industry into be- 
ing, Leland often said he “gleaned” 
his education “in the little red 
schoolhouse of Vermont and Massa- 
chusetts.” He lived to become the 
“grand old man” of the industry 
and a president of the Society of 
Automotive Engineers. 

Those who remember Leland will 
recall a vigorous individual with 
a patriarchal white beard, who 
founded Cadillac Motor Car Co. at 
an age when most men start think- 
ing about retirement, and still later 
created Lincoln Motor Co. 

As a teen age apprentice in a 
New England tool shop in Civil 

War days, Leland obviously did 
not foresee the era that would 
bring millions of precision-built, 
self-propelled vehicles to the 
world’s highways. But a series of 
the “accidents” befell him of the 
kind that shape men’s destinies 
into the automotive industry. 

The first of these “accidents” fol- 
lowed Leland’s invention of the 
barber’s hair clipper in the early 
1880s. Leland evolved it from the 
horse clipper of that era. He turned 
the invention over to his employer 
instead of taking out a patent of 
his own. It proved a profitable 
product for the employer. 

Eo * Ea 


Made Components 


LELAND’S REWARD was a 
wage increase of 50 cents a day. 
This decided him to go into busi- 
ness for himself. Seeking a site for 
his projected tool shop, he journey- 
ed to Chicago in time to encounter 
the Haymarket riots at their peak. 
He returned home, but four years 
later moved to Detroit and estab- 
lished the Leland & Faulconer 
Mfg. Co. 

The company was created to 
make bicycle gears, marine and 
other stationary engines and other 
general machine shop products. 
When the automobile began to ap- 
pear in the late 1890s, it was logical 
that Leland & Faulconer should 
become a major supplier of com- 
ponents, 

But it took another “accident” 
or twist of fate to get Leland into 
the industry as a car maker him- 
self. In 1901-02 his company had 
a contract to build 3,000 engines 
for Ransom E, Olds’ Oldsmobile. 

As work progressed on the con- 
tract the engines became steadily 
more powerful, developing 10 horse- 
power instead of the 3% called for 
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termined to try again, had organ- 
ized Cadillac, in 1903. Two years 
later Cadillac absorbed Leland & 
Faulconer and Henry M. Leland, 
then 60, became its general man-|j 
ager. 

He continued to head Cadillac 
long after it was taken into the 
General Motors group in 1909. 
Early in World War I days Le- 
land differed with William C. 
Durant, General Motors president, 
and resigned. He immediately 
formed his Lincoln Motor Co., 
primarily to build Liberty aircraft 
engines. 

When the wartime job was fin- 
ished, Leland organized a new Lin- 
coln company to build a Lincoln 
automobile. Financial troubles way- 
laid the new company, however, and 
it was forced into Federal receiver- 
ship. Henry Ford purchased the 
company at the receivership sale 


in the specifications. Because the 
higher-powered engines would re- 
quire other changes in Olds’ car, 
they were rejected by Olds. 

+ * + 


Bossed Cadillac 


THAT LEFT Leland with a su- 
perior engine and no car in which 
to use it. But the survivors of the 
defunct Detroit Automobile Co., de- 


Olds Vendors Get 
Reliability Pitch 


LANSING.—Continuing its pro- for $8 million, in 1922. 
gram of emphasizing quality in| Although he was then nearing| 9% 5 
the manufacture of automobiles, |80 Leland wanted to carry on, and| Sage 
Oldsmobile has embarked on a| talked of buying in the company 
more comprehensive program of| himself, but was dissuaded. Sub- 
both design and manufacturing re-|Sequently he sued Ford, his long- 
liability, officials said. 

Two reliability seminars for more | Ually dropped. 
than 800 representatives of the di- 
vision’s 
were held here last week. 





ote 


its most fabulous figures. 


riple-Deck Shipmen 
; A permanent multilevel loading facility for double and triple-deck railroad cars has 
time friend, but the suit was event-| been opened in South Bend. Fifteen Studebaker Larks were loaded on this 85-foot 
car at the facility financed jointly by the Wabash and New York Central Railroads. 
Leland’s death at 89 in 1932 took| Studebaker-Packard Corp. officials state the rail shipments of S-P cars will go to all 
individual supplier firms|from the automotive scene one of| key terminal points beyond a 350-mile radius from South Bend. The vehicles will be 
trucked from terminals to final destinations. 
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GUIDE LAMP ANNOUNCES: THE SMART SWITCH SWEEPSTARES! 


YOU HAVE A CHANCE TO WIN EVERY 
TIME YOU SELL THIS GM EXCLUSIVE 





ps 


300 BIG PRIZES 


CONTEST FROM DECEMBER 1, 1960 TO MARCH 31, 1961 


EASY TO ENTER—Each time you make a Guide-Matic sale for a ’61 GM Car during the contest 
period, fill out an entry form, stamp it and send it in. The more Guide-Matic sales, the more 
entries for you... and the better your chances of winning. EASY TO WiN—All you have to do 
is numerically rate ten listed sales advantages of Guide-Matic, according to your best judgment, 
in the order of importance to the motorist. Write 25 words or less giving the reason for your 
number one choice. GET STARTED TODAY—Check the Smart Switch Sweepstakes poster 
in your dealership for complete rules and instructions... and for your supply of entry forms. 
Remember, contest closes March 31, 1961, so get going now on your Guide-Matic sales. 


OVER A MILLION DRIVERS HAVE MADE THE SMART SWITCH 
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12 day expense paid 7 —7 
trip for two to London, 16 foot Mirro-Craft me Si / ‘6 
aluminum boat, - | 
\s ‘ nctpcsdinnoccedl 40 h.p. Johnson Motor wa - 
cw vor pOOD. AND and Tee-Nee boat trailer ¥ 


s 


NEW YORK. LODGING. FOOD. AND 
$100.00 MISC. EXPENSE ALLOWANCE 


| 


2—Frigidaire Imperial 
frost-free 
refrigerator-freezers 


] 








6—Shopsmith 10—Sam Snead 
“Mark-5” Championship 
Power Workshops | Golf Sets by Wilson, 
75—Polaroid 150—Stanley 
“Highlander” “Better Home” 
Camera Kits Tool Chests 








21" R.C.A. Victor 
Color Television 
Set 


J 


4—Magnavox 
Stereophonic 

High Fidelity 
phonograph and FM AM 
radio combinations 


6 


5018" Jacobsen 
Turbo-Vac Rotary 
Lawn Mowers 


I] 


200—R.C.A. Victor 
“Commentator” 
Clock Redies ae: 








‘GUIDE-MATIC 


POWER HEADLIGHT CONTROL 
GUIDE LAMP DIVISION, GENERAL MOTORS CORPORATION, ANDERSON, INDIANA 
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Ford’s Challenge to GM’s Holden... 
Australian-Built Falcon Bows 


challenge Holden’s grip on all ve-| 000 next year upon completion of 


By H. Bowden Fletcher 
Staff Correspondent 


SYDNEY, Australia.—Ford Motor 
Co. has just introduced its new 
Australian-built Falcon to chal- 
lenge General Motors’ Holden, 
which has commanded the lion’s 
share of the market here for years. 

The Falcon is being produced 
in a new $17 million plant with 
equipment designed to step up 
the Australian content in the car 
to 93 percent, a Ford spokesman 
said. 

The plant’s capacity is 50,000 
units a year on a one-shift basis, 
he added. 

The Australian Falcon is a six- 
passenger sedan in standard and 
deluxe models, with a six-cylinder, 
90-horsepower engine. Automatic 
transmission is optional. 

A special Falcon model also is 
being built for taxi use, the spokes- 
man said. 

With the Fa'‘con, Ford now be- 
lieves it is in u strong position to 





TRI-EX REFINED 





hicle markets. 

A year ago Holden took 38 
percent of the car market, 40.7 
percent of commercial-car sales 
and 90 percent of the station- 
wagon market. 

In 1959 Ford accounted for 16.4 
percent of car sales, 15.8 percent of 
commercial cars and only 1.1 per- 
cent of wagon business. 

For the first seven months of 
this year, Holden’s car share 
dropped to 32.1 percent, commer- 
cial cars took 48.2 percent, and its 
wagon share dipped to 72 percent. 

Ford’s share of wagon business 
in the same period jumped to 14 
percent, its commercial-car busi- 
ness was off slightly to 15.2 per- 
cent and its car share dropped to 
13 percent. 

However, Holden is not taking 
the Ford challenge lightly. It is 
planning to step up its production 
from the usual] 125,000 units to 145,- 








Wolfs Head Oil 
ule ManGY 








Liperald 


Comparative tests and records of countless motor- 
ists prove that regular use of WOLF’s HEAD makes a 
real difference in lower operating and upkeep costs. 
That’s why car owners everywhere insist on WOLF’S 
Heap, “finest of the fine” premium motor oils. 
Wo rFr’s HEAD is 100% Pure Pennsylvania—the oil 
with Nature’s Miracle Molecule . . . Tri-Ex refined 
three extra steps for truly superior performance... 
and Scientifically Fortified for complete protection. 
With WoLF’s HEAD you can keep your 

customers coming back. WOLF’s 
HEAD commands distinctive cus- 
tomer loyalty the world over. 
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WOLF’S HEAD 
Oil REFINING CO., INC. 


Oil CITY, PA. 


a huge expansion program. 


Both Holden and Ford will suf- 
fer from the union ban on more 
than one shift per day. The in- 
ability to operate plants for two- 
thirds of a day tends to keep 
prices of vehicles higher than 
they should be. 

Holden also has announced that 
it is exporting vehicles to Hawaii, 

bringing to 35 the number of coun- 








tries to which Holden ships its 
products. 

Other auto companies in Austra- 
lia also are stepping up their pro- 
duction operations. 

Chrysler hag discontinued all its 
low-profit lines and is importing 
only the Dodge Dart from the 
United States, assembling and 
painting them in Australia. ’ 

The Chrysler Royal still is being 
produced here, and sales are im- 
proving steadily. 

Rootes is coming back strong, 
capturing 4.4 percent of the market 
in the first seven months. There is 
ample room at its 100-acre Mel- 
bourne factory site for future ex- 
pansion, 


Canada’s Auto ‘Crybabies’ 
Scolded by Ford’s Scott 


WINNIPEG, Manitoba.—The new 
president of Ford Motor Co. of Can- 
ada says Canadian business, par- 
ticularly the auto industry, has a 
tendency to run crying to the gov- 
ernment whenever conditions de- 
teriorate. 

Karl E. Scott, named as president 
of the firm, told a dealers’ meeting 
that businessmen should resort to 
their own initiative to solve prob- 
lems. 

“At the recent Royal Commission 
transportation hearings, one of our 
competitors made an impassioned 


Industrial Rayon 
Quits Nylon Field; 
Enka Expanding 


CLEVELAND.—Industrial Rayon 
Corp. has announced that opera- 
tions in its nylon plant at Coving- 
ton, Va., will terminate toward the 
end of December and operations 
in its rayon plant at Covington 
will end early next year. 

As part of a program of regroup- 
ing its facilities in an effort to 
eliminate losses, Industria] Rayon 
will consolidate its rayon textile 
yarn operations at its Tyrex tire 
cord facility in Painesville, O, It 
has no plans to resume nylon work. 

Industrial Rayon’s facilities at 
Covington have been sold to Her- 
cules Powder Co., which intends to 
convert the present nylon plant to 
the production of polypropylene 
fibers. 

In Asheville, N. C., American 
Enka Corp. announced plans for a 
major expansion of its nylon fa- 
cilities to produce tires for cars 
and trucks, The expansion will in- 
crease present nylon production 
capacity, according to Philip B. 
Stull, Enka president, by 70 per- 
cent. 

Stull pointed out that the pro- 
posed program would represent a 
multimillion-dollar investment by 
the Enka firm. Production is ex- 
pected to get under way within 15 
months. 

Firestone announced that pro- 
duction of nylon filament for use 
in tire cord igs under way at the 
Firestone synthetic fibers company 
plant in Hopewell, Va. With the 
opening of this new division, Fire- 
stone becomes the first American 
rubber company to produce its own 
nylon filament. 


Swedish Sales Up 
For Month, but 


Down for Year 


STOCKHOLM, Sweden.—(UTPS) 
— Registrations of new cars in 
Sweden for the first 10 months of 
1960 totalled 132,167 units, showing 
a decline of 5,102 units from the 
figure for the same period of 1959. 
October registrations, however, at 
14,688 units, were just over 100 larg- 
er than in the corresponding month 
a@ year ago. 

Volvo maintained its lead with 
31,968 cars registered in the first 
10 months of 1960, or somewhat 
more than in the January-October 
1959 period, followed by Volkswag- 
en with 25,775 units. 


Registrations of trucks totalled 
11,537, as against 11,166 last year. 
Of overall truck sales, Volvo ac- 
counted for 4,535 and Scania-Vabis 
for 4,095. 





plea for the government to bail out 
the automobile industry,” he said. 

“This competitor said our busi- 
ness is suffering from terrible, dis- 
tressed conditions. But we at Ford 
don’t subscribe to this theory at 
all.” 

His company feels the automobile 
industry can work out its own sal- 
vation without government aid, said 
Scott. 

“The only thing hampering a full 
recovery of market potential is a 
lack of vision on the part of some 
companies,” he added. “The biggest 
problem is foreign competition but 
Ford is not seeking added govern- 
ment protection except for the re- 
moval of discriminatory excise 
taxes,” 

Scott said there always will be 
a substantial market for Canadian 
cars despite recent gains by foreign 
compact models. The firm’s experi- 
ence was that seven out of 10 
Canadians prefer the bigger type of 
car. 





Aluminum-Engine Plans 


Reported Off at GM 


CLEVELAND. — Technological 
problems in casting aluminum 
into engine blocks reportedly 
have forced Oldsmobile and Pon- 
tiac to put off plans to offer 
aluminum engines in their stand- 
ard cars in ’62 or ’63 models, 

Although some sources said the 
two firms had abandoned plans 
for the engine, an aluminum in- 
dustry spokesman said he did not 
think the problems were “great 
enough to force cancellation of 
any such plans.” 





Trucking Firm 
Awarded $225,000 
In Railroad Suit 


WASHINGTON, — Riss & Co., 
Inc., Kansas City trucking firm, 
has been awarded $225,000 in dam- 
ages in a suit against Eastern rail- 
road interests. The judgment was 
awarded by the United States Dis- 
trict Court. 

In its $90 million antitrust suit, 
Riss charged the railroad interests 
conspired to force Riss out of the 
business of hauling government ex- 
plosives, 

The five defendants are the Assn. 
of Western Railways, the Traffic 
Executive Assn.—Eastern Rail- 
roads, the Eastern Railroads Presi- 
dents Conference, the Pennsylvania 
Railroad and Carl Byoir & Associ- 
ates, Inc. 

A jury placed the Riss damages 
at $75,000, but the court tripled the 
figure under Clayton Antitrust Act. 
The five defendants also were di- 
rected to pay the costs of the case 
and lawyers’ fees, which have been 
placed as high as $1.5 million. 

Riss accused the defendants of 
conducting a campaign of false 
propaganda to discredit Riss as a 
carrier of government explosives. 
The railroads also were charged 
with attempts to influence states 
to enact laws to hamper Riss oper- 
ations and with rate cutting to 
monopolize the explosives. 


Tire Prices Cut, 
New Guarantees 


Granted Owners 


AKRON.—Talk of tire price rises 
came a cropper last week when 
Firestone led the industry in a 
round of passenger casing cuts 
ranging from $1 to $4. 

In addition, tire producers gave 
car owners a 12-month to 30-month 
time-service guarantee. This inno- 
vation also triggered by Firestone, 
is in addition to lifetime guaran- 
tees against defects in materials 
and workmanship. 

E. B. Hathaway, sales vice-presi- 
dent of Firestone, noted that tire 
prices were the lowest since 1954 
in the wake of the reductions. He 
expressed hope that the lower 
prices and new warranty would 
stimulate sales. 

Goodyear Vice-President O. E. 
Miles said the new tire prices now 
approximate the same selling levels 
that have been in effect most of 
the year. 
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TURNINGS ... 





Maserati Brothers Hide 
Engine-Making Genius 


By Joseph M. Callahan 
Engineering Editor 
yt ie Italy—On the outskirts of this town in North- 
ern Italy is a small, toolshop -like building that houses 
the world-famous, yet little-known operation of O.S.C.A. or 


Officine Specializzate Con- 


struzione Automobili. 

O.S.C.A, is world famous because 
many authorities believe that it 
produces pound- 
for-pound the 
world’s best auto- 
mobile engine. 

O.S.C.A, is little 
known because 
its owners, the 
three renowned 
Maserati brothers 
— Ernesto, Bindo 
and Ettore—have 
no time for curi- 

= ous reporters; 

J. M. Callahan they’re too busy 
building engines in their shop. 

This determination to avoid the 
press, which is impartially extend- 
ed to all publications, could not be 
shaken by four hours of indirect 
cajolery, by predictions of addition- 
al United States sales or by this 
reporter’s plea that he had come 
4,000 miles to see them, as well as 
some of the other wonders of Italy. 

Yet the afternoon’s effort was not 
completely fruitless, The reporter 
received two O.S.C.A. lapel pins 
(which reportedly are in much 
more demand in the racing frater- 
nity than, say Ferrari pins) and 
several pictures of O.S.C.A cars 
and the O.S.C.A. shop. 


* * * 


Benito Snubbed 


HEN pictures of the Fratelli 

(Brothers) Maserati were re- 
quested from Giovanni Giovanetti, 
their genial front man, he hastily 
reported that they never had any 
taken. 

He then recounted a story about 
an Italian auto show 25 years ago 
in which Benito Mussolini walked 
in, immediately approached Er- 
nesto Maserati and asked that they 
be photographed together. But Er- 
nesto, true to the family passion for 
obscurity, declined. 

When the reporter asserted 
that he had had an easier time 
getting an audience with the 
Pope, Giovanetti said that many 
people said the same thing. 

Of course, Giovanetti and the 
other people at O.S.C.A. speak less 
English than anybody in the whole 
country. But this obstacle was 
overcome by Peter Carpenter, an 
American race driver, whose pres- 
ence at O.S.C.A, shed some light 
on the operation. 

Carpenter, one of those convinc- 
ed that O.S.C.A. produces the best 
racing engine in the world, had 
spent seven months in the Bologna 
area waiting for the Maseratis to 
complete an engine for him, He 
had been there so long—missing 
the entire 1960 racing season—that 
he had settled down, rented an 
apartment and learned the lan- 


guage. 


Payoff Day 

ON THIS day, Carpenter had 
come with a brief case filled 

with huge 10,000 lire notes to pay 

finally for his engine, The engine 

cost about $1,400, 

Through Carpenter and Giovanet- 
ti (who sought out a Maserati 
brother periodically to answer a 
question), we learned that no par- 
ticular exclusive features are claim- 
ed for the O.S.C.A. engine, only an 
extremely sound design and an ex- 
treme meticulousness in the con- 
struction of the engine. 

An unusual, although by no 
means unique, feature is the en- 
gine’s desmodromic valves — ex- 
haust valves that are closed by 
a mechanical device rather than 
by valve springs, permitting up to 
10,000 engine revolutions per min- 
ute. 

Carpenter said he preferred this 
engine above all others because it 

develops a few more horsepower 
than other engines its size (about 
120-cubic-inch displacement), be- 
cause it igs extremely smooth, very 





* * * 


rugged and trouble-free. Many 
drivers drive it for several tough 
races without touching it, he said. 
Incidentally, the-Maseratis are 
quite uncompromising about their 
engines; you take it the way they 
build it or not at all. 
* od od 


Total Output: 42 


Fe year the Maseratis and 
their 40 employes built a total 
of 42 cars. Giovanetti said they 
probably could build quite a few 
more if the demand materialized, 
but that this didn’t matter to the 
Maseratis — just so long as they 
continued to build what they be- 





lieve is the best engine. About half 
of the sales are in the U. S. 

O.S.C.A, also does a good deal 
of engine repair and rebuilding 
work, often on engines that are 
flown into Bologna from the U. S. 
and other distant points. 

After more cajoling, Giovanetti 
agreed to break a precedent and 
show this reporter the back shop 
of O.S.C.A, Mostly visible was a 
long line of work benches with 
vises, a number of machine tools 
at the rear and several partially 
completed racing cars. 

By this time, most of the work- 
men had gone home. However, 
three rather elderly men were still 
around—darting behind a row of 
machines or puttering with engine 
components. 

These furtive figures, clad in 
brown work coats turned out to be 
the Maserati brothers, Subsequent- 
ly, Ernesto, who’s in charge of de- 
sign, and Bindo, who supervises 
testing, approached and were brief- 
ly introduced by Giovanetti. Ettore, 
who heads the tool operation, stay- 


ed behind a milling machine. 
* * * 


Started in 1920s 

— three men, along with 
their brother Alfieri, began 

amazing the racing world in the 

mid-1920s with their superbly pow- 
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A Maserati-Produced OSCA— 
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A happy OSCA owner drives his new racing car from the OSCA plant in Bologna, 


Italy, which is operated by the renowned Maserati brothers. 
* 


erful engines, all built in an ob- 
scure old barn here in Bologna. 
Considerable success followed, their 
engines winning many top races. 
Wilbur Shaw drove a Maserati- 
powered car to victory in the In- 
dianapolis 500 Mile Race in 1940. 
In 1937, Alfieri Maserati died and 
the three remaining brothers sold 
the Maserati Co. to outsiders, who 


* * 


promptly moved the operation to 
Modena, some 60 miles away. Part 
of the deal was that Ernesto, Bindo 
and Ettore would remain with the 
company for 10 years as super- 
visors. 

In 1947 they left Maserati and 
some time later started their own 
company, O.S.C.A., back in Bolog- 

(See TURNINGS, Page 46, Col. 1) 
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You're out of business when snow, sleet, rain or hail keep away prospects. Any 
dealer knows, “If you want them to buy, keep their feet dry!” 


— 
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USED CAR 


NO PARKIN 
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Stay open for business 365 days! Ask other dealers how Childers Carports boost 


their sales. Phone long distance free. (See offer below): 


Now! CHILDERS Carports Keep Your Cars Springtime Clean On Winter's Dirtiest Days 


. +. and make your lot a more inviting place to stop, look and deal! 


One of the car lots in the photos above 
made money last winter. The other did not. 
Can you tell which was the profitable lot? 

Sure! It was the lot protected by Childers 
Carports. And Childers Carports may 
the difference between your lot losing money 
or making a profit this winter. 


Open every oy. You see, Childers Car- 
ports turn your lot into an attractive, 365- 
day outdoor showroom. With Childers Car- 
ports protecting your stock, even the heavi- 
est snow can’t cover your cars and put you 
out of business. 


Pay for themselves. And because Childers 
Carports cost only pennies per car per day, 
they quickly pay for themselves in savings 
on clean-up costs alone. In addition, Childers 
Carports cut your costly winter light bills 
50% and more because they concentrate 
your lights directly onto your cars . . . let 
you. use fewer lights for a more attractive 
night display. 


Year-round protection. And best of all, 
Childers Carports increase your sales and 
cut your overhead, all-year-round—not just 
in t winter! Dealers everywhere in the 
United States have erected Childers Car- 
ports and are enthusiastic about them. Here 
are a few reasons why: 


1. Every day is a selling day. With your 
cars protected from rain, snow, sleet, and 
blistering hot sun, you can depend on 365 
selling days a year, whatever the weather. 


NO DOWN PAYMENT! 
NO CARRYING CHARGE! 
Take advantage of Childers Special 


payment plan for car dealers. Pay for 
your Childers Carports in easy 
monthly payments! 





2. Big savings on labor cost. Cars protected 
from dust, rain and glaring sun don’t need 
as much cleaning and polishing. Savings 
on labor costs alone will pay for your 
Childers Carports. 


3. Higher prices for cars that are kept 
clean and and attractive to buyers. 


4. Cuts light bills 2 or more—because light 
is more easily directed to the cars on display. 


5. More sales and faster turnover. Expert 
dealer accountants say it costs $3 to $4 a 
day to “board” a car—yet Childers Carports 
cost as little as 5 cents per car per day! 


6. Architect-designed to harmonize with 
existing buildings and displays. 


7. Easy to install. Your own men can do 
it with ordinary tools. 


8. Easy to move if you are on leased 
property ... or if you want to rearrange 
your outdoor display. 

Childers Carports offer you four styles 
of roof trim: Panorama in a choice of at- 
tention-compelling colors, distinctive Conti- 
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nental, neat Skyline, or conservative Thin- 
line. Choose the style of roof trim you 
prefer—then, as you wish, add whatever 
signs, lights, banners, etc., you feel are 
appropriate for you. 

Call Two Dealers, Free! 

Childers will send you a list of 500 happy 
dealers who have turned their lots into 
year-round, all-weather showrooms, in- 
creased sales and decreased costs with 
Childers Carports. 

After you receive this list, call any two 
dealers. Let them tell you about Childers 
Carports in their own words. Send the bill 
for these calls to Childers. You'll be reim- 
bursed promptly. No obligation. 


You still have time to protect your 
cars this winter with Childers Carports. 
Mail coupon below, today! 


WE PAY FREIGHT TO ANY DEALER IN 
CONTINENTAL U. S. MAIL THIS COUPON TODAY 


Childers Manufacturing Co., Dept. AN-12 
3620 West llth Street, Houston 8, Texas 


Send me complete information and list of 500 
dealers who have installed Childers Carports. 


Name & 
a Tih A a es ae 
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Childers’ representatives located in all principal cities 





44 


AUTOMOTIVE NEWS, DECEMBER 5, 1960 





No Free Lunches .. . 


Any-Cost Deals Held 








both advertising and merchandis- 
ing are not just attracting the 
curious and moving inventories, 
but are jointly contributing to 
profitable sales. 


“Great care should be exercised, 


Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 
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cut School of Business Administra- 
tion. 

Fitzpatrick ig a two-term CATA 
past president, a member of its ex- 
ecutive board, and former chairman 
of its legislative committee. He also 
is a past president of the Ansonia, 
Derby, Shelton, Seymour Auto 
Dealers Assn., and a former officer 
of the Gasoline Retailers of Con- 
necticut. 

In his own community, Fitz- 
patrick was elected mayor twice 
and has served as police commis- 
sioner. Presently, he is a director 
of the Connecticut State Reform- 
atory. 

By winning the award, Fitzpat- 
rick becomes the Connecticut entry 
for the Saturday Evening Post Ben- 
jamin Franklin Quality Dealer 
Award to be selected for presenta- 
tion at the National Automobile 
Dealers Assn. Convention in San 
Francisco. 


Chrysler Markets 
6 Car Chemicals 


DETROIT. Chrysler Corp.'s 
Cycleweld Chemical Products Divi- 
sion has introduced a new line of 
chemical car-care products designed 
to serve retail consumer after-mar- 
ket requirements. 

The products to be introduced 
initially are Moto-Prep, Top Tonic, 
Start-N-Go, Keen Site, Pry and 
brake fluid. 


In addition to the rear-engine 
ear, the English company is said to 
be preparing a sports coupe which 
seats two or three and will have 
two occasional seats, The car will 
be more American in styling than 
the English-built Fords of the pres- 
ent, small in size but offering big- 
car performance. 

Talk about the two new models 
went on as Ford of England had 
some labor trouble and announced 
a production cutback. Some 18,000 
workmen at five Ford plants in 
England were put on four-day 
workweeks. 

The cutback affects car produc- 
tion with truck and tractor out- 
put unaffected. Production cut- 
backs have become general in the 
British auto industry. Auto offi- 
cials say that restrictions on in- 
stallment buying, imposed last 
spring, are at least partly to 
blame for a drop in sales, 

After staging a strike, ostensibly 
over the movement of one man to 

a new job, and putting about 10,000 
workers at the Dagenham plant 
out, the unions have promised not 
to call any more strikes to protest 
the Detroit bid to take over British 
Ford. 

In their statement, after ordering 
the strikers back to work, the 
unions admitted that they agreed 
that movements of men from one 
job to another should be decided by 
the company and that the unions 
would not interfere. The unions also 
admitted the right of the manage- 
ment to determine the number of 


had not requested Ford to “with- 
draw” its offer. 


*Revised. 








AMC Net Dips on Peak Sales 


(Continued from Page 2) 
previous year. However, the tax 
liability for the previous year was 
lower, leaving the after-tax profit 
higher than it was in the year just 
ended. 

The company’s after-tax profit 
plunged in the July-September 
quarter despite an upswing in sales. 
AMC made $4.5 million on sales of 
$192.7 million in the July-September 
period this year, compared to a 
profit of $10.4 million on sales of 
$181.0 million in the like period 
of the previous year. 

This year’s April-June quarter 
showed a profit of $17.1 million 
on sales of $310.4 million. 
President George Romney said 
American Motors’ net income for 
the year was affected by the same 
profit-reducing factors experienced 
by other automobile and appliance 
companies. 

In addition, earnings were in- 
fluenced by automotive expansion 
costs and third shift operation ex- 
pense, by reduced appliance divi- 
sion earnings, and by the expendi- 
ture of $12.5 million for premium 
steel because of shortages resulting 
from the steel strike. 

American Motors spent $31 mil- 


lion for machinery, plant equipment 
and plant modernization in the 
1960 fiscal year to increase U. S. 
capacity to more than 600,000 Ram- 
blers annually. This has served to 
relieve partially the need for over- 
time and extra shift operations, he 
said, adding: 

“By attaining higher levels of out- 
put, our automotive manufacturing 
activities have become vigorously 


Tire Shipments 


Up 8 Percent : 


NEW YORK. — Manufacturers’ 
shipments of passenger tires during 
September amounted to 8,484,336 
units, an increase of 8.43 percent 
over the 7,824,458 tires shipped dur- 
ing August, according to the Rub- 
ber Manufacturers Assn. 

Production of passenger tires in 
September came to 8,157,639 units, 
an increase of 1.19 above the 8,061,- 
325 tires produced in August. In- 
ventories in the hands of manufac- 
turers at the end of September 
amounted to 22,037,007 tires, a de- 
crease of 1.30 percent below the 
August inventory of 22,325,991 units. 


competitive, and the automotive di- 
vision is enjoying significant cost 
benefits as a result.” 

Rambler wholesale sales (do- 
mestic and export) for fiscal 1960 
totalled 464,790 units, an increase 
of 25.80 percent over 1959. Com- 
bined Rambler and Metropolitan 
sales totalled 478,249. 

Rambler’s percentage of U. S. 
industry registrations increased 
from 3.06 percent in fiscal 1958 and 
5.79 percent in 1959 to 6.57 percent 
in 1960. Export sales increased 15.7 
percent over 1959, the company said. 


Earlier, Romney said in an inter- 
view that AMC has not changed its 
goal of 550,000 new-car sales in fis- 
cal 1961 “despite the continued pes- 
simism of many economists.” He 
said the company expects to build 
130,000 to 140,000 cars in the Octo- 
ber-December quarter, compared to 
113,000 in the like period of last 
year. 

He predicted that sales in the 
October-December period would be 
between 110,000 and 120,000 units, 
compared to 93,000 a year earlier. 

AMC directors raised the quar- 
terly dividend rate from 25 to 30 
cents. The first 30-cent dividend is 
payable Dec. 30 to stockholders of 
record Dec, 9. 
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In New York City Ford Deal... 
Salesman Turns Wit Into Orders 


By Ed Brown 
Staff Correspondent 

NEW YORK.—If a customer en- 
ters an automobile showroom with 
the statement, “I would like to buy 
a car,” and receives an answer like, 
“What do you want a car for, they 
just cost a lot of money and all 
they do is take you from one place 
to another, just like a train,” he is 
either listening to a stupid sales- 
man or an unorthodox sales ap- 
proach. 

In the case of Jerry Freeman, 
salesman at Ralph Horgan, Inc., 
Ford dealership in midtown Man- 
hattan, it is the latter. Freeman 
has used this approach with his 
customers for years, and it seems 
to work. Last year he sold some 
500 cars and trucks, 

Watching Freeman at work on a 
customer, it is obvious that this 
technique would be professional 

suicide in the hands of a less-tal- 
ented man. 

For instance, his next question 
would be: “What do you want, a 
big or a little car?” If the customer 


says a big car, Freeman shoots 
back, “What do you want a big car 
for, they use a lot more gas, they’re 
harder to park, and all those 
things.” 

Still, behind it all, there is an 
impish glee, a humorous bubbling 
just under the surface of the con- 
versation which the customer can- 
not ignore. He feels he is doing 
business with a kind of comedian, 
and begins to relax. 

Freeman now has the customer 
thinking in terms of a small car, 
and a small initial price. “How 
many people in your family? 
How many will be using this car 
most of the time?” 

“Well,” said the customer to 
whom we listened, “There’s my 
wife and the three little kids.” 

“Whatsa matter with you?” 
Freeman shot back. “You can’t buy 
a small car. They’re okay, as you 
know, but with that kind of a fam- 
ily you gotta give them plenty of 
room to live. You gotta buy a big 
car. 

“Now let’s see, you’d want a car 





Ford Marketing Chief Sees 
6.6 Million Sales in 1961 


DETROIT. — Approximately 6.6 
million new cars, including imports, 
will be sold in the United States 
during 1961, Robert J. Eggert, Ford 
Motor Co, marketing research man- 
ager, predicted at a meeting of the 
Michigan Junior Chamber of Com- 
merce, 

Sales in 1961 “probably will be 
about the same as 1960—which is 
still expected to be the second 
best year on record,” he said, add- 
ing that he expects the share of 
the market held by imported cars 
to decline another 100,000 units 
from the half-million total of 
1960. 

Eggert cited a number of factors 
encouraging continued high auto 
sales next year, including a modest 
increase in consumer after-tax in- 
come, the further stimulus of the 
new domestic compact cars plus 
extensive new styling on other cars, 

and large stocks of cars on hand 
to offer prospective buyers the wid- 
est selection they have ever had. 

Balanced against the optimistic 
factors, said Eggert, are such con- 
siderations as a probable lower 
level of used-car prices; More com- 
petition than ever from other “big 
ticket” items like travel, education, 
boats and swimming pools, and in- 
dications that consumers’ intentions 








Cessna’ 


AIRCRAFT COMPANY 
“The World's Largest Producers 
of Business Aircraft” 
OFFERS THE FOLLOWING 
OPPORTUNITIES: 
* Area Managers 
Requirements: 


(1) Several years executive management 
experience in implementing and ad- 
ministering sales programs with a 


distributor-dealer distribution system. 
(2) Several years experience in retail and/ 


or distributor-dealer selling. 

(3) Pilot experience desired or we will 
teach you to fly. 

(4) Extensive traveling. 


* Export Area Manager 

This position will require implementing 
sales programs with Cessna's distributor 
outlets in several areas of the world 


Requirements: 

(1) Several years sales and distribution 
management. 

(2) Previous aviation experience desired. 

(3) Working knowledge of one or more 
foreign languages would be desirable. 


(4) Extensive traveling. 


The above positions will travel out of and 
headquarter in Wichita, Kansas. If you 
meet the above requirements and are in- 
terested in an unlimited opportunity with 
the world's largest producers of business 
aircraft, send your resume to: Employment 
Manager, Cessna Aircraft Company, Com- 
mercial Division, 5800 East Pawnee Road, 
Wichita, Kansas. APPLY BY RESUME ONLY. 








to buy new cars have declined from 
their relatively high levels last 
spring. 

“In my judgment, the factual 
pros and cons just about cancel 
each other,” he said. 

In another address, Eggert told 
the Boston Conference on distri- 
bution that marketing advances 
should receive some of the credit 
usually given to production for 
the gains in industrial efficiency. 

Because no national statistical 
measures have been developed for 
marketing input or output, market- 
ing contributions to the economy 
have not been recognized, he said. 

“The increase in the productivity 
of our economy in recent years, 
when marketing inputs have been 
expanding, has been as great as in 
earlier years when production in- 
puts were more the order of the 
day,” he said. “It would be hard to 
argue that an increase in market- 
ing efficiency has not made some 
contribution to this over-all gain.” 

Eggert noted that the marketing 
function has been criticized for 
waste, inefficiency and unjustified 
additions to prices, 

“Most marketing functions re- 
quire a higher proportion of 
human effort, while most produc- 
tion functions lend themselves to 
greater use of machines,” he ex- 
plained. “People associate effici- 
ency with machines and often as- 
sociate lack of efficiency with 
human endeavor.” 


Eggert called for research studies 
to measure marketing efficiency on 
national, trade group, industrial 
and company levels. In the mean- 
time, he added, the marketing field 
is in serious need of a coordinated 
aggressive public relations pro- 
gram, 





Requests Flood Okla. 
For Warranty Stickers 


OKLAHOMA CIT Y.— Orders 
are pouring into the office of the 
Oklahoma Automobile Dealers 
Assn, for the 3% by 5%-inch two- 
color warranty sticker which out- 
lines items not included in the 
12-12 warranty, according to Roy 
Tant, secretary, who said orders 
for more than 50,000 had been re- 
ceived from Oklahoma dealers. 

There has also been a flood of 
inquiries from dealers in other 
states, and several others have 
stopped off in Oklahoma City to 
discuss the problem with associa- 
tion officials, 

At the regular annual conven- 
tion of the Oklahoma group Nov. 
7, a poster detailing “Warranty 
Facts” was approved. This large 
poster, 11 by 17 inches, in two 
colors, has been supplied to all 
members—three to a member— 
for posting inside dealerships. The 
smaller sticker is designed to be 
pasted in owners’ new-car man- 
uals. 





with power steering and brakes, 
automatic transmission, group C, 
outside rear-view mirror and a few 
other doo-dads like that. You know 
I can let you have that car, the big 
one over there, for $2,450, while 
this little one here, with the same 
equipment, would cost you almost 
$2,400 anyhow. Now you can’t go 
wrong that way, can you?” 

The customer was obviously im- 
pressed, but said he thought he 
might look around a little bit. 

“If you want to waste your time, 
you can walk your legs to the 
knees, I guarantee you, you'll find 
some dealer who will give it to you 
cheaper than that. 

“But don’t come cryin’ to us when 
he decides he can’t afford to serv- 
ice your car properly, because you 
beat him out of that last $25 or $50. 

“Listen, if you buy that car here, 
you won’t have to worry about 
servicing, because we have a repu- 
tation fur doing the best kind of 
service job. That’s one of the things 
we worry about for our customers.” 

At a time like this, Freeman’s 
face is a joy to watch. The joy 
and delight of twisting the usual 
to make it unusual is evidenced 
in his face and the customer 
never becomes offended. 

This particular customer hesitat- 
ed again. 

“Look, Mister. You’re in  busi- 
ness? I thought so. Do you sell your 
products without making a little 
profit? I thought not. Do you really 
think we can and stay in business 
here? Do you think anybody can? 

“Of course they can’t, so if some 
other dealer gives you this same 
car for less Money, don’t you think 
he’s gonna cut down on his service 
to you some place? Sure, he is. He’s 
gotta, or he’s not gonna be in busi- 
ness next time you go back to his 
place for service. 

“And have you heard about that 
stupid Ford Motor Co.?” he con- 
tinued. “Do you know that they 
are guaranteeing this car for a 
year, and that you won’t have to 
have it lubricated for 30,000 
miles? Now how stupid do you 
think a big company can get?” 

The customer did not rush off to 
another dealer for a price. Instead 

he wandered over to the car and 


Vehicle Renting 
Soars This Year 
To $750 Million 


NEW YORK.—The business of 
renting vehicles without drivers is 
the fastest growing service in the 
United States, according to the Car 
and Truck Renting and Leasing 
Assn. 


In an address before New York 
CATRALA, Howard R. Smith, exec- 
utive secretary of the parent associ- 
ation, disclosed that the business 
gained 110.7 percent in the four 
year period of the last U. S. busi- 
ness censuses, 1954-1958, and in 1960 
might be expected to reach a gross 
annual total of three-quarters of 
a billion dollars. The growth rate 
disclosed was nearly three times 
the average of all the specia] serv- 
ices enumerated by the Census 
Bureau, said Smith. 


Following density of population 
and industry, the major states in 
those fields reflected their status in 
car and truck renting and leasing. 
New York led with a gross annual 
revenue of $81 million and Illinois 
was second with $52,266,000. Cali- 
fornia, with a combination of in- 
dustry, distribution of goods and 
vacation attractions, was third with 
$50,284,000. Ohio, an industrial and 
business state, ranked fourth, Penn- 
sylvania fifth, Florida sixth and 
Texas seventh. 


Gross annual revenue as shown 
in the Census reports grew in four 
years from $267 million to nearly 
$563 million and the number of 
establishments with payroll! in- 
creased 71 percent to 2,842. 


K &M (Dodge) 
CHARLES CITY, Ia.—K & M 
Motors, Inc., is a new Dodge deal- 
ership here. Partners are Walter 

Kruck and Irving Mullarky. 








raised the hood. After poking under 
it for awhile, he finally pointed to 
something inside and said, “What’s 
that?” 

Freeman, who had been standing 
alongside during the investigation, 
shook his head and said: “I don’t 
know. Want me to call one of our 
engineers? He can give you the an- 
pi to any question you want to 
ask,” 

The customer shook his head 
negatively. 

“Look,” Freeman continued, 
“Does it really make any differ- 
ence to you? I can find out in a 
minute. But don’t you agree that 
Ford Motor Co. has made a pret- 
ty good engine for years and that 
they will continue to make a 
pretty good engine for years to 
come, with all that money they 
spend on research? 

“I know that you don’t have any- 
thing to worry about when it comes 
to the engine in that car, It’ll give 
you all the service you expect and 
need. Don’t worry about it.” 


The conversation continued like 
that about another 10 minutes, Fin- 
ally, Freeman sat down to write the 
order, saying: “I better put this 
down in English. You don’t have 
to do a thing. All I want from you 
is money.” 

When the sale was finally com- 
pleted, Freeman sent his smiling 


45 


customer along laughing with the 
remark, “It’s a pleasure to take 
your money.” 

In Freeman’s expert hands, 
these remarks carry a lightness 
that the customer enjoys. It’s 
the kind of remark the customer 
has come to expect of the disin- 
terested salesman, In Freeman, 
he finds someone who brings 
humor to his approach and ac- 
tually pokes fun at the salesman 
who doesn’t know any better. 

Recently, a titled Englishman 
came into the showroom. His name 
was Sir Arthur M —. After a 
few moments of very British con- 
versation, Freeman turned to his 
customer and said: “Doesn’t anyone 
ever call you Artie?” 

After a moment of stunned si- 
lence, the Englishman broke into 
a broad grin and said, “NO! But it 
wouldn’t matter if they did.” From 
there on, the sale was almost guar- 
anteed., : 

Freeman said there is only one 
sure formula for success as an 
automobile salesman, Know as 
many people as possible, and let 
everyone of them know that you 
sell automobiles. 

To this end, he joins as many 
organizations as his time will per- 
mit, and he gets around to meet 
as many people as he can, In his 
case, it has worked. 
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Obituaries 


Dawson, 66, Arizona’s 
Ex-NADA Director 


TUCSON, Ariz.—Frank Dawson, 
66, in the auto business here 36 
years, died Nov. 24 at his home. 
From 1939 to 1944 he operated the 
Dodge-Plymouth dealership in 
partnership wtih Harry Rollings. 
After purchasing Rollings’ interest, 
he operated the firm until last 


ear. 

" He was a director of the National 
Automobile Dealers Assn. nine 
years and was one of the organiz- 
ers of the local association. He was 
also an officer of the state organi- 


zation. 
* a * 
Samuel Ankeney 
DAYTON.—Samuel Ankeney, 72, associ- 
ated with the auto business here for 45 
years, died Nov. 27 at his home after 
suffering a heart attack. For several years 
Ankeney operated a Hupmobile dealership 
in Dayton and later owned a Chandler 
dealership. 
* * * 
J, P, Harper 
ANDERSON, 8. C.—J. P, Harper, 73, 
a retired auto dealer, died in Anderson 
Memorial Hospital November 26 of a heart 
attack. He was the Chevrolet dealer here 


for many years. 
* * a 


Mahlon F. Waldren 
RENO, Nev.—Mahlon F. Waldren, 68, 
owner of Waldren Motor Co. on 8, Virginia 
St., died Nov. 25 in a San Francisco 
hospital. He had been ill for three months. 
He had been associated with Oldsmobile 
in Oakland, Calif., for 13 years before 
he moved here in 1947 to open the Olds- 
mobile dealership. 
x * * 

Robert N. Lineweaver 
STAUNTON, Va. — Robert Neff Line- 
weaver, 75, pioneer auto dealer here, died 
Nov. 21 in a local hospital. He was the 
Oldest Chevrolet dealer in the point of 
service in the United States, He had held 
the dealership for =~ 

* 


Mills Y. Tate 


RUTHERFORDTON, N, C.—Mills Y. 
Tate, 73, first auto dealer here and a 
former county tax collector, died in a 
Rutherfordton hospital on. 11. 

+ * 
Samuel A. Camp 
DALLAS.—Samuel A. Camp, public re- 
(Ford) 


lations director of Maher Brothers 
in suburban Oak Cliff, died Nov. 19. 
Ea * * 


W. Mack Lance 
FLETCHER, N. C.—W. Mack Lance, 
61, a partner in Fletcher Motor Co. (Chev- 
rolet), died Nov. 22 in an Asheville 
CN. C.) ee : 


o 
Ernest J. Blaser 
PORTLAND, Ore.—Ernest J. Blaser, 69, 
pioneer operator of Factory Motor Car 
Co., died of a aw. — 
a 


Walter G. Coombs 
BEND, Ore.—Walter G. Coombs, presi- 
dent of Bend Garage (Chevrolet-Cadillac- 
Renault) died while on a trip to San 
Francisco. He was 80. 
* * * 
Horace G, Faires 


GREENSBORO, N, C.—Horace Guy 


Faires, 65, owner of Faires Motor Co., 
died Nov. 20 of self-inflicted gunshot 
wounds, He reportedly had been despond- 


ent for some time. 
* * * 
Armour T, Craven 
MONONGAHELA, Pa.—Armour 
Craven, 81, longtime Ford dealer 
real estate agent, ar os 23. 
* 


Byron Scobey 
SEATTLE.—Byron Scobey, 59, dealer- 
ship executive, died at home of a heart 
attack. He headed several auto concerns 
in Portland and Bantshe. 
* 


Albertis A, Sager 

ALBANY, N. Y.—Albertis A, Sager, 
auto dealer in Albany, died Nov. 18 in 
Albany Hospital after a long illness, He 
was sales manager of John D, Wendell, 
Inc, until he retired three years ago, He 
had been sales manager of the Albany 
branch of Willys Overland Co., vice-presi- 
dent and general manager of W, A, Car- 


T. 
and 


penter, Inc. and president and treasurer 
of Sager Motors. 
* * * 
William R, Irwin 


ERIE, Pa.—William R. Irwin, 81, op- 








Turnings 
(Continued from Page 43) 


na where they had started. They 
were well enough fixed by this 
time to forsake the “old barn” 
and they built a new shop. 

A final question to Carpenter 
about the bodies of the Maserati 
cars brought the defiant reply that 
while the Maserati engines are 
probably the best available, the 
bodies are very old fashioned. 
“Heavy, durable crates,” he called 
them. When this was translated to 
Giovanetti, he just smiled weakly. 

Two sons of the four Maserati 
brothers are now being trained in 
the construction of O.S.C.A, cars 
and they, undoubtedly, will carry 
on the Maserati tradition for fine 
engines in years to come—unless 
some enterprising businessman 
wants to buy O.S.C.A. 








erator of the first Chevrolet garage in 
Erie, died Nov. 21 after a long illness. 
He lived in Erie most of his life and 
retired 10 years ago. 
* * * 
Calvin Adams 
MONTICELLO, Ill.—Calvin Adams, 80, 
former Ford dealer in Monticello, Cerro 
Gordo, Bement and Champaign, died re- 
cently. 
* * * 
Lloyd W. Sanderson 
CLEVELAND.—Lioyd W. Sanderson, 65, 
former Cadillac and Packard dealer here, 
died Nov. 27. 
* * .* 
Howard Adams 
DECATUR, Ill.—Howard Adams, 55, 


service manager of Weidenbacher Oldsmo- 
bile, died Nov. 14. 
* * * 
Lawrence J. Gentner 
INDIANAPOLIS.—Lawrence J. Gentner, 
48, assistant manager of the Indianapolis 
office of General Motors Acceptance Corp., 
died Nov. 10. 
* * * 
Ledlie H, Barnett 
NEWCOMERSTOWN, — Ledlie H, Bar- 
nett, 64, a retired auto dealer, died of a 
heart attack Nov. 15. 
* 


* 
Roy T. Tidwell 
LONGMONT, Colo.—Roy T. Tidwell, 54, 
a former auto dealer here, died Nov. 22. 
” * * 


Marvin R. Harrison 
WINSTON-SALEM, N, C.-—-Marvin R. 
Harrison, 50, an auto dealer here, died of 
a heart attack Nov. 14 while driving his 
car in Washington. He was towing a car 


he had just bought in the city. 
* * * 


Francis J. Bitzan 
KENOSHA, Wis.—Francis (Frank) J. 
Bitzan, 74, former parts department man- 
ager of Topel Rambler Sales, Inc., died 
Nov, 16 following en eight-month illness. 
* * 


Glenn M, Breed 
CORPUS CHRISTI, Tex, Glenn M. 
Breed, 78, retired partner and former 
sales manager of Crockett Motor Co., died 
Nov. 11 in Paw Paw, Mich. He was at one 
time famous as a racing driver. 
* * * 


M. T. McCarthy 
BALDWYN, Miss. Marion T, (Bud) 
McCarthy, 62, co-owner of Prather Auto 
Co., died Nov. 13 of a heart attack. 
* * * 
Wesley R. McBride 
ELGIN, Ill.—Wesley R. McBride, vice- 
president and treasurer of McBride Bros. 
Auto Co., died Oct. 18. He was 65. 
+ * * 


Louis H. Koerkenmeier 


BREEZE, Ill.—Louis H, Koerkenmeier, 
52, operator of South Side Motor Co. 
(Oldsmobile), was killed Oct. 16 when his 


car was struck by a freight train. 


Classified Want Ads 


HELP WANTED 














Used Car 
Specialist 


Management level opportunity in an ex- 
panding organization for a man inter- 
ested in a permanent position with ex- 
cellent advancement opportunity. Must 


be able to develop and operate com- 
plete used-car quality sales program and 
act as consultant to over 40 dealerships. 
Retail and wholesale used-car sales ex- 
perience essential. Knowledge of finance, 
reconditioning, lot location, promotion 
techniques, etc. Location in Grand Rapids, 
Mich. If you qualify send resume of 
personal background, experience, edu- 
cation, salary requirements to Box 2029, 
c/o Automotive News, Detroit 7. 





MEN WANTED: Former or present wheel 
balancer salesmen preferred. Fabulous 
money-making opportunity. Represent in- 
strument that eliminates all wheel bal- 
ancing and tire truing machines. Makes 
‘‘out of round’’ or recap tires with con- 
struction variations ride smoothly on the 
road in seconds, Non-technical. Simple, 
dramatic demonstration sells it. Ample 
profits for jobber and rep. Write: A. 
Carison, B & B Manufacturing Co., Box 
816, Sioux City, lowa. 


REGIONAL MANAGERS 
for New England and Florida 


Manufacturer of leading imported car, 
backed by an exceptionally powerful 
sales story, splendid service facilities, 
more than adequate parts depots, 
seeks two thoroughly experienced re- 
gional managers . . . hard-hitting self 
starters with a record of achievement 
in opening and servicing dealerships. 
To such men we will pay an excel- 
lent salary plus commissions and many 
fringe benefits. This is an unusual op- 
pemaiy for two unusual men, Our staff 
nows of this ad. Write giving com- 
plete details; convenient interview will 
be arranged. 


Write Box 2034, 
News, Detroit 7. 


c/o Automotive 











HELP WANTED 


Car Sales 
Training Expert 


An unusual management opportunity in 
an expanding organization for a man 
with retail and wholesale automotive 


sales management experience. Capable 
organizer who can create and carry out 
sales training programs directed to car 
salesmen and sales managers in over 
forty dealerships. Should have thorough 
familiarity with car sales techniques, 
automotive business management and 
training methods. Location in Grand 
Rapids, Mich. All inquiries confidential. 
Send resume of education, experience, 
salary requirements to Box 2028, </o 
Automotive News, Detroit 7. 


HELP WANTED—SERVICE MANAGER. 
Reliable, steady party to take over com- 
plete operation of shop, including body 
shop. Wonderful chance for someone to 
move to the fabulous Southwest, save 
$1,200 annually or more on heating bills, 
doctors and extra clothing. Good climate 
for bronchial sufferers. This position is 
steady, guarantee and bonus, fringe bene- 
fits, etc. Must be money maker and 
good manager, not too hard a job for 
the right man. To be filled by January 1, 
Tell all particulars in first letter. Box 
2014, c/o Automotive News, Detroit 7. 


DO YOU QUALIFY FOR THIS $15,000 (OR 
HIGHER) JOB? If you are a general man- 
ager for a car dealer, or have been a 
zone manager for a manufacturer, we want 
you as an exclusive agent for nationall 
advertised Childers Carports, used by deal- 
ers and drive-ins. No investment. Airmail 
your business background and references. 
Will send you names of ts with high 
earnin: Bob Childers, Childers Mfg. Co., 
Box 7 , Houston, Texas. 





SERVICE MANAGER for small Ford deal- 
ership in western Massachusetts, Experi- 
ence helpful but not necessary. We will 
train. Ability to meet people well of pri- 
mary importance. Box 2016, c/o Automo- 
tive News, Detroit 7. 

WANTED-—-AN OFFICE MANAGER for a 
Chrysler Corporation dealership in the 
Hartford, Connecticut area. Send résumé 
to Box 2017, c/o Automotive News, De- 
troit 7. 

PARTS SALESMEN, now calling on GM 
dealers, interested in adding fast-moving 
items to their lines—contact: The R-H 
Co., 2417 N. 33rd St., Philadelphia 32, 
Pa. 





GENERAL MANAGER or business man- 


ager, married, college graduate with 
Business Administration degree and fif- 
teen years’ successful General Motors’ 
experience available January ist, I am 
looking for a position with a dealer in 
the West Coast area, who is honest, has 
a good reputation in his community and 
not under capitalized, References and 
recommendations will be forwarded im- 
mediately upon request, Box 2020, c/o 
Automotive News, Detroit 7. 





MARKETING EXECUTIVE—Age 31, BA, 


MBA Wharton, I have had a most suc- 
cessful, dynamic background in the chain 
and department store field. The experi- 
ence I have gained is heavy in all 
phases of Business Management with 
emphasis on marketing, including adver- 
tising, sales, merchandising and new 
product development. If you need plan- 
ning, organization, administration and 
sales, I'm your man. The position I de- 
sire will have substantial growth poten- 
tial. Box 2039, c/o Automotive News, 
Detroit 7. 

BUSINESS MANAGER-—ACCOUNTANT— 
Canadian immigrant in process of ob- 
taining visa for permanent residence in 
the U. 8. A., 32 years old, family man, 
well educated and thoroughly experienced 
in all phases of accounting and business 
administration, Prefer medium or large 
volume dealer. References and further 
details on request. Please reply Box 
2037, c/o Automotive News, Detroit 7. 

BUSINESS MANAGER wishes position 
with complete charge of accounting pro- 
cedures, credit, operating controls, whole- 
sale and retail financing. Sixteen years’ 
experience in all departments GM deal. 
Presently employed—available 30 days, 
Box 2038, c/o Automotive News, De- 
troit 7. 






































POSITION WANTED 


MANAGER: Age 37, available January 1, 
1961, after eleven years with large multi- 
interest General Motors distributor, Un- 
usually varied experience, Annually. over 
1,000 retail units sold under personal 
supervision last seven years. Believe in 
selling from list, not cost; in an organ- 
ized merchandising system; in retailing 
used cars; in reasonable reconditioning; 
in a consistent, conservative advertising 
program; in fewer, more competent sales- 
men. I believe that able employes and 
good customers are both intelligent and 
reasonable, and effective policy must be 
based on this premise; that fear of com- 
petition which prevents a manager from 
asking for a reasonable profit is his most 
expensive liability, Box 2019, c/o Auto- 
motive News, Detroit 7. 


GENERAL MANAGER, metropolitan ‘‘Big 
Two’’ dealership, desires similar position 
with take over possibilities. Pacific Coast 
preferred, but no family deals, Back- 
ground includes public accounting plus 
ten years’ wholesale and retail experi- 
ence at management levels. Have suc- 
cessful record running volume operation. 
Canadian citizen in early thirties, mar- 
ried and stable, Write Box 2021, ¢/o 
Automotive News, Detroit 7. 





General Manager 
or Sales Manager 


Young man of forty-two, 22 years in the 
automotive industry, thoroughly experi- 
enced in all phases of dealer opetdfion, 
as well as executive and sales ability. For- 
merly general manager for large Buick 
dealer, also vice-president manufacturing 
company in automotive field. Have past 
proven record of automobile merchandis- 
ing and management, and capable of 
directing large sales organizations han- 
dling volume sales management problems; 
and well versed in used-car market condi- 
tions. Some college training, trustworthy, 
reliable, aggressive and imaginative. Mar- 
ried, one child, Excellent references on 
request. Can move on short notice. Box 
2040, c/o Automotive News, Detroit 7. 












SALES MANAGER: Eleven years’ experi- 
ence as sales and general manager with 
leading Chevrolet dealerships. Married, 
39 years of age, college graduate. Hard 
working, aggressive, can train, develop 
and direct top-notch sales force, Prefer 
Chevrolet or Ford in greater New York 
area, Would consider buy-in, Presently 
employed — excellent references, All re- 
plies confidential, Box 1998, c/o Auto- 
motive News, Detroit 7. 


GENERAL MANAGER or general sales 
manager available for Phoenix-Tucson 
area. GM and Ford approved. Young and 
energetic, I can get those sales and profits 
for you. Fully trained and tried, would 
consider buy-in after short period. Reason 
for relocating, family health. Box 2003, 
c/o Automotive News, Detroit 7. 


SERVICE MANAGER—Administrator with 
long volume experience in all phases of 
new car dealer service operation. GM 
and Chrysler experience. Now employed 
with large GM dealer in Chicago metro- 
politan area. Will consider volume deal- 
er, service-minded, with the desire of 
a well run, efficient operation and a high 
customer relation good will. Will con- 
sider Chicago or the West Coast area. 
Box 2031, c/o Automotive News, De- 
troit 7. 


SALES MANAGER—Age 43, sober, have 
family. Twelve years’ experience operat- 
ing own automobile business—6 in used 
cars, 4 in own Ford dealership; 1956-57 
Lincoln-Mercury. Now employed with 
Chevrolet. Best references. Prefer South- 
west. Paul Honeycutt, 4212 38th St., 
Lubbock, Texas. 








PARTS MANAGER, well qualified GM, 
MoPar, Ford, also import and jobber. 
Top volume and profit producer. Must 


be large dealer wanting to expand parts 
sales and profits. Write Box 2032, c/o 
Automotive News, Detroit 7. 


SERVICE MANAGER 20 years with 
Chrysler products, Age 49, married, for- 
mer field service engineer and superin- 
tendent fleet maintenance, Desire Detroit 
area—would consider warmer climate. 
Box 2026, c/o Automotive News, De- 
troit 7. 

EXPERIENCED SERVICE MANAGER will 
relocate for position with reliable dealer. 
Box 2018, c/o Automotive News, De- 
troit 7. 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING DODGE in 
prosperous north Jersey county avail- 
able. Sell out or buy out. Absentee man- 
agement and other interests compel this 
move. Five hundred vehicle potential 
but we have delivered eleven hundred 
new. Box 2033, c/o Automotive News, 
Detroit 7. 


DEALERSHIP HANDLING DODGE FOR 
SALE. Owner's death places 35-year-old 
dealership and service business on mar- 
ket in Wisconsin city of 25,000. Dairy- 
land center, 200-car potential, $30,000 
takes equipment, tools, machines, lease- 
hold improvements, parts, accessories, 
used cars, prepaid unemployment re- 
serves. Business, mechanics and sales 
in motion now. Lease available. Reply: 
Executor, c/o Airco of Detroit, 15929 
Grand River, Detroit 27, Michigan. 














































DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING RAMBLER, 
thriving suburb San Francisco (non- 
union sales area), averaging 200 new 
(easy 350 potential) annually. Modern, 
new building adjoining 65 car lot. Low 
rent, good lease, heavy traffic main 
business thoroughfare, new service 
equipment and furniture. No receivables, 
used cars optional. Requires factory ap- 
proval and about $29,500 assets buy-out. 
Ideal money-maker for couple of work- 
ing partners. Reason for selling, serious 
ill health. Inquiries confidential. Direct 
to Box 2035, c/o Automotive News, De- 
troit 7. 

DEALERSHIP HANDLING FORD, south- 
ern New England, trade area 25,000. 
Modern building, buy or lease. Factory 
approval required. 200 new cars an- 
nually. Box 2036, c/o Automotive News, 
Detroit 7. 


FOR SALE: Dealership handling Ford and 
Mercury in northwest Arkansas. Trade 
area 30,000, town 4,000 population, Will 
sell at inventory with lease on buildings. 
Established 15 years. Would like to close 
deal by January ist, Call George Crain, 
phone 31, Siloam Springs, Arkansas, 


MIAMI, FLORIDA — New dealership to 
handle Dodge, Dodge Dart and Dodge 
Lancer in largest Southern market. Out- 
standing brand new facilities available in 
excellent location in fastest growing sec- 
tion of Miami, Sales and profit potential 
unlimited, Write in full confidence to: 
Mr. R. D, McLaughlin, Reg. Mgr., Dodge 
Regional Office, P. O, Box 6711, Atlanta 
15, Georgia. 

DEALERSHIP HANDLING THREE popu- 
lar import cars in heart of Florida’s 
fastest growing area. Modern showrooms, 
separate parts department, spacious shop, 
large used car lot, off street parking. 
Facilities ample for American car fran- 
chise, all on ‘‘Auto Row.’’ Buy only new 
cars, parts and tools. No ‘‘blue sky.’’ 
Illness and age of owner cause of selling. 
Long term lease available, $100,000 
ample to purchase and operate. Box 2022, 
c/o Automotive News, Detroit 7. 


WILL SELL FULLY EQUIPPED dealer- 
ship handling Buick in city 50,000 popu- 
lation, area population of 200,000. $20,000 
worth equipment, furniture, signs, tools 
for $10,000, plus inventory of Buick 
parts—-guarantee no obsolescence. Selling 
to liquidate partnership. G. W, Brackeen, 
421 Towson Ave., Fort Smith, Arkansas. 


DEALERSHIP—TO EXPAND requires ad- 
ditional working capital, Part ownership 
in ‘‘forward looking’’ import car dealer- 
ship for $20,000 cash, Prefer active part- 
ner, but not mandatory, Located highest 
population center in Texas, Box 2023, 
c/o Automotive News, Detroit 7. 


DEALERSHIP HANDLING LARK, fastest 
growing southern California county. 
Heart of playground of America, near 
beaches and mountains, Trade area over 
400,000, Ideal lease and facilities, In- 
ventory only, Approximately $15,000, Ill- 











ness. Box 2027, c/o Automotive News, 
Detroit 7. 
ESTABLISHED 25 YEARS — Dealership 


handling Chrysler- Plymouth - Valiant, 
south central New York. Owner’s death 
forces sale. Stable economic area. Com- 
pletely equipped for sales and service. 
Factory approval necessary, Box 2008, 
c/o Automotive News, Detroit 7. 
DEALERSHIP HANDLING CHEVROLET 
in Georgia. 235 new units, only one com- 
petitor. Will sell parts and equipment. 
Lease or sell real estate. Terms if desired. 
Box 1980, c/o Automotive News, Detroit 7. 
DEALERSHIP HANDLING RAMBLER in 
Illinois, 250 new units per year. $16,000 
will handle parts and equipment. Box 
2006, c/o Automotive News, Detroit 7. 
DEALERSHIPS WANTED 
CHEVROLET OR FORD, located in Sou- 
thern California, Will pay top cash or 





buy-in, Factory approval assured, Con- 
fidential Box 1994, c/o Automotive 
News, Detroit 7, 





GM-CADILLAC DUAL preferred. Top cash 
price. Have approval. Immediate action. 
Box 1975, c/o Automotive News, De- 
troit 7. 





DEALER SERVICES 


2,000 


TIME-TESTED AD HEADLINES 
FROM 1,000,000 DEALER ADS 
More than 1,000,000 dealer newspaper ads 
were scanned; 50,000 clipped, analyzed; 
2,000 ageless Headline and Copy Ideas of 
every type and kind were selected for this 

56-page book. Veteran Dealers say: 
"Most useful idea file I've seen.’ WN. Y. 
“All dealers need this selling tool." Fla. 
"Worth many times the nominal price." Mo. 
"'Profit-making ads dealers need now!" 
Ut 

























“NEWSPAPER ADVERTISING MADE EASY” 






Dealer Development Associates 
Box 2025, c/o Automotive News, Detroit 7. 


Here's our check for $5.95. Rush ad book: 






Firm Name ——_ 
Address - 
City 
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PARTS FOR SALE MISCELLANEOUS 


DEALER SERVICES ge BUSINESS OPPORTUNITIES CARS FOR SALE 













USED CAR LOT, ‘Automobile Row’ 
Jacksonville, Florida, Nine year lease 
with or without inventory. Box 2024, c/o 
Automotive News, Detroit 7, 


NEW LINES WANTED 


WE DESIRE NEW PRODUCTS for our 
expanding distributorship calling on new 
car dealers. Sales force covers eastern 
Missouri and southern Illinois. 250 active 

unts growing steadily. Write to Box 
, c/o Automotive News, Detroit 7. 


MAILING LISTS 


DEALERS MAILING LIST—Ford, Chev- 
rolet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Pontiac, Buick dealers. Complete 
national list. December, 1960 checked. 
On addressed labels, 35M, $14 per M. 





TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


For Buy/Sell Agreements, Annual Fiscal 

S, 
Reports, Tax, Banking and Insurance 

Write for free 

“Hidden Earning Power" booklet. 

AUTOMOTIVE INVENTORY & APPRAISAL CO. 

10040 Freeland s Detroit 27, Michigan 

‘er 


Ample Supply of 


CLEAN 
USED 
CARS 


1960 - 1959 - 1958 








je gee c/o Automotive News, De- 
co MPLETE 1961 CARS FOR SALE MOST MAKES 
NEW CAR IMPORTANT NOTICE CURRY 
Lag me og any import automobiles 
INVOICE PRICES dock te trucks, they coin ahem ote B'way & 133rd St., N. Y. C. 
Now being mailed. Rush $5.50 for 1961 anna — yal ane 9 have not Ed Hogan AD 4-6000 


been paid on the vehicles. 





CAR FAX ANNUAL. The new price av- 







thority. Sent first class mail. ($6 Air 


Mail.) 
CAR FAX 


550 Sth Ave., N. Y. 36 


1961 
VOLKSWAGENS 


Fully Americanized 












Volkswagens 






1961 Auto Costs! ae hl a a i * 
rect $s men ‘o an 3 
Discover how much your Deal's cars really U. S. A. Ser prices ut be Immediate Delivery 
cost. The book, "AUTO COSTS,"' gives you quoted you including cost, e 





the factory invoice prices of all 1961 American 
cars, 25 foreign cars, 4 American trucks, and 
all their equipment. Used by dealers and 
banks nationwide. Order your ‘6! edition 
today for only $10—three year subscription $18 
(including all supplements). 


AUTO COSTS, Spencer Publishing Company, 
ift yee Ve , F 


freight, insurance, customs 
duty and 


EXCISE TAXES PAID 


Equipped as Follows: 
Leatherette interior . . . tool 
kits . . . mile speedometers 
. .. ASI windshields ... heat- 
ers... turn signals .. . bump- 
er rails . . . outside mirrors. 
+.»,+ Wired for sealed beams. 


PLUS NEW AND USED 1960S. 


Write, Phone or Wire 
MACK IMPORTS 


349 SOUTH RIDGEWOOD ‘RD. 
SOUTH ORANGE, N. J. 
ESsex 2-9698 

So. Orange 3-0575 


JEEPS 


7 Completely Rebuilt 


New paint, batteries, tires, canvas and 
tops. All equipped 6-volt ignition, hur- 
ricane engines. All test run. $795 each 
F.A.S. New Orleans. For export only. 


TRANSPORTATION 
PARTS CO. 


900 South Oyster Bay Road 
Hicksville, L. 1., New York 


Excise Taxes Paid 
MINIATURE VEHICLES 


277 Clinton Ave., Newark, N. J. 
N. J. phone: Bigelow 2-6161 
N. Y. phone: WHitehall 3-7390 


SALE 


A-! condition. 
ood motors, 
lean bodies. 

Call, Write or Wire 
EMKAY MOTOR SALES 


1046 Bedford Ave., Brooklyn 5, N. Y. 
Tel: Ulster 7-0651 


VOLKSWAGENS 
1961s—All Models 


IMMEDIATE DELIVERY 
Will Ship te Any Port 


CHECK OUR PRICES 


CAR WHOLESALERS, INC. 
1555 Jerome Ave., New York 52, N. Y. 
CYpress 9-8040 





























1959 FORD $275- 
TAXICABS $375 


Ready for the road. All 
transmissions, rear ends. 


BUSINESS OPPORTUNITIES 





FOR SALE—(99 year leasehold) corner 10 
acres, Orange County, Calif., hottest 
area in Southern California. Improved 
with new car wash, restaurant, major 
service station, two used and one new 
car facility. Five acres left for further 
development. This is the finest physical 
layout in Southern Califoriia today. Call 
or write: P. O. Box 3187, Kimberly 
3-7019, Santa Ana, California. 























Exceptional Opportunity 

FOR INDEPENDENT SALESMEN 
who are presently calling.on auto dealers and 
— F stations. Territories open in all New 
ngland, Y., Pa., N. J., Del.. Md., W. Va., 
and Ky. ‘Sonal investment fee’ inventory as- 
sures substantial weekly return. Good, sure- 
fire items. Further information write: Atlantic 
fon Syndicate, 717 Rockhill Ave., Dayton 

hio. 




















EXCESS SHOP EQUIPMENT? 


Why not sell that extra equipment now 
standing idle in your shop? 

An advertisement in. this section is the 
answer! 


AUTOMOTIVE NEWS 





CARS WANTED 










WANTED 
1961 CADILLACS 


We need new Cadillacs for our leasing 
operation. Dealers protected. Replies con- 
fidential. 


Executive Lease Purchase 
Division 


P. O. Box 216 
Fairfield, Connecticut 








CARS FOR SALE 





Dealers! Here's how to sell the “I-don’t-like-the-color” prospects— 


BUY THE CAR YOU NEE 
WHEN YOU NEEDIT FROM 


HERTZ! 


Late-model cars are available to used car 
dealers now. A Hertz office near you may 
have the car you’ve been looking for! 








CADILLAC LIMOUSINES — Sharp ’60s, 
'59s, ‘58s. Franz Ridgway, BE 4-6611, 
2836 N. E. Sandy, Portland 12, Oregon, 








Hertz has Chevrolets, Pontiacs, Fords, 
Oldsmobiles, Plymouths, Buicks, Cadillacs — 
wagons...convertibles—all featuring automatic 
transmissions, power steering, radios and 
heaters...many with power brakes. 





ATTENTION!! $100.00 REWARD for in- 
formation’ leading to recovery of 1960 
Volkswagen sedan convertible, color 
light blue with blue top. Serial number 
2760 575, motor number 3282118, 1960 
Texas license number UK 3702. Regis- 
tered owner man known as Charles J. 
Smith, works as insurance salesman 
around military posts. Age 33, height 
6/2”, weight 200 Ibs., brown hair, nice 
appearance, fluent talker. Could be 
around Jacksonville, Florida, Washing- 
ton, D. C. or Arizona. Telephone collect 
to Caufield, PL 2-3419, Waco, Texas or 
GR 5-2174, McGregor, Texas. 


Low mileage 1959 and 1960 models now available 
at Hertz offices across the country. 


CALL THE HERTZ MANAGER IN YOUR CITY TODAY 


Mr. I. E. Spatig 
or @ The Hertz Corporation 
write: M@ 660 Madison Avenue 
New York 21, N. Y. 





Buying, selling, trading miscellaneous aute- 
motive items? Get quick results through 
Autemotive News’ Want Ads. 


























































LLOYD PARTS for all models. Complete | i as 


stock. Fast service. Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida. JA 2-7491. 
ISETTA 300 (BMW) all parts, complete 
new and used engines, universals, im- 
proved steel crankshafts, complete bod- 
ies; over-night shipment from stock. 
Trading in used or rebuilt Isettas is 
very profitable. Try it! Also all parts in 
stock for BMW 600, BMW 700 sedans| *CADALLOY STEEL CAST 
and coupes. All shop manuals, parts COUPLING HEADS LINED 


books. Expert technical assistance for 

dealers. High dealer discounts. National TO PROTECT CAR BUMPERS. 
Parts Center for BMW and NSU. Lud- 
wig Motors Corp., 421 E. 9ist St., New 
York City, TRafalgar 6-7010, Area Code: 
212. 

NSU PRINZ AND SPORT PRINZ PARTS 
and accessories. Contact your nearest 
distributor or National Parts Center, 
Ludwig Motor Corp., 421 East 9ist St., 
New York 28, N. Y, TRafalgar 6-7010. 

CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 


ACCESSORIES FOR SALE 


WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


e 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 


*Cadalloy Steel Castings 
Minimum Yield Point: 
46,000 Lbs. Per Square Inch 


UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 
FOR SMOOTH & SAFE 
TOWING. 


e 
BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 





CORVAIR CONVERTIBLE 
VINYL TOP KITS 


for changeover 


$135.00 


Also supervision for changeover can be ar- 
ranged. FLIP TOP ENTERPRISES, 112-114 Cass 
Ave., Vassar, Mich. 





ACCESSORIES WANTED 


WANTED: Top for 1955 Thunderbird. 
Buckeye Motor Sales, Blanchester, Ohio. 


AUCTION SCHOOLS 


LEARN AUCTIONEERING. Nationally 
recognized diploma. Free catalog! Mis- CAUSE PREMATURE WEAR 
souri Auction School, Box 8466-P3, Kan- . 
sas City 14, Missouri. 


THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 


MISCELLANEOUS 


Swiss Watches For Premiums 
Mens | J sport watch ..... $2.95 each. 
Mens | J water resistant . . . . $4.25 each. 
Mens | .) rhinestone dial . . .75 each. 


Ladies | J sport watch ..... 
Ladies i J water cocistent ae and Brake Cable 
in. lozen, leather straps .. . b ong . 
Expansion bracelets, 60c oa. Free catalog. Dealers’ List Price, F.0.B. Factory. . me 
TRANSWORLD, 565 5th Ave., N. Y. C. 7 Oeenen — as eeevessovs 45 
Standard 2 Large $52.35 
CONVERTIBLE TOPS—$21.25. Jeep tops,| Adapter Clamps Fed. Tax. Inc. 
$72.20. Headlinings, $12.50. Free catalog. 
BIG BUCK, 12 Elliott, Beverly, Mass. 
MOTO-MATIC 


NEW ROADKING 


Univeral’ Weriat Ratton bar With Universal Swivel Action! 
Sour tone se” paaw $ 52°° Four Clamp Hook-Up 
BEAM BAR AND STEERING Deatere? thet VOD, Reabeey eicseicsiieii 
GUIDE CABLES Dealers’ 2% Seta sa scuahakan dalle ee 


$44.85 


s Fed. Tax. Inc. 


TRAIL KING * $3750 
BALL BAR...... 
c -Tow Intra- * 50 
State Trier -.. 937 

* SPECIAL, 3 FOR $100.00 


Automatic Braking 


“ON THE BALL” 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 
Dealers’ List F.0.8. ««+-$51,00 
Dealers’ 25% Discount 






WITH THE UNIVERSAL ¢ ge gags [| posier®, 25% Disce 

ir a | 
DIRECT FACTORY AL 

Tow Bar Sales Co.]|| Substantial Discounts 


To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 


"Leaders in the 
since 1939" 


clusive Factory Distributors 
AN 3-8888 Nites: BA 1-8717 


Ex: 
DE 2-0700 


Call Collect “3 ee.co wae 
40 So. Clinton St., Chicago 6, Ill. 





SEE PAGE 26 
for the nation's 
TOP AUTO AUCTIONS 











New Subscription Order: 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [J 


All Other Countries — One Year $13 [[] or Two Years $22 [J 
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“Mr. INTERNATIONAL’ 


steps in to help out with used truck sales! 


He’s the Assistant District Manager, reviewing a used 
truck appraisal with a dealer to keep quality recondi- 
tioning expense in balance with a fast turnover price. 

He’s the Zone Manager, discussing with a dealer 
local market demand for used trucks with specialized 
bodies and equipment, or suggesting truck “swaps” 
with nearby dealers. | 

He’s the Zone Parts Supervisor, expediting a ship- 
ment of parts that will be needed by the dealer to 
service his used trucks so that the units will be up for 
resale as soon as possible. 


*“‘Best deal in the truck business...” 


“Mr. INTERNATIONAL” is many men, really. But 
whatever the title, his primary job is to help INTER- 
NATIONAL Truck Dealers keep their sales healthy and 
their customers happy. 


This is INTERNATIONAL HARVESTER’S plan of as- 
sistance. If you’re interested in working with an 
organization like this, selling the world’s most com- 
plete line of trucks, an INTERNATIONAL franchise may 
be available to you. Write: Manager of Sales, Motor 
Truck Division, International Harvester Company, 
180 North Michigan Avenue, Chicago 1, Illinois. 





INTERNATIONAL TRUCKS Hi. 





